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SEPARATION DECIDED FOR 
INEW JERSEY FOLLOWING 
NEW COMMISSION SCALE 


Average Return for Local Agents 
Increased ; Classification Text 
Published 


CHANGES EFFECTIVE JULY 1 
Companies Individually Plan to 


Get Out of Agencies Accept- 
ing Excess Commissions 





The Eastern Underwriters’ Association 
at its meeting last Thursday, one of the 
best attended this year, adopted a per- 
manent commission scale for New Jersey 
and reclassified many of the risks, plac- 
ing them in higher commission classes 
than they have been heretofore. The E. 
U. A. also adopted a brokerage rule for 
New Jersey providing for brokerage 
commissions 10 points below agents’ 
commissions, except on the class on 
which agents received 15%, on these 
classes the brokerage being only 5% be- 
low the agents’ commissions. 

With regard to brokerages, however, 
it is provided that if any local board se- 
cures approval from the E. U. A. of a 
different brokerage rule, then its rule 
shall be effective in its territory. The 
association also reaffirmed the commis- 
sion payable to non-policy writing 
agents, namely 5% below those of re- 
cording agents. 


New Commission Scale 


The New Jersey graded commission 
scale of 15, 20 and 30%, which has been 
in effect for nearly a year and a half, 
is to be replaced on July 1 by one call- 
ing for commissions of 15, 20,25 and 0%. 
A number of risks formerly in the 20% 
class, will henceforth pay agents 25%. 

In connection with this meeting of the 
E. U. A. the fire companies individually 
have decided that full separation must 
come in New Jersey. The new commis- 
sion scale, which goes into effect next 
Monday, will be paid, after a reasonable 
length of time, only to those local agents 
who write for organization companies. 
At the numerous and extended confer- 
ences held during the last few weeks 
with company representatives and lead- 
ing local agents of New Jersey both par- 
ties agreed that if commissions were to 
be increased, as they have been, the 
companies were not going to remain in 
agencies with other companies paying 
still higher rates of commissions. While 
the New Jersey agents are not going to 
be forced to oust the so-called unaccept- 
able or non-board companies, the or- 
ganization companies are understood to 
have agreed not to remain in agencies 
with companies which they do not re- 
gard as acceptable competitors because 
of the payments of excess commissions. 


Reactions of N. J; Agents 


New Jersey agents who have mixed 
agencies are asking each other what they 


(Continued on Page 30) 





















PHOENIX 


Assurance Company, Ltd. 
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A Corporation which has stood the test 
of time! 147 years of successful business 
operation. World-wide interests. Abso- 
lute security. 
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Crooked Underwriting! 


The National Association of Life Underwriters and the locals 
did more than anybody and all other anybodies to rescue life 
underwriters from the brigandage of rebating and twisting. 
The Agents themselves, and their families, were the sufferers 
from the, not universality, but commonness of these twin prac- 
tices in years gone by. The time came when the situation was 
intolerable. Then, through the organized action of the locals and 
of the National there came, first, public denunciation, and, 
second, legislation in the various states, prohibiting or prohibit- 
ing plus penalizing. And bit by bit the companies began to 
insert prohibiting clauses in their contracts. 


What was thus done years ago financially benefits every 
Agent today. 


' Yes, we know that rebating and twisting still exist, but they 
keep warily under cover, instead of being open and common. 
Crooked underwriting, the work of crooked Agents and crooked 
brokers, is under the ban today. 


For this, among other reasons, every underwriter owes a 
debt to his Association which only active membership can 
begin to pay. 








WM. A. LAW, President 
WM. H. KINGSLEY, Vice-Pres. HUGH D. HART, Vice-Pres. 





The Penn Mutual Life Insurance Company 
Philadelphia 


Independence Square Founded 1847 











NO WHOLESALE WRITING 
OF BUSINESS UNDER N.Y.’S 


LIBERALIZED <GROUP LAW 


Bank Borrowers Only Class to Be 
Written At First by Some 
Companies 


NEW GROUP ASS’N RULES 


Security Purchasers and Real Estate 
Buyers Not Favored At 


Present 





The life insurance companies which 
write group business have reached some 
general conclusions as to the classes of 
business they will accept and their gen- 
eral underwriting policy under the 
amended group life definition in the New 
York Insurance Law. This amendment, 
which went into effect April 4, makes it 
possible for companies in New York 
state to cover under a blanket group pol- 
icy all classes of personal loan borrowers 
and instalment purchasers. 

The Group Life Association has for- 
mulated some underwriting rules for the 
guidance of its members. As the group 
companies now see it, there won’t be the 
wholesale writing of a great variety of 
instalment purchase classes, at least not 
at present. The first group class that 
will be written by the group companies— 
and most of them will soon be ready to 
consider cases under this class—is the 
personal loan borrowers from banks on 
unsecured paper where the principal is 
payable in instalments. The selection 
made by the bank before making the 
loan gives a more favorable group from 
the standpoint of the insurance company 
than most groups of instalment purchas- 
ers of merchandise for instance. 

Some Classes Not Favored 

A class that is regarded with disfavor 
and which will not be considered by most 
of the group companies, is instalment 
purchasers of real estate.. Among the 
objections to the real estate buyer as a 
group risk is that the group would not 
be sufficiently numerous to give a desir- 
able average experience and the term for 
the group would be short. That is, a 
particular group would go off the books 
in two or three years at most. This 
would be an unfavorable factor in this 
class. The Group Life Association sug- 
gests that evidence of insurability be re- 
quired if instalment purchasers of real 
estate are considered. 

One class which was specifically named 
in the liberalized group definition of the 
New York Law, that is, instalment pur- 
chasers of securities, is not going to be 
taken up by the companies during the 
early, experimental stages of this liberal- 
ized group business. An exception will 
be made in the cases of emploves pur- 
chasing stock on the instalment plan 
from their employer-corporation under 


(Continued on Page 6) 
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LEYENDECKER BRANCH 


Telephone: Barclay 3670 


THE STOWAWAY 


The pilot of the Yellow Bird 
said that Schreiber’s extra 
weight (the stowaway’s ) 
prevented 
the 
plane 
from 


re aching . € ae ° oe ° ie * Paris. 


This is the first and prob- 
ably the last time this pilot ! 
will have a stowaway. But 

it is an old story to the 

underwriter who hops off 

morning after morning with 

a stowaway in his mental 

fuselage that brings him 

down again and again 

while the day is young, 

far 

far 
short 
of 


aie 5 ‘ ; : A . : . Destination, 


aloft with ease and 
Mach 4 ‘. 


he 80a] 


—Organized Service— 


THE KEANE - PATTERSON AGENCY 
MASSACHUSETTS MUTUAL LIFE INSURANCE CO. 


225 WEST THIRTY-FOURTH STREET, NEW YORK CITY 
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Telephone Chickering 2384 


225 Broadway 









Ugh _ 


BRONX DIVISION 
566 Courtlandt Avenue 
Telephone: Melrose 2225 
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$1,000,000,000 In Cash To Public Next Week 


Interest and Dividend Payments of Corporations First Week in July Will Break all 
Midyear Records for Size; The Public, Never Before so Heavily Interested 
In Stocks, will Draw Huge Sum in Greatest July Disbursement; 
Life Insurance Gives Opportunity to Put Some of Vast 
Sum in Permanent Form 


The financial statisticians say that the 
July disbursements of interest and divi- 
dend payments by corporations will 
break all records for the mid-year dis- 
tribution, with cash disbursement of not 
less than $1,000,000,000 in the first few 
days of next week. The great increase 
in the number of corporations whose 
stock is in the hands of the public; the 
vast increases in the number of shares 
due to stock split-ups, capitalization of 
corporation expansion; and the general 
raising of dividend rates due to the large 
earnings and general prosperity of the 
past few years, are all factors in making 
this mid-year payment to the public the 
greatest ever known in American busi- 
ness. In addition to the interest and 
dividend payments there are the matu- 
rities of funded indebtedness of corpora- 
tions and other disbursements which it is 
estimated by financial people will add 
another $500,000,000, making the total ap- 
proximately $1,500,000,000 which will be 
paid to the public next week. 

Making Permanent Through Life 

Insurance 

The opportunity to make permanent 
in the form of life insurance some of 
this great sum which will be put in the 
hands of the people is one that every 
life insurance agent in the country rec- 
ognizes. In times of great prosperity 
life insurance is in competition with 
every luxury for the American dollar. 
Such businesses as art objects, antiques, 
travel, all thrive on the surplus income 
resulting from these great income dis- 
tributions, the earnings of great Amer- 
ican industries. The life insurance man 
has a rare opportunity at a time such 
as this to crystallize into permanent ob- 
jectives the plans, ambitions, philan- 
thropies, and other human aims which 
every active and successful individual has 
in some form or other. 

The enormous amount of cash to be 
placed in circulation next week is ex- 
pected by financial writers to prove a 
material stimulant to general business 
throughout the country because all sec- 
tions will benefit from the distribution. 
As these funds are checked through the 
banks it is even expected that after the 
first week in July there will be a tem- 
porary ease in the money market, which 
shows better than figures, perhaps, what 
a huge sum this is. 

Great Public Participation 

The extent of the public ownership of 
stocks is indicated by the number of in- 
dividual stockholders of such corpora- 
tions as the United States Steel, Ameri- 
can Telephone & Telegraph, and other 
public service corporations. The Ameri- 
can Telephone & Telegraph Co. has the 
largest number of individual stockhold- 

ers, the total being 450,000. 





Life insurance producers might well 
give some thought to the scope and ex- 
tent of the financial operations of cor- 
porations today in which the public par- 
ticipates as it shows the scale on which 
business is done today and the sums that 


pass to the public and that come from 
the people to finance the corporations. 

Nearly 700 corporations will make pay- 
ments to their stockholders. The two 
largest individual distributions will be 
made by General Motors and United 


An Actuary Explains The 


Investment Factor In Life Insurance 


Life insurance agents are making some 
very broad claims these days in selling 
the investment idea of life insurance in 
competition with the strong tendency of 
the public to put its funds into stocks. 
Some sales talks along this line have 
drawn criticism from the actuaries. In 
order to present the facts about the in- 
vestment factor in life insurance, The 
Eastern Underwriter asked a well known 
actuary to explain the extent to which 
the investment feature enters into a life 
insurance policy, and this actuary’s com- 
ments are given herewith: 

_There is probably no practical ques- 
tion in regard to life insurance about 
which there is more popular misunder- 
standing and misapprehension than the 
investment aspects of a life insurance 
policy. Undoubtedly much life insurance 
is sold particularly to women, largely 
on its investment value, and it would 
seem to be a matter of importance that 
those who buy it or sell it as such 
should have a proper conception of the 
real situation. 

The two fundamentals of a good in- 
vestment, in the order of their impor- 
tance, are security of principal and a 
fair yield’ Both of these fundamentals 
are found in a high degree in the in- 
vestment elements of life insurance poli- 
cies. The trouble is, however, that there 
is so often a lack of understanding as to 
what is the investment element. The 
thing that must be clearly realized in 
order to have a proper idea of this ques- 
tion, is that part of every premium paid 
for life insurance is spent, not invested. 
In other words, the insured is buying 
something with part of his money, and 
investing the balance, and this is true of 
every class of policy other than short 
term insurance. The higher the rate of 
premium per thousand dollars of “in- 
surance” the more is the investment. 
That part of the premium which is spent 
is used to pay the expenses of opera- 
tion, commissions, taxes, overhead, and 
so on, and to pay for the cost of car- 


rying the risk in the current year. Clear- 
ly that part of the premium is used up 
and cannot enter into any calculations 
as to investment yield. The remainder 
of the premium is absorbed into the 
company’s funds and forms a part of the 
reserve funds and contingency funds be- 
ing invested by the company. At what 
rate is the policyholders’ money invest- 
ed? Clearly at the rate earned by the 
company on its funds as a whole, and it 
is this rate which the policyholder re- 
ceives in one shape or another unless 
the dividend scale of the company is 
inequitable. 

A life insurance company is merely 
the co-operative association of a large 
number of policyholders and it is clear 
that in an equitably managed company 
the funds contributed by each policy- 
holder must be invested at the same 
rate—not at different rates according to 
age, plan, etc—namely, the rate earned 
by the company. 

Frequently incorrect methods are used 
to determine the “investment yield” of 
specified policies. The most common 
is to subtract from the gross premium 
payable, the gross premium for term 
insurance, and then to compute the in- 
terest rate at which the balance must 
be invested to equal the sum insured. 
This always produces a rate muck too 
high and in excess of the rate earned 
by the company, a result which should 
be sufficient evidence to demonstrate the 
falsity of the method. The error here 
lies in assuming that the amount at 
risk remains at or near the full face 
amount, whereas it is actually being 
substantially reduced, particularly on en- 
dowment policies, with a corresponding 
effect on the cost of carrying the risk. 


No such calculations are needed. The 
investment features of life insurance, 
when it is clearly realized that they 


apply only to such part of the premi- 
um as is invested, are of the highest 
class, and provide both unimpeachable 
security and a good return. 


How An Agent Presents 
The Investment Feature 


Here is an actual sales talk on life in- 
surance as an investment used by a suc- 
cessful agent and corresponds in gener- 
al to the arguments used by agents in 
the field: 

I am thoroughly sold on the value of 
life insurance as an investment. Most 
men make a financial failure of their 
lives, This fact is borne out and proved 


to be unquestionable by statistics that 
are available to all insurance men. 
When selling life insurance it is a good 
idea to tell your prospect that he is not 
buying what most men think of as an in- 
surance policy. Tell him that he is buy- 
ing money represented by a bond or 
promise to pay money at a certain speci- 
fied time. That time is either on the re- 
ceipt of the proof of his death or at 


States Steel. The former will pay’ 3 
cents a share extra dividend July 2 to 
holders of 43,500,000 shares of stock, 
making a total distribution of $13,050,000. 
The United States Steel Corp. will pay 
out the regular quarterly dividend of 
$1.75 a share on‘its common stock. The 
total amount of the dividend neverthe- 
less will be $12,453,000. The Du Pont 
de Nemours Co. will disburse an extra 
cash dividend of $5,015,588 on July 3. 

Besides the numerous companies pay- 
ing regular and extra cash dividends, a 
large number of corporations will dis- 
burse stock dividends, the total exceed- 
ing fifty. Two corporations will pay 
stock dividends of 300% on July 1. They 
are the By-Products Coke Co. and the 
Sparks-Withington Co. Warner Bros. 
Pictures, Inc., will pay 100% in stock 
July 2. A stock dividend of 50% will be 
paid by Julius Kayser & Co. on July 1. 
The Chesapeake Corp. will pay 33 1/3% 
in stock July 1. The Amsterdam Casualty 
oe each will pay 50% in stock on July 

A 

-Huge Sums in New Offerings 


Subscriptions to new security offerings 
by corporations next month will reach 
the largest total ever registered for July 
and will be second only to the large 
amount of stock rights maturing in the 
current month. The aggregate of offer- 
ings by four corporations payable July 
1 alone will reach the total of $337,375,- 
000, while an additional amount in ex- 
cess of $71,000,000 will fall due in the 
‘succeeding days of the month, making 
a grand total for Jul» of security offer- 
ings approximating $409,000.000. 

The largest subscription due July 1 is 
that to the offering of $219,000,000 de- 
bentures made to stockholders of the 
American Telephone & Telegraph. 

The rights maturing in July follow 
rights totaling $506,974,000 which mature 
in June offered by eighteen corporations, 
including the Pennsylvania Railroad, 
$87,000,000; Bethlehem Steel Corp. $51,- 
000,000; Anaconda Copper, $119,075,000; 
Baltimore & Ohio Railway, $20,500,000; 
Chesapeake Corp., $22,500,000, and Alle- 
ghany, an affiliated company, $15,750,000. 
Rights to an offering of $142,324,700 U. S. 
Steel common stock expired last week. 

In spite of the fact that rights to sub- 
scribe in these two midsummer months 
alone aggregate nearly a billion dollars 
all reports indicate that subscriptions are 
being made close to 100% in all cases. 
Terms of new security offerings made 
with rights to stockholders have in al- 
most every instance been so attractive 
that a full subscription has been assured. 
If stockholders themselves have not 
elected to exercise their rights they have 
experienced no difficulty in selling them 
to others who have exercised them. 





some period in his life when the savings 
account which he is starting will be com- 
pleted. I point out to him that all or- 
dinary life insurance policies or limited 
payment life policies are, as a matter of 
fact, endowments which mature at age 
96 and that very few men indeed get 
any real satisfaction out of the money 
coming to them after they are 96 years 
old. 
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CHANGES IN MICHIGAN LAWS 





Commissioner Livingston Tells Local 
Agents of Amendments Affecting 
Life Insurance 


Commissioner Charles D. Livingston, 
of the Michigan Insurance Department, 
spoke before the meeting of the local 
agents’ association at Sault Ste. Marie 
last Saturday and told the members of 
the changes in the laws relating to life 
insurance permitting the use of the Am- 
erican Men’s Table as well as the Am- 
erican Experience Table. He _ pointed 
out the fact that the new permissive 
standard represents the present mortal- 
ity condition and is founded upon rec- 
ords of more individuals. Group life, 
also, he said, has been extended to in- 
clude teachers’ associations, labor unions 
and postal employes in addition to 
groups of workers part of whose pre- 
mium is paid by the employer. Exten- 
sion of this form of coverage to ficti- 
tious groups, however, is opposed by 
the department, he said. 

The modification of the code was 
achieved through the collaboration of 
many leaders in the business, depart- 
ment officials, and legislators who showed 
a commendable spirit of co-operation, 
the commissioner said. He declared that 
the new law as a whole puts the state 
in the forefront from the standpoint of 
sound regulation of the business. 





HEADS ST. LOUIS “AD” CLUB 





J. P. Licklider, Director of Publicity For 
Missouri State Life, President of Big 
Advertising Club 
Joseph P. Licklider, director of pub- 
licity and sales research for the Mis- 
souri State Life, of St. Louis, has been 
elected president of the Advertising 
Club of St. Louis. His election, which 
took place at a recent meeting of the 
board of governors, will become effec- 
tive July 1. The St. Louis Advertising 
Club, with close to a thousand members, 
is the second largest organization of its 

kind in the United States. 

Mr. Licklider has been prominently 
identified in advertising circles for many 
years. In recent vears he has been es- 
pecially active in the insurance adver- 
tising field, and is well known as an 
authority on this particular subject. He 
has been associated with the St. Louis 
Advertising Club in various ways, hav- 
ing served as first vice-president dur- 
the last year. 





WESTERN & SOUTHERN MEETING 





Cincinnati Company Holds Its Largest 
Convention of Representatives at 
Chicago 
The Western & Southern Life of Cin- 
cinnati held its largest agents’ conven- 
tion last Saturday at the Sherman Ho- 
tel, Chicago. The 500 representatives and 
guests at the convention were addressed 
by President W. J. Williams, Vice- 
President C. F. Williams, Vice-President 
and General Counsel Clyde P. Johnson, 
former Ohio Insurance Commissioner A. 
I. Vorys, W. C. Safford, vice-president 
of the American Liability & Surety, 
George R. Boyce, vice-president of the 
Castle Steel Co., and others. The com- 
pany’s representatives from Aurora, Jo- 
liet, Peoria, Rockford, Gary, Hammond, 
Elkhart and South Bend also attended 

this Chicago convention. 


HONORED ON BIRTHDAY 


The field force of The Old Line Life 
acknowledged the birthday of their pres- 
ident, Rupert F. Fry, by submitting on 
June 8 a tremendous volume of ex- 
amined business. The day’s production 
exceeded all expectations and passed the 
June 8, 1928, production by 125% 





E. C. ORR DIES FROM INJURIES 


Ernest C. Orr, assistant manager of 
the Colorado agency of the Mutual Life, 
Denver, died recently as the result of 
injuries received while driving his auto- 
mobile. He was forty-seven years of 
age. 








Their Own 


Executor 


Few insurable men know it is 
possible for them to be just that. 


By acquiring a Prudential Monthly 
Income policy, a man is enabled 
to DICTATE the terms on which 
the money he leaves may be paid 


to his heirs. 


No Loss! 


No worry is involved! 


The Prudential’s Ordinary Agencies, 
located everywhere, will be 
pleased to cooperate with 
brokers in placing this or any 
other form of life insurance. 


The Prudential 


Insurance Company of America 





Home Office: Newark, New Jersey 


Epwarp D. Durritp, President 





C. B. Knight Agency 
Leaves For West Coast 

FOR UNION CENTRAL MEETING 

Over 100 Go To Los Angeles For Com- 


pany Convention On Special Train; 
Knight To Visit Honolulu 








More than one hundred members of 
the C. B. Knight Agency left New York 
Tuesday by special Pullman train for 
Los Angeles to attend the Union Central 
Life’s convention at the Hotel Biltmore. 
C. B. Knight, general manager, and Wal- 
ter E. Barton, assistant manager, will 
accompany the New York representa- 
tives. 

This is the company’s general conven- 
tion and will be held at the Hotel Bilt- 
more on July 1, 2 and 3. Officials of 
the home office will also be present. 

There will be four special trains in 
all, one of which will leave the Grand 
Central carrying the members of the 
Metropolitan agency. 

Present arrangements call for stop- 
overs at Niagara Falls and the Grand 
Canyon of Arizona, a day being spent 
at each place. The ‘special train will run 
right through to the West Coast. 

After the convention, Mr. Knight is 
planning a trip to Honolulu and will 
be gone until some time in September. 

The Knight agency is over $3,000,000 
ahead of last year in paid-for business 
for the first six months. This is the rec- 
ord six months in the history of the 
agency. 





VALUE OF INTERIM TERM 





Proceeds of $10,000 Policy Collected Be- 
cause of Thoughtfulness and 
Resource of Agent 


The value of interim term insurance 
was demonstrated by a recent case in 
the Union Central Life. This insurance 
was on the life of an executive of a 
corporation in Ohio and was intended 
for business protection. 

The insured signed the application 
April 30, 1929, and was sold an interim 
term policy for $10,000 by the agent cov- 
ering to June 23. This was arranged 
and the policy issued. On May 12, the 
insured played a round of golf ina driv- 
ing rain. When he had finished playing 
his clothing was soaked and he was be- 
ginning to sneeze. He died May 25 from 
pneumonia that had developed and the 
claim check was mailed June 3. 





KILLED HUSBAND; GETS INS. 
St. Louis Court Awarded $10,000 Pro- 
ceeds To Mrs. Helen Matlock After 
Admitting Shooting Matlock 


Circuit Judge Landwehr, of St. Louis, 
on Monday decided that the $10,000 in- 
surance on the life of Charles Matlock, 
who was shot and killed by his wife, 
Mrs. Helen Matlock, in an apartment it 
was claimed he maintained for another 
woman in November, 1928, should be 
paid to the widow. When tried on a 
charge of murder in the Circuit Court 
for Criminal Causes several weeks ago, 
Mrs. Matlock was acquitted, the jury 
accepting her statement that she had 
shot and killed: her husband in self-de- 
fense. Evidence dt the trial showed 
that Mrs. Matlock, armed with a re- 
volver, had gone to the apartment, in- 
timidated the other woman and waited 
for her husband to come in. 

Mrs. Matlock was the named bene- 
ficiary in the insurance policy, but her 
right to the money was contested by 
the guardian for Charles Matlock, Jr., 
a ten year old son of the slain man 
by his first wife, while creditors con- 
tended the insurance funds should be 
paid to Matlock’s estate so that they 
could levy against it. 

The Bankers Life of Des Moines en- 
tered an interpleader suit for the pur- 
pose of having the court decide to whom 
the proceeds of the policy should be 
paid. The policy was dated April 2, 1928. 
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New Conn. Law Makes 
Twisting Misdemeanor 


TO PENALIZE MISREPRESENTING 





Incomplete Comparisons Inducing Sur- 
render of Policy Expose Agent 
To Law 





New legislation against twisting was 
passed by the Connecticut Legislature 
during the past session. 

The law against twisting provides a 
penalty for misrepresenting or making 
incomplete comparisons of an insurance 
policy for the purpose of inducing -an 
insured to surrender his policy and to 
replace it with another. It prohibits any 
gent from misrepresenting in any way 
the conditions and settlements contained 
in any contract of fire, life, casualty, or 
other class of insurance. The practice 
of twisting insurance policies, previous- 
ly unpunished by the law, is thus made 
punishable as a misdemeanor. 

Legislation was passed changing the 
expiration date of the license year of 
fraternal benefit societies with the li- 
cense year of other types of insurance 
companies. 





EQUITABLE GETS TAX REFUND 





Society Recovers $564,829 From Govern- 
ment As Result of National Life 
Decision 
The United States Government this 
week made tax refunds amounting to 


$3,500,000. Among the cases settled was 
one in favor of the Equitable Life As- 
surance Society covering overassess- 
ments in 1923 and 1927, which received 
a refund of $564,829.70, from which $54,- 
923.02 was withheld for adjustment in 
connection with deficiencies for the 
years 1924, 1925 and 1926. This entire 
overassessment was occasioned by the 
allowance of a deduction from gross in- 
come of 4% of the mean of the reserve 
funds required by law and held during 
the taxable year unabated by interest 
received from tax exempt securities, in 
accordance with the decision of the Su- 
preme Court in the case of the National 
Life of Vermont. 





STARTS INSURANCE COURSE 





George Washington University to Give 
Courses Under Dr. R. B. Robbins, 
of Union Labor Life 
George Washington University, Wash- 
ington, D. C., has inaugurated a general 
course in insurance as part of the reg- 
ular academic work which will be under 
the direction of Dr. Rainard B. Rob- 
bins, vice-president and actuary of the 
Union Labor Life, who has been ap- 

pointed professor of insurance. 

Dr. Robbins, who holds the degree of 
Doctor of Philosophy from Harvard Uni- 
versity, has had wide experience in the 
insurance field and as a teacher. He 
has taught at the University of Michi- 
gan, the Sheffield Scientific School of 
Yale University, Harvard University and 
Indiana University. From 1921 to 1927 
he served as assistant actuary of the 
New York State Insurance Department. 
He is the author of numerous publica- 
tions dealing with insurance. 

Dr. Robbins is an associate in the Ac- 
tuarial Society of America, the Ameri- 
can Institute of Actuaries and the Cas- 
ualty Actuarial Society. He also is a 
member of the American Mathematical 
Society and the American Statistical So- 
ciety. 





WITH TAYLOR AGENCY 


Solon Schiller, well known producer, 
has joined the agency of Harold L. Tay- 
lor, Mutual Life, in the Lefcourt Na- 
tional building, Fifth avenue and Forty- 
third street. Mr. Schiller is a large per- 
sonal producer and specializes in busi- 
ness insurance cases. He was a gradu- 
ate of the first class under Dr. Love- 
lace at N. Y. U. 





HIGH VALUES 


and 


LOW PRICES 





At the present time insurance stocks are 
better purchases than ever. Prices in many 
cases are below those of June 1928, while the 
intrinsic values back of these shares have 
substantially increased. The following are 
examples of stocks whose values have in- 
creased, but whose market prices have de- 


preciated materially. 


PRICES 


1928 
STOCK HIGH 
American Reserve 106-110 
Lincoln Fire 117-121 
St. Paul Fire & M. 220-230 
Home 650-660 
New Brunswick 64-68 
* Halifax 60-65 
*Great American 57-59 


*Adjusted for capital increases 


Opportunities like this are taken advantage 
of by the real investor. The man who buys 
insurance stocks at present levels is purchas- 
ing high intrinsic value at very low price. 
His good judgment will eventually be rewarded 
with the higher prices that must reflect the 
constantly increasing values back of good 


insurance stocks. 


RECENT 
83-88 
93-98 

175-180 

555-562 
35-38 
30-32 
41-42 


Perez F. Huff Co., Inc. 


Members Unlisted Securities Dealers’ Association 


Members of the Association of Bank Stock Dealers 


75 Marwen Lanz, New York 
Telephone Beekman 6480 


Held Sun Life Cannot 
Increase Its Capital 


CANADIAN COURT SO DECIDES 





Company Sought Authority To Raise 
Capital From $2,000,000 To 
$4,000,000 





The Exchequer Court at Ottawa, Can- 
ada, last week gave judgment that the 
Sun Life of Canada has not the author- 
ity under its charter to increase the 
Po sige meee from $2,000,000 to $4,000,- 
000. The judgment was issued by Jus- 
tice McLean. 

The judgment supports the view of 
Superintendent of Insurance, G. D. Fin- 
layson. Assuming it is upheld in the 
case of an appeal, the company must 
again go to Parliament if it wishes to 
increase its capital. 

The private bill under which the com- 
pany sought to increase its capital was 
one of the most contentious measures 
to come before the House of Commons 
private bills committee in recent years. 
The object of the bill was to remove 
any doubt as to the right of the com- 
pany to issue capital stock for an ad- 
ditional $2,000,000, bringing the total 
capitalization up to $4,000,000. 

The company previously had taken the 
attitude that, under its charter, it had 
the right to a capital of $4,000,000. This 
contention, however, was opposed by the 
Superintendent of Insurance, G. D. Fin- 
layson. During the session previous to 
that just concluded, the bill was “talked 
out” in the House of Commons over and 
over again, and finally fell by the way- 
side. This year, however, the battle 
took place in the committee. 

Finally, after conferences between the 
Superintendent of Insurance and the of- 
ficers of the company, the main ques- 
tion as to whether or not the company 
had the right under its old charter to 
increase its capital was left to the Ex- 
chequer Court. 





N. A. L. U. GOES OVER THE TOP 





Membership of National Association 
Sets New High Mark Exceeding 
17,000 and Still Coming In 


The membership of the National As- 
sociation of Life Underwriters has 
passed the former high mark in 1920 
when the total was 17,243 and assures 
the national convention opening in 
Washington in September with a new 
record total in members. As the cam- 
paign is not yet ended but will close 
with the end of the fiscal year June 30, 
it is possible that the 18,000 mark may 
be reached in which case the goal set 
for the campaign by Major Roger B. 
Hull, managing director and general 
counsel of the Association, will have 
been achieved. Major Hull and the Na- 
tional Association officers who handled 
the membership drive had as their goal 
18,000 to 20,000 members before the 
Washington convention. 





BIG MEMBERSHIP INCREASE 
Two hundred and ten members of the 
Fort Wayne (Ind.) Life Underwriters’ 
Association met this week to instal new- 
ly elected officers and hear reports of 
the membership drive. J. W. Bailey, 
retiring president, reported that Fort 
Wayne is leading the country in in- 
creased membership in the association. 
He said the membership had been in- 
creased 3,000% over the quota. 





PRESIDENT ECKER TO EUROPE 

President Frederick H. Ecker, of the 
Metropolitan Life, accompanied by First 
Vice-President Leroy A. Lincoln, were 
passengers on the S. S. Majestic last 
week for a quick trip to England. It 
is understood that their stay abroad will 
be brief. 





Robert H. Ford has been made gen- 
eral agent for the western Kentucky ter- 
ritory for the Pacific Mutual Life, suc- 
ceeding the late Robert L. Coleman. 
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State Mutual Enters 
Several New States 


TO ENLARGE HOME OFFICE 





President Bullock Tells Field Convention 
Of Company’s Expansion Program 


Now Under Way 





In his address of welcome to the 
twelfth annual meeting at Poland 
Springs, Maine, of the Agency Club of 
the State Mutual Life of Worcester, 
President Chandler Bullock announced 
the entrance of the company into Cali- 
fornia, Oregon, Washington and Kansas. 
John Kincheloe has been appointed gen- 
eral agent at Wichita. The other ap- 
pointments will be announced later. 

President Bullock also announced the 
appointment of Dr. Hiram H. Amiral as 
assistant medical director. Dr. Amiral 
will spend a great deal of his time in 
direct contact with the field forces. 

The immediate enlargement of the 
home offices at Worcester, through new 
additions, to care for the company’s re- 
quirements for the next thirty years was 
also announced. 

Not Affected by Section 97 

In speaking of the charges in Section 
97 of the New York law, President Bul- 
lock gave as his opinion that it would 
mean no reduction in commissions to 
State Mutual representatives even al- 
though some companies might be af- 
fected. 

New policies announced are retirement 
annuities commencing at ages fifty, sixty 
and sixty-five—sometimes called “income 
with insurance” policies. 

New Officers of Association 

New officers to serve for two years of 
the General Agents Association are Ray- 
mond J. Wiese, Chicago, president; 
Frank W. Pennell, New York City, vice- 
president; Charles Rogwen, Rochester, 
secretary-treasurer. The new executive 
committee includes Clifford Espenschied, 
St. Louis; Paul Sanborn, Boston; Grant 
Toothaker, New Haven; Harry San- 
born, Portland, and Edmund Carey, 
Providence. 





New Group Business 


(Continued from Page 1) 


plans similar to those used by great cor- 
porations like the United States Steel 
and American Tel. & Tel. 

Some of the points covered in the sug- 
gested underwriting rules drawn up by 
the Group Life Association are that 
there should be no disability benefit in- 
cluded in the coverage; rates should not 
be guaranteed for more than one year; 
the beneficiary should be the vendor or 
creditor and that the latter should pay 
the entire premium. Except as regards 
policies covering bank borrowers, the 
policy should reserve to the insurance 
company the right to discontinue new 
coverage upon four months’ notice. 

In the case of borrowers from banks 
on unsecured paper payable in instal- 
ments, the maximum amount of insur- 
ance on a single borrower will be lim- 
ited to $1,000 where the amount of out- 
standing loans is less than $333,000. 
When the amount of outstanding loans 
is in excess of that amount there is a 
graduated increase up to the amount of 
the loan. It is suggested that the insur- 
ance company reserve the right to reject 
individual cases in excess of $5,000. 
There is no age limit set on this busi- 
ness. 

In the case of purchasers of merchan- 


St eeemanton 


State Mutual Meets 
At Poland Spring, Me. 


NEW OFFICERS OF AGENCY CLUB 





General Agents’ Association and Agency 
Club Mix Business and Entertain- 
ment At Meeting 





The convention of the field represen- 
tatives of the State Mutual Life at 
Poland Spring House, South Poland, 
Maine, opened on Tuesday of this week 
with the twenty-second meeting of the 
General Agents’ Association and con- 
tinued through Wednesday and Thurs- 
day with the joint meeting of the gen- 
eral agents and the agency club. 

The sessions of the general agents 
were devoted to building and developing 
a successful general agency and the 
topics discussed by the speakers were 
methods of securing prospective agents, 
methods and time used in interesting 
agents and methods used in managing 
an agency. 

The first speaker was Chandler Bul- 
lock, president of the State Mutual Life, 
and he was followed by Stephen Ire- 
land, vice-president and superintendent 
of agencies. Frank W. Pennell, general 
agent in New York City, presided over 
a general discussion on securing prospec- 
tive agents. Edmund F. Carey and Nor- 
ton Ives were leaders of other discus- 
sion topics. 

On Wednesday evening the banquet 
was held at which President Chandler 
Bullock presided as toastmaster. Harold 
C. Keyes was the guest speaker. 

Among speakers at the joint meeting 
were: Bruce Sweet, president of the 
agency club during the past year; greet- 
ings from President Bullock, Vice-Presi- 
dent Ireland, Benjamin H. Micou, F. A. 
G. Merrill, Ralph E. Morrison, L. T. F. 
Ring, R. B. Gordon, Frank W. Pertnell, 
William Munson, J. H. Eteson, T. Arthur 
Mullen and John H. York. 

There were many entertainments fea- 
tures mixed in with the business ses- 
sions, including golf, motor trips and 
sports events. 

The following are the officers of the 
agency club for the coming year: 

President, Robert C. Anderson, New 
York; vice-president, T. Arthur Mullen, 
Boston; secretary, Roy E. Stringer, De- 


troit. 
Executive Committee—Paul C. Ed- 
mundson, Pittsburgh; Frank J. Lally, 


Boston; William J. Kaehlin, Dayton. 





PRIDDY’S MOTHER PASSES AWAY 

Mrs. R. T.’ Priddy of Keysville, Va., 
mother of Lawrence Priddy, prominent 
life underwriter of New York and for- 
mer president of the National Associa- 
tion of Life Underwriters, died at her 
home in Virginia last Thursday. Mrs. 
Priddy, eighty-four years old, was the 
mother of ten children, all but one of 
whom grew to maturity and only a few 
days before her death all of her chil- 
dren and their families were visiting her 
at a family reunion in connection with 
the commencement at Virginia Poly- 
technic Institute on which occasion a 
D. C. S. degree was conferred on Law- 
rence Priddy. 








dise the company may reserve the right 
to cease covering new lives if the num- 
ber of new entrants falls below 100 per 
month. There are no individual certifi- 
cates issued in these new classes of 
group cases as the individual does not 
pay any part of the premium. 





SNR SES a TRANS 





ness connections. 





Box 1120. 





Supervisor Wanted 
Exceptional opportunity for young man with three to five years 
experience in upper New York State or Eastern Pennsylvania for 
position in Northen New Jersey. Must have knowledge of modern 
underwriting principles and be Mentally Alert and Self-Reliant. 
If you can qualify give full particulars in first letter of past busi- 
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Business Principles Helps Sales 
By A. R. PIPER, 
Manager, Regina, for North American Life of Canada 


Mr. Piper won a speakers’ contest with 
ai: address on “How a Knowledge of 
Business Principles Helps the Sale of 
Life Insurance,” from which the follow- 
ing excerpts are taken. The complete 
paper was produced in the “Life Under- 
writers News’ of the Life Underwriters’ 
Association of Canada. 

Business Life Insurance can be ap- 
plied to meet any one or two or all three 
of the following specific needs: 

1. Credit Reinforcement. 

2. Direct Compensation. 

3. Liquidation Fund. 

The ability to secure credit determines 
the structural solidity of a business or- 
ganization. The reglacement of the eco- 
nomic value of human lives is really the 
replacement of credit or credit rein- 
forcement. As a reinforcement against 
credit insurance may be written for the 
benefit of the creditor directly or via the 
debtors business on the lives of those 
men responsible for the fulfilment of the 
credit obligation. 

If, and when a policy of insurance on 
the life of any human asset of a busi- 
ness is payable to the treasury of that 
business without any restrictions as 


compensation for the loss of that asset, - 


there is constituted a discretionary fund 
which may be used by the business in 
any way deemed advisable and is con- 
sidered a policy of direct compensation. 

This class of insurance should be car- 
ried upon three types of individuals as 
follows : 

(a) The valued employe or the ex- 
pert. One may hold a managerial posi- 
tion and have a value because of his 
adaptability to other departments of the 
organization. The expert value is in his 
peculiar line as a specialist. The busi- 
ness can compute this value in dollars 
and cents and should proceed to com- 
pensate itself in the event of death. The 
above parties receive no profits in the 
business except to the extent of salaries, 
bonuses or commissions. 

(b) Contracted parties. Every type of 
business at some time or other may con- 
tract for the execution of some specific 
piece of work. The tontracted party or 
parties can be depended upon to finish 
their work unless death ensues. Suspen- 
sion of activities through death would 
mean financial loss to the business. The 
proceeds of such policies are payable as 
direct compensation to the business. 

(c) Officers of a corporation or mem- 
bers of a partnership, who represent a 
value in dollars and cents to the busi- 
ness in the event of whose death the 
business would lose such service and 
previous investment in training and at- 
tachment and so sustain an economic 
loss unless covered by a policy of direct 
compensation. 

An important element to be considered 
is the provision of a life insurance policy 
to provide a sum of money which shall 
liquidate in part or in full the interest 
which the deceased may have owned in 
the proprietorship, partnership or cor- 
poration. This is generally accomplished 
by the execution of a written agreement 
between the interested parties: 

(a) In a proprietorship such liquida- 
tion fund might be carried on the life of 
the proprietor in favor of his chosen 
successor. 

(b) In most partnerships in provinces 


and states the death of the partner ne- 
cessitates dissolution and some form of 
liquidation of the deceased partner’s in- 
terest must be made. 

(c) In a corporation such an agree- 
ment must be made by the individuals 
and not by the corporation. 


Needs for Insurance 


Proprietorship—l. Credit Reinforce- 
ment and Liquidation Fund. 2. Direct 
Compensation. (a) The valued employe 
or the expert. (b) Contracted parties. 
3. Purchase Plan. 

Partnership—l. Credit Reinforcement. 
2. Liquidation Fund. 3. Direct Compen- 
sation. (a) Valued employe or expert. 
(b) Contracted parties. (c) Replacement 
of the contribution made by the de- 
ceased partner. 

Corporation—1l. Credit Reinforcement. 
2. Liquidation Fund. 3. Direct Compen- 
sation. (a) Valued employe or expert. 
(b) Contracted parties. (c) Officers of 
the corporation. 

For the Proprietorship 

The proprietorship dies with its man. 
Liquidation and credit reinforcement are 
virtually synonymous terms. 

Shall the business go to a faithful em- 
ploye? 

Shall the business go on the open 
market ? 

Shall the business be operated by the 
estate or shall it be allowed to disap- 
pear? These are questions which should 
be decided before the death and ade- 
quate arrangements made to meet them. 

The amount of insurance necessary is 
the difference between the value of a 
proprietorship before and after the de- 
cease of the proprietor. 

In the case of the professional man 
who, as stated before, is to all intents 
and purposes in the same position as a 
proprietor, insurance is needed to cover 
his probable liabilities, plus the amount 
which would provide an income as near 
to the income he has been earning, less 
business and personal expenses. 

For the Partnership 

The liability of each partner in a part- 
nership, of itself exposes credit to im- 
pairment in the event of the death of 
either partner. Further, in view of the 
fact that life insurance payable to the 
partnership or to the partners individu- 
ally will be available at all times to 
creditors, partners who have arranged 
for liquidation or direct compensation 
should invariably make special provision 
that all creditors’ claims are amply pro- 
vided for. 
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For the Corporation 

The most important use of life insur- 
ance for the direct or indirect benefit of 
a corporation is to provide credit rein- 
forcement. Some human asset in every 
corporation justifies greater credit than 
its tangible collateral. There is a hu- 
man and property value to every cor- 
poration. 

Many corporations crumble when the 
backbone of their credit is removed by 
death. The protection of the human 
factor in a corporation is as imperative 
as fire insurance protection on the prop- 
erty. 

Life insurance can be applied to rein- 
force the credit of a corporation: 


1. By liquidating bank loans or other 
first liens which have been granted on 
the strength of official and personal en- 
dorsement. 2. By amortizing bank or 
preferred stock issues as well as pro- 
tecting them against depreciation if they 
are supported by key individuals who 
could be insured: (a) The corporation 
might elect to amortize these securities 
at the end of a given time in which case 
endowment insurance could be used as a 
sinking fund against such a plan. 3. By 
paying for the probable loss on out- 
standing contracts for merchandise or 
raw materials, the sale or conversion of 
which depends upon executives who are 
insurable. 4. By guaranteeing a cus- 
tomer against loss if the corporation has 
undertaken the execution of a contract 
or an order which will depend upon the 
continued existence of one or two men. 
5. By insuring the most valuable officer 
of any corporation so that a fund for 
general reinforcement if and where 


needed may be available at his death. 

In each case it is understood that the 
insurance shall be placed on the lives of 
those men whose endorsements have 
been used or whose continued execution 
is essential to the maintenance of proper 
credit standing. 

A corporation increased its capitaliza- 
tion by a first mortgage gold bond issue 
of $1,000,000—$100,000 to mature serially 
each year on January 1, starting ten 
years from date of issue. 

Insurance plan proposed and accepted 
—Ten Policies of Endowment of $100,- 
000 each to mature simultaneously on 
the date of retirement of each block of 
one hundred bonds. This created a pe- 
riodic sinking fund together with the 
complete protection against the loss of 
its president by death. 


Liquidation Insurance 

We have stated before that a part- 
nership must be liquidated in the event 
of the death of any partner. Without 
arrangements and ability to meet this 
obligation the surviving partner may 
well be asked by the salesman if the 
deceased partner’s widow would be a 
comfortable and suitable partner. 

Thus life insurance is a known method 
of providing for the known need at an 
unknown time. 

The amount of insurance can readily 
be determined by an accounting of the 
book values of each partner’s interest in 
the partnership and an amount placed on 
each life to meet the necessary need. 
This amount should be revised from time 
to time. 

This is one of the most efficient ap- 


(Continued on Page 15) 
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Pittsfield, Massachusetts 


1851 BERKSHIRE LIFE INSURANCE COMPANY 1929 


In establishing connections with a life insurance company, the personal 
equation of its official family is of paramount importance to the prospective 
agent. The Berkshire Life Insurance Company of Pittsfield, Massachusetts, 
has a well-earned reputation for a co-operative spirit between the Home 
Office and the Field Force that is of inestimable value to the success and 


sk any Berkshire Agent” 
BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 


FRED. H. RHODES, President 








The Colonial Life Insurance Company ot America 
Over ONE HUNDRED MILLION DOLLARS 


A strong and progressive Company, affording agents unusual money-meking 
opportunities through a wide variety of Industrial and Ordinary policies adapted 
to the insurance needs of the whole family. 
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Simon and Mershon 
Open N. J. Trust Drive 





* TALK AT WESTFIELD TRUST CO. 


New York Men Discuss _ Insurance 
Agreements Before Bank’s Deposi- 
tors; Results Gratifying 





Assisting in opening a drive for insur- 
ance trusts, Leon Gilbert Simon, insur- 
ance trust and tax expert and chairman 


of the executive committee of the New 


York Life Underwriters’ Association, and 
LeRoy S. Mershon of the United States 
Mortgage & Trust of New York, spoke 
at the Westfield Trust Company, West- 
field, N. J., last week to depositors and 
friends of that bank, including many of 
the prominent citizens of Westfield. 

Mr. Simon gave a very comprehensive 
talk on the theory and operation of the 
life insurance trust. Mr. Mershon spoke 
briefly and took an active part in the 
open forum that followed Mr. Simon’s 
address. William R. Beard, president of 
the Westfield Trust, introduced the 
speakers. 

The lecture had been advertised by full 
page ads in the local newspaper. It was 
held in the auditorium of the bank. 

In discussing the theory of the life in- 
surance trust Mr. Simon stressed the 
flexibility of that kind of trust. The at- 
tention of the audience was brought to 
the fact that most life insurance trusts 
that are being executed today are the 
unfunded type in which the insured per- 
son simply makes his policies payable to 
the bank as trustee, has a_ separate 
agreement drawn, and pays his own pre- 
miums. Under these conditions he has 
the right to change, alter or amend the 
trust at all times. In the open forum 
that followed, most of the questions re- 
ferred to this type of trust and apparent- 
ly a great interest was stimulated in the 
formation of such trusts. Special cases 
were analyzed and business insurance 
trusts were also discussed at some 
length. 

Some of the prominent life underwrit- 
ers of Westfield and the vicinity were 
also among those present. At the con- 
clusion of the meeting a number of per- 
sons in the audience made arrangements 
to talk over life insurance trusts with the 
bank officials. 





JOHN HANCOCK MORTGAGES 





$3,930,720 Placed During May in Farm 
and City Loans; $18,693,792 Since 
January 1 

The finance committee of the John 
Hancock accepted farm mortgage and 
city mortgage loans during May, 1929, 
amounting to $3,930,720. These loans 
are accepted to yield an average rate 
of 5.65%. 

These May loans were placed largely 
on city property, the total of this class 
being $3,105,950 on 214 city properties, 
to yield an average rate of 5.79%. 

140 farm loans were accepted for $824,- 
770, to yield 5.11%. City loans were on 
180 dwelling houses and_ thirty-one 
apartment buildings, housing 755 sepa- 
rate families. Total farm and city mort- 
gage loans accepted by the John Han- 
cock since January 1, 1929, are $18,693,- 
792, to yield an average of 5.54%. 





MISSOURI STATE FIGURES 

The Missouri State Life had a gain 
of $29,086,145 in paid-for business, ordi- 
nary and group, for the first five months 
of 1929. The total amount of paid-for 
business reported during this five-month 
period is $141,978,142, as against $112,- 
386,301 for the corresponding months in 
1928. During May, 1929, paid-for busi- 
ness amounted to $26,472,447—a gain over 
May, 1928, of $2,247,675. These figures 
include both ordinary and group. 





J. P. GRAHAM’S PROGRESS 

J. P. Graham, Jr., who took over the 
165 Broadway general agency of the 
Aetna Life less than two months ago, 
has so far produced $700,000 in busi- 
ness. 























A POLICY YOU CAN SELL! 


Our Company offers complete protection. 


$5,000 
ALL IN ONE POLICY 


SL EE rer erEr rey 

Any accidental: Geaeh. ..iicccasciccccccscscocscucesss. SUMUe 

Certain accidental deaths...............eseeeeee06- 15,000 
Accident Benefits $50. per WEEK for fifty- two weeks 


$25. per WEEK thereafter 
JNon-cancellable) 


Disability Income, Waiver of Premiums, etc. 
Also $5,000 ‘‘Preferred Risk’’ Policy—high value— low premiums; age 35, $19.91 


per $1,000. Endowment age 85—Juveniles age 10 years and upward—Monthly 
Income—Non-Medical. 


Insures and assures your client’s future and yours 


Are you Interested in an agency? Our Vice-President, Eugene E. Reed, will tell 
you all about it. Write him direct—and directly. 


UNITED LIFE 
and ACCIDENT INSURANCE COMPANY 


Concord, New Hampshire INQUIRE 

















British Agent Insures A King 


Aman Ullah, at present Ex-King of 
Afghanistan, is well known. for his 
progressiveness and western ideas, 
which cost him his throne.. Five years 
ago an agent of a British life insur- 
ance company succeeded in interesting 


the king in life insurance. He took 
out a policy for £10,000. The British 
company evidently took into consid- 
eration the political situation, for pay- 
ment for death in case of war or 
revolution is excluded. 











BUSINESS OF 1929 


New Insurance. . . $143,573,589 
Increase over 1927 . . . 6,083,386 
Insurance in Force. $1,113,810,563 
An Increase of . . . . 90,547,161 


Representing over 63% of the New Business 


New England Mutual Life Insurance Co. 
BOSTON, MASS. 


























Con mt topics 


(Topics of The Connecticut Mutual) 





VoL. 4 No. 6 


JUNE, 1929 








Individual 
Treatment for 


Individual Needs and Preferences 


THE CONNECTICUT MUTUAL 


LIFE INSURANCE COMPANY 
Hartford 


Over 83 years in Business 


1846 1929 
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Iowa Decision Saves 
Proceeds From Claims 


CREDITORS APPEAL GRILK CASE 





Heavy Indebtedness of Attorney’s Es- 
tate Would Consume Life Insurance 
Proceeds 





By a decision of the district court at 
Davenport, Iowa, last week the insurance 
on the life of the late Charles Grilk of 
Davenport, amounting to several hun- 
dred thousand dollars, has been removed 
from the claims of creditors. The cred- 
itors have appealed the case to the Su- 
preme Court of Iowa. 

Mr. Grilk died suddenly March 7, 
1928, while attending a Republican con- 
vention at Des Moines. His estate con- 
sisted of approximately $50,000 in per- 
sonal property and real estate and 
$575,000 insurance in thirty-two policies. 
Two months before his death he trans- 
ferred two policies, one for $3,000 and 
the other for $100,000, and made them 
payable to his daughter and his wife, re- 
spectively. The proceeds of these two 
policies were never in issue. 

The executrixes filed reports later 
showing the collection of $235,498.81 as 
proceeds from various insurance policies. 
On April 5, creditors with claims ag- 


_gregating $38,098 of record entered ob- 


jections to the renort and demanded an 
accounting, claiming that the proceeds 
of the life insurance should be charge- 
able with the debts of the estate. The 
total amount of debts is in the neigh- 
borhood of $400,000. 

The creditors argued that Mr. Grilk’s 
will, in which he directed that all just 
debts be first paid, included the employ- 
ment of proceeds from the life insurance 
policies to this end. 

Judge Ely held that the issue turned 
on the question: Did the testator 
(Grilk) by the terms of his will provide 
that the avails of his life insurance 
should be chargeable with the payments 
of his debt? 

After reviewing the evidence and cit- 
ing numerous cases Judge Ely directed 
that the objections of the creditors be 
dismissed and that the proceeds of the 
insurance policies be paid direct to the 
widow, Mrs. Grilk. 





E. J. STOKER GETS AGENCY 





Assistant Secretary of the Pilot Life 
Takes Over Home Office Agency; 
Richardson at Charlotte 


W. B. Richardson has been appointed 
branch office manager for the Pilot Life 
at Charlotte, N. He was formerly 
manager of the O. Henry agency in 
Greensboro, the company’s home city. 

E. J. Stoker, formerly office manager 
and assistant secretary for the Pilot Life, 
has become manager of the O. Henry, 
the company’s leading agency. 

Mr. Stoker’s preference for actual 
agency work influenced this change. 





DUBUAR-BRITTAN 


Charles C. Dubuar, assistant actuary 
of the New York Insurance Department 
at the Albany office, and Miss Charlotte 
A. Brittan of that city were married last 
week at Albany. Mr. Dubuar’s asso- 
ciates in the Department office gave him 
a send-off party the day before the wed- 
ding. He was appointed assistant actu- 
ary in 1923, having previously been in 
the actuarial departments of several 
western life companies. 


CHICAGO FRATERNAL OFFICERS 

Mrs. Edith Backert was elected presi- 
dent of the Chicago Fraternal Life As- 
sociation when its members held their 
annual convention in Buffalo June 20 to 
22. Mrs. Backert is district manager of 
the Fraternal at Buffalo. Mrs. C. A. 
Morey, of Ithaca, was re-elected secre- 
tary and treasurer. 
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Australian Mutual Has 
Its Greatest Year 


BRITISH 


LARGEST COMPANY 





Broke All Records For New Business 
In Both Ordinary And Industrial 
Departments 





The Australian Mutual Provident So- 
ciety, which for some years has held 
the position of being the largest British 
mutual life office, broke all records last 
year, both in the ordinary and indus- 
trial departments. In the ordinary de- 
partment the total of new business was 
£17,075,837, compared with £15,397,528 for 
1927, an increase of £1,678,309. In the 
industrial branch £4,276,322 was written 
against £4,062,280 in the previous year, 
or an increase of £214,042. These ex- 
tensive operations are reflected in the 
funds of the society. In the ordinary 
department they now amount to £64,- 
110,247 against 4£60,522,566 in 1927, 
while total funds in the industrial de- 
partment increased by £861,873 to £8,- 
148,990. On December 31 last the amount 
of insurance in the ordinary department, 
exclusive of endowment on lives and an- 
nuities, were £174,005,814 against total as- 
surances of £163,276,570 at the end of 
1927. In the industrial department the 
amount was £28,207,246, an increase of 
£2,296,605. The following is a compari- 
son of new business and total funds for 
the last five years: 


New New Funds 

Business Business End of 

Ordinary Industrial Year 

£ £ 

1924 .. 13,303,721 3,340,454 55,812,779 
1925 .... 13,751,641 3,579,929 59,625,554 
1926 .. 13,979,263 3,786,184 63,641,172 
1927 .. 15,397,528 4,062,280 67,809,683 
1928 .... 17,075,837 4,276,322 72,259,237 
The total revenue for the industrial 


department for the year was #£1,907,851 
contrasted with £1,716,059 in 1927, while 
claims in respect of deaths were £69,- 
506 against £53,954. Claims by maturity 
aggregated £481,380 against £403,709 in 
1927, and cash surrenders were £32,365. 
In this branch the officers’ provident 
fund receives a contribution of £5,000, 
and staff and agents are voted £15,120. 
The report of the actuary shows that 
there is a surplus of funds over liabilities 
in the ordinary department of £3,064,538. 
The distribution of cash bonus repre- 
sents 58.1% of the premiums received 
compared with 57.9% in 1927. Rates of 
interest during last year were sufficiently 
high to enable life organizations to pro- 
vide the bonuses being distributed. The 
return on the mean funds of the society 
was £5 13s. 5d. compared with £5 12s. 
lid. for 1927, and with the exception of 
1926 the interest earned from year to 
year has shown a steady increase for 
the last eighteen years. The leading 
assets of the society are set out in the 
balance sheet as follows: 


Dec. 31, Dec. 31, Dec. 31, 
1926 1927 1928 
£ £ 


Government 


securities.. 22,013,761 22,381,471 22,928,569 
Mortgages .. 14,951,409 16,771,980 18,156,031 
Loans on poli- 

CMBR iiecin «os 9,048,994 9,972,344 10,715,836 
Society’s prem- 

ME aks 1,000,700 1,290,900 1,318,400 
Loans on mu- 

nicipal and 

other rates 15,934,820 16,558,628 17,152,399 





HEADS VIRGINIA FIELD CLUB 

J. P. Wells, district manager at Dan- 
ville, Va., for the Mutual Life of New 
York, is the new president of the Vir- 
ginia Field Club, consisting of the nine 
divisions of S. B. Love’s agency, of the 
company at Richmond, succeeding E. L. 
Ayers of Lynchburg. 





URGED TO KEEP POLICIES 

The Ohio State Life of Columbus is 
sending out letters to policyholders ex- 
plaining that it is usually to the ad- 
vantage of the insured to keep the pol- 
icies he now has and cautioning them 
against the arguments commonly used 
to convert into some form of contract. 





PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 


proposition. 
Address, 


PERMANENT, 
Care of The Eastern Underwriter, 110 Fulton Street, New York City 








— 








Sees Big Opportunity For Woman 
As Life Insurance Agents 


Some interesting sidelights on her ca- 
reer, her advice to young women en- 
tering the business world and her ideas 
on retirement are a few of the sub- 
jects covered in an interesting inter- 
view with Corinne Loomis, appearing in 
the “Boston Herald” daily feature, “Peo- 
ple You Ought to Know.” 

The article reveals that Miss Loomis, 
well known as head of the Women’s 
Department at the Paul Clark agency 
of the John Hancock Mutual Life and 
the first woman to be awarded the C. 
L. U. degree, had an early ambition 
to study medicine, which she forsook 
when she launched on her business ca- 
reer as a teacher of chemistry. She 
went into life insurance because it of- 
fered a greater challenge to her ability 
than any other line of selling. 


She expressed her belief, supported 
by her own thorough-going success, that 
there are more opportunities for the 
girl entering the business world today 
in insurance than in any other field. 
She says that men like to see women 
succeed in business, provided they do 
it on an equal basis and do not try 
to take advantage of their sex. 

“This retiring stuff,” she replied char- 
acteristically when her interviewer asked 
if she did not intend to retire from her 
chosen field some day,. “I don’t think 
it works. Life would lose a lot of zest 
if you didn’t have anything you have 
to do for tomorrow. I would like to 
reach a point of efficiency, however, 
where I could play four days out of 
the week and work three, and still ac- 
complish as much as I do now working 
five and playing two.” 





Flies to Boston to Write a Half Million 


In response to an urgent call from one 
of his clients, Theodore Riehle, associate 
manager, Riehle Agency, New York, of 
the Equitable Society, made a round trip 
to Boston one day recently via airplane. 
He says this method of travel beats the 


ordinary mode and he intends to do as 
much flying as possible in the future. 
Mr. Riehle came home with a half-mil- 
lion application, but was obliged to place 
it with another company as this client 
has his limit with the Equitable. 








years. 


granted. 





PROGRESS SERIES 


Number Eleven 


- Announcing a new 


Convertible Policy 
with exceptionally liberal options at the end of two 
years, depending upon age at issue. 


Increased insurance beginning with third year vary- 
ing from 34% to 45% without evidence of insurability. 


Or, policy may be made endowment maturing at age 
75 by paying premiums from 18 to 26 years. 


Or, policy may be made to mature at end of 18 to 41 


Or, original insurance may be continued with pre- 
mium reduced at most ages by 32%. 


Liberal disability and accidental death benefits 


All figures definitely guaranteed. 


THE COLUMBIAN 
NATIONAL LIFE 
INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 


Correspondence welcomed by Agency 


ARTHUR E. CHILDS, President 











Department 




















Elaborate Plans For 
Toronto Convention 


McCONKEY COMMITTEE HEAD 





Invitation By Prime Minister G. How- 
ard Ferguson, of Ontario, Sent To 
Commissioners 





Elaborate preparations are being made 
by the Toronto officials and insurance 
people for the international convention 
of insurance commissioners to be held 
there September 13-20. The preliminary 
program was given in The Eastern Un- 
derwriter last week. The work is be- 
ing done by the convention committee, 
representing the insurance offices and 
insurance superintendents of Canada, 
which includes T. G. McConkey, chair- 
man; Norman Watt, secretary; C. S. 
McDonald, John A. Tory, Lyman Root, 
C. A. Withers, V. Evan Gray and R. 
Leighton Foster. 

The commissioners this week received 
with the official program printed book- 
lets on the city of Toronto and the Roy- 
al York Hotel, where the Canadian and 
United States superintendents will meet. 
The hotel is the newest and one of the 
largest important buildings of the city. 
It is one of the Canadian Pacific chain. 

Also with the program was a copy 
of the invitation sent by G. Howard 
Ferguson, prime minister of Ontario, to 
Joseph Button, secretary of the Nation- 
al Convention and Insurance Commis- 
sioner of Virginia. The invitation reads: 
“Dear Mr. Commissioner: 

“I understand that the Association of 
Superintendents of Insurance of the 
Provinces of Canada and the Canadian 
Life Insurance Officers’ Association have 
formally invited your convention to hold 
its 1929 meeting in Toronto. I should 
like to supplement these invitations on 
behalf of the Government of the Prov- 
ince of Ontario. 

“T think it would be an excellent plan 
if a joint meeting could be arranged 
between the Canadian and American in- 
surance supervising officials in this way. 
The business of insurance recognizes no 
international boundary; we welcome a 
very large number of American compa- 
nies to our province and many of our 
Canadian companies, such as the Cana- 
da Life Assurance Co., have done a 
very large and increasing business in 
the United States for many years. It is 
inevitable, therefore, that our problems 
of supervision should be essentially sim- 
ilar and it appears to me that nothing 
but good could come of a joint meeting 
such as is proposed. 

“Would you please regard this letter 
as a cordial invitation on behalf of my 
province to meet next year in Toronto.” 

The business sessions of the Canadian 
group, which start on the 13th in order 
to finish before the international joint 
meeting on the 17th, conclude on the 
16th with an address, “Supervision of 
Super Insurers,” by Clarence W. Hobbs, 
ex-commissioner of insurance of Massa- 
chusetts. On Saturday, the 14th, there 
will be a luncheon at the Royal Cana- 
dian Yacht Club, followed by a boat trip. 
The rest of the program is routine busi- 
ness. 





SUPERIOR LIFE CHANGES NAME 

Officials of the Superior Life & Acci- 
dent Co., of Indianapolis, have filed pa- 
pers with the secretary of state and the 
circuit court changing the name of the 
corporation to the Commonwealth Ac- 
cident & Indemnity Co. 





PRUDENTIAL PROMOTION 


James R. Dalrymple and James C. Wa- 
ters, who have been assistant mathema- 
ticians at the home office of The Pru- 
dential for a number of years, have 
been promoted to mathematicians. 
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LIVE HINTS FOR BUSINESS 
—GETTERS.3 


wwactical Suggestions to Help the Man With the Rate 








ea 


Aook Increase His Income and General Efficiency 


“They'll get along.” 


“They'll Any agent who ever 
Get Along”— received such an ans- 
But How? wer when asking if 


present life insurance 
is enough to support the family of a 
prospect after his death will find a wise 
answer in the current national advertis- 
ing of the Provident Mutual Life. The 
ad, entitled “Getting Along Somehow,” 
reads as follows: 

“Certainly they’re getting along. One 
of the youngsters sells papers at the 
station every night. Another sells its 
playtime for a few pennies, looking after 
the more fortunate children of neigh- 
bors. Mother addresses envelopes, at 
fifty cents a thousand, until far into the 
wee hours of the morning. And, once in 
a while, when things pinch too much, she 
sells some of the furnishings that beau- 
tified the home they once knew. 

“Certainly they’re getting along, but 
in a way that is one of the big tragedies 
of American home life. A life of plenty 
while the head of the family lives—a 
life of want as soon as he goes. 

“For procrastination, mind you, is 
often more than the thief of time. When 
it tempts a man to put off securing ade- 
quate life insurance protection for his 
family, it’s a thief of futures—of com- 
fort—of lives.” 

* * 


F. J. Durgin of the 


A Graphic Fidelity Mutual has 
Sales Talk a sales talk which ap- 
Effective peared in the “Fidel- 


ity Field Man” which 
he illustrates graphically by writing the 
vital part of the talk on a sheet of paper 
in front of the prospect, using a pencil 
containing blue crayon on the one end 
and red crayon on the other. 

Mr. Durgin says, “A memorized sales 
talk illustrated graphically, I find, does 
two things—gets your story across in a 
very few minutes, and holds the atten- 
tion of the prospect.” 

The illustration is given below as best 
we can in black type and is on a basis 
of ten units of Income for Life 65, Dis- 
ability B. Age of prospect 35. 

The sales talk is as follows, the words 
and figures in italics being written in 
red crayon as described hereafter, while 
the words and figures in capitals are 
written in blue crayon: 

This represents $43.90 of your money 
that you save each month. 


Here is what it will do for you. 


First: 

You will RECEIVE a DIVIDEND 
each year. IST YEAR $81.60 present 
scale. 

Next: 


Should you become totally and perma- 
nently DISABLED, deposits are waived 
and you will receive $100 MONTHLY 
INCOME during disability. 

Now: 

AT AGE 65 deposits cease and you 
will receive $100 MONTHLY INCOME 
FOR LIFE OR $13,400 CASH. Few 
men retain sufficient of their life’s earn- 
ings to assure them of this. 


Here is what it will do for your estate 
or family. 

Should you die before age 65 $13,400 
cash will be paid or $100 monthly income 
14 years. 

Did you ever hear of any plan that 
would guarantee such large personal ben- 
efits for so small a saving? 


* * * 


J. H. Brennan of 
the Fidelity Mutual 
in Chicago finds no 
excuse for summer 
slumps. In the “Fi- 
delity Field Man” he says: 

“A help to business is the fact that I 
find in sumiaer competition is not so 
keen. By this I mean the average sales- 
man thinks the prospect is out of town 
or playing golf or watching the ball 
game, so he decides to do the same thing. 
Someone has said that only 2% of the 
people are out of town at one given 
time, which leaves 98% to be called on. 

“This summer I asked any number of 
people in different lines of endeavor if 
many salesmen (not necessarily life in- 
surance men) called on them during the 
hot months. Invariably the answer was 
‘No.’ 

“Another thing, during the warm 
months I find the applicant’s sales re- 
sistance is down a bit. Any number of 
times during the last few months I en- 
tered offices.where men welcomed me 
as a good excuse to lean back and forget 
work. I sold two men as a result of 
this—men that I had been after for 
= men who had been too busy to 
talk. 


“I have found also that the oppor- 
tunity is presented to meet people who 
are in a carefree mood during the warm- 
er months. For instance, on the golf 
links, at summer resorts, in parks, we 
come in contact with people we could 
not perhaps meet at another time. As 
an illustration, I played golf twice dur- 
ing July and August, and as a result of 
those two outings wrote three policies. 
Now don’t misunderstand; I did not 
pounce on these men like a vulture, but 
rather got them to ask questions and 
open the way to an interview and a sale. 
One of our men in Chicago made a con- 
tact during July while playing golf, and 
wrote the man a $30,000 policy. 

£1 


No Excuse 
For Summer 
Slumps 


S. S. Guerrant, Jr., 


How To of the Mutual Life of 
Write App- New York in Roa- 
A-Week noke, Va., who is sec- 


retary of the com- 
pany’s Virginia field club, has written 
at least one application a week since 
joining the company, two years ago. He 
explains that his method of getting his 
application for the week permits no last 
minute cases. He tries to write a pol- 
icy every Monday and usually does. 
Thursday is his dead line, and he rare- 
ly fails to land a policy before Thurs- 
day rolls by. He writes in a rural dis- 
trict, writing for the most part farmers 
who take small sized policies. 


Gerard S. Nollen, President 





Gains in Millions of Dollars Mark 
Bankers Life Company’s Best Year 


1928 Gains 
Gain in Income, nearly................. $ 3,000,000 
Gain im Assets, over................... $ 14,800,000 
Gain in Legal Reserve Life Insurance 
Ld .. SERS Perea rere $ 52,000,000 
1928 Totals 
Total Income, over .................... $ 37,500,000 
Total Assets, over .................... $118,400,000 
Total Life Insurance in Force, over...... $886,000,000 
1928 Business 
Total Life Insurance Paid-For, over...... $140,000,000 


BANKERS LIFE COMPANY 


Established 1879 


Des Moines, Iowa 





RELIANCE CONVENTION 





Reliance Life of Pittsburgh To Hold 
Meetings During Summer Months 
Throughout Country 

The Reliance Life will hold several 
regional meetings in different parts of 
the country during the summer months. 
The first meeting will be at Mackimac 
Island, July 17 to 19, and will be at- 
tended by agents from Pennsylvania, 
Ohio, Maryland, West Virginia, Ken- 
tucky, Illinois, Indiana and Michigan. 
The next convention will be at Asheville, 
N. C., July 24 to 26, for agents of south- 
ern states. A western convention will 
take in all of the western states and will 
include a four-and-one-half day tour of 
Yellowstone National Park and will fol- 
low the southern meeting. Executives 
from the home office will attend each 
convention. 





J. PANOFF MADE SUP’T 

Another promotion has been made in 
Division B of The Prudential. Begin- 
ning with the week of June 3, 1929, the 
3rooklyn No. 1 district was placed under 
the supervision of Jacob Panoff as sup- 
erintendent. Superintendent Panoff en- 
tered The Prudential’s employ on April 
10, 1916, and served as an agent in the 
Brooklyn No. 6 district until November 











TO’ BROKERS 


GUARANTEED INCOME 
POLICY in any amounts 
without medical examination 
—worth{ your while to inquire 


For Particulars Phone 


CANADA LIFE ASSURANCE 
COMPANY 


H. W. JONES, Mgr. 


110 William Street 
New York City 
Beekman 5058-6691 


June 28, 1929 : 











13, 1916, when he was promoted to be an 
assistant superintendent in the same 
district. In this position he developed 
rapidly and on April 5, 1926, he was 
transferred to the Brooklyn No. 13 dis- 
trict. 











A 


size. 


degree of its service. 
its service broadens. 





34 Nassau Street 


DAVID F. HOUSTON 
President 





“In This Way We Measure” 


LIFE INSURANCE COMPANY may well measure its 
success by the good it performs rather than by great 
Through eighty-six years THE MUTUAL LIFE 
INSURANCE COMPANY OF NEW YORK, the “first American Com- 
pany,” has measured its success by the scope, manner and 
In such a way it is measuring now as 


Issuance of contracts of all standard forms, substantial 
dividends, income settlement provisions, Disability and Double 
Indemnity Benefits, and prompt payments and practices for 
convenience of members are embraced in its present service. 


It welcomes as field representatives those who know that 
success is according to the natural law of compensation—that 
the best comes to those who give out the best of themselves. 


The Mutual Life Insurance Company 
of New York 


New York, N. Y. 


GEORGE K. SARGENT 
2nd Vice-President 
and 
M: of Agenci 
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Sales Research Bureau 
Has 121 Members Now 

ONLY SUCH RESEARCH ASS’N. 

Founded Less Than Ten Years Ago, It 


Furnishes Valuable Sales Data To 
The Business 








The Sales Research Bureau at Hart- 
ford is the only association devoted en- 
tirely to the problems of sales distribu- 
tion. It grew out of a need felt by 
insurance men for a centralized source 
of information and help for their busi- 
ness. Less than ten years old, the Bu- 
reau now has 121 member companies 
scattered throughout the United States 
and -Canada and six associate members 
in foreign countries. The Bureau stud- 
ies the needs of both home offices and 
men in the field, and the results of these 
studies are given out to member com- 
panies. 

One of the most widely used publica- 
tions both by insurance companies, in- 
surance agencies and outside organiza- 
tions is the Sales Survey, which is is- 
sued every month. As insurance sales 
follow closely general conditions, the 
Sales Survey is being used by other in- 
dustries as an index of business condi- 
tions by states and sections. In 1922 
the Survey was based on the sales of 
new paid-for life insurance, excluding 
group and industrial, of twenty compa- 
nies. Now seventy-eight contributing 
companies have in force over 88% of the 
total legal reserve ordinary life insur- 
ance outstanding in the United States. 

The first part of 1929 continues to 
show gains in insurance sales—the 
United States as a whole recorded a 
9% increase. This increase was not con- 
fined to any particular section but was 
generally distributed. Every section re- 
corded increased sales; 60% of the re- 
porting companies increased their vol- 
ume in this period. The twelve-month 
period ending May 31, 1929, shows that 
the volume of insurance sold was 7% 
greater than in the preceding year. 
Every section éxcept the South Atlan- 
tic states, which shows a slight decrease, 
record increased production. 





ROCHESTER ASS’N. OFFICERS 

The Rochester, N. Y., Life Under- 
writers, Inc., has elected Ernest B. 
Houghton, general agent of the Guard- 
ian there, as its president for a year’s 
term beginning July 1. Embrey Mac- 
Dowell, of the Masschusetts Mutual, was 
made vice-president and John H. Wright, 
of the Guardian, secretary and treasurer. 





WROTE $2,000,000 IN DAY 

Over $2,000,000 of insurance was writ- 
ten in one day last week by the Mis- 
souri State Life. This was the best 
single day’s production for the com- 
pany. Members of the Hundred Thou- 
sand Club attending the club’s annual 
convention in St. Louis June 17-19, turn- 
ed in on the opening day 672 applica- 
tions totaling $2,078,380 as a portion of 
their quotas for June, in honor of the 
three newly appointed vice-presidents, 
C. O. Shepherd, James Scott and Miles 
W. Heitzeberg. $168,394 of written in- 
surance was reported as coming through 
the mail, making a total of $2,246,774 
for the day. 





NEW GROUP MANAGER 

Robert E. Wilkins has been appointed 
manager of Region B, group insurance 
department of The Prudential, succeed- 
ing Floyd B. Lanning, who was recently 
advanced to supervisor of the group in- 
surance department. Mr. Wilkins has 
had about nine years’ experience in 
group work and is especially qualified 
to head the department to which he has 
just been appointed. 





LAFAYETTE ASS’N. HEAD 
Robert E. Beisel has been elected pres- 
ident of the Life Underwriters’ Asso- 
ciation of Lafayette, Ind., succeeding C. 
W. Ebel. Mr. Beisel has been secre- 
tary-treasurer. 
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WEPPLER WITH FELL AGENCY 





Becomes Field Manager of Mass. Mutual 
Uptown Office; in charge of Brok- 
erage and Surplus Business 
Charles J. Weppler, who has been field 
supervisor with the Louis Reichert 
agency of the Travelers in New York, 
has been appointed field manager for 
the Herbert N. Fell agency of the Mas- 
sachusetts Mutual Life at 100 East 42nd 

street. 

Mr. Weppler has had a long and val- 
uable experience in the insurance busi- 
ness. He was for ten years with the 
Metropolitan Life in various capacities 
and was a traveling supervisor for that 
company when he resigned to go with 
the Travelers as cashier, supervisor and 
assistant to Perez F. Huff with which 
agency he was for ten years. Mr. Wep- 
pler has a large acquaintance among 
brokers and agents with whom he has 
been in close contact throughout his in- 
surance experience. 


WIDOW DENIED INSURANCE 





Court Upholds Creditors of Man Who 
Ended Life Here 


An opinion handed down today by 
Federal Judge Knox indicated Mrs. 
David Steinhardt, widow of the late fu- 
gitive bankruptcy attorney, may receive 
none of the proceeds of the life insur- 
ance in Steinhardt’s name when he com- 
mitted suicide several months ago in 
Philadelphia. 

Hugh Govern, attorney for Mrs. Stein- 
hardt, asked the court to deny creditors 
of Steinhardt any share in the proceeds. 
Judge Knox, in denying the motion, said 
“There is strong reason to believe he 
used portions of the trust funds com- 
mitted to his care in the purchase of life 
insurance policies that are here in dis- 
pute.” 





Fell agency he will have charge of the 
brokerage and surplus line business for 





As field manager for the Herbert N.Greater New York. 








Disabled 
Term Policyholders 


The disabled term policyholder is in a bad 


situation. 


Needs life insurance the worst way —can’t get 


any new insurance. 


If he has Connecticut General term insurance 
and is disabled at the end of the conversion 
period, his policy automatically converts to ordi- 
nary life, the waiver of premium and monthly 


income continue. 


Both he and his family are protected. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 





Missouri State Life 
Holds Club Meeting 


MANY HIGH SPOTS IN EVENT 





President Hillsman Taylor Greets Hun- 
dred Thousand Club; J. Guy Jackson, 
Macon, New President 





The eighteenth annual convention of 
the Missouri State Life’s Hundred Thou- 
sand Club, with over three hundred dele- 
gates. present, was held at the home of- 
fice in St.,Louis, June 17-18-19. Mem- 
bers of the club voted this meeting the 
most inspiring in the club’s history, and 
delegates from all parts of the United 
States and Hawaii went to their homes 
with a new conception of life insurance, 
and a firm resolution to break all past 
records in production during the coming 
months of this year. 

At the opening of the convention on 
Monday morning, Hillsman Taylor, 
president of the Missouri State Life, ex- 
tended greetings to the delegates from 
members of the home office personnel. 
Miles W. Heitzeberg, vice-president, an- 
nounced the officers of the club for 1929 
as follows: J. Guy Jackson, Macon, Ga., 
president; Leo Gottas, Cleveland, first 
vice-president; James L. Rocks, New 
Castle, Pa., second vice-president, and 
Jay W. Thatcher, Seattle, Wash., third 
vice-president. This is the second con- 
secutive year that Mr. Jackson has been 
awarded the presidency. This is an 
honor awarded to the man writing the 
nearest amount to $250,000 of insurance 
during the club year. The vice-presi- 
dents, also, are chosen according to their 
rank as producers. 

_One of the high spots in the conven- 
tion program was the talk on Wednes- 
day by Claris Adams, secretary of the 
American Life Convention, who spoke on 
“Our Business.” Mr. Adams’ talk was 
not only inspirational, but intensely prac- 
tical. Many points were brought out 
which were of great benefit to every one 
interested in life insurance selling. 

Hillsman Taylor, president of the com- 
pany, brought to a close the business 
program of the convention, with a com- 
mendatory message to the delegates ex- 
pressing appreciation of their splendid 
records during 1928, and as an incentive 
to further accomplishments, painted for 
them a word picture of the future of 
the company and the opportunities of- 
fered to the progressive underwriter who 
has caught the real: vision of life insur- 
ance in its modern application to busi- 
ness and personal needs. 

The social side of the convention was 
featured with a boat trip up the Mis- 
sissippi for convention delegates and 
members of the home office personnel. 
A program was so arranged for enter- 
tainment on the boat, that exery person 
present was able to find something of 
particular interest. Dancing, bridge, 
vaudeville, or rest was available to all. 
Dinner was served aboard the boat. 





MAX SCHONBERG SUPERVISOR 


Max Schonberg has been appointed 
field supervisor of agents for the Mc- 
William & Hyde agency of the Penn 
Mutual in New York City. Mr. Schon- 
berg was born in New York City in 1885. 
He is a graduate of the Columbia Teach- 
ers College, and continued his studies at 
the Sorbonne and at Heidelberg. He 
was a teacher in New York high schools 
for nine years, but then went into food 
brokerage. Benjamin Alk of the Mc- 
William & Hyde agency persuaded him 
to enter insurance in 1921. 





NEW YORK LIFE PAYMENTS 

A total of $68,924,497 was paid by New 
York Life to policyholders and benefi- 
ciaries during the first five months of 
1929. In this period the company paid 
to 137,373 living policyholders $42,296,567, 
and to beneficiaries of 6,494 decease 
policyholders $26,627,929, including $824,- 
221 double indemnity for accidental 
deaths. The company also paid during 
this period $21,905,227 in dividends to 
policyholders. 
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Business Interruption 
Applied to Life Forms 


HOW IT MAY BE _ APPLIED 





Disturbance To Business Caused by 
Death of Important Man Can Be 
Smoothed Out 





It has been estimated that 
imately 80% of the volume of life insur- 
ance sold is sold for personal protection 


approx- 


of the prospect’s family. The remaining 
20% represents a field comparatively un- 
touched, and one which offers the pro- 
gressive agent an opportunity greatly to 
increase his production—the writing of 
business insurance, says a writer in the 
Missouri State Life “Bulletin.” 

It is a fact universally accepted, 
though not widely acted upon by insur- 
ance men, that a business suffers from 
the death of an officer, a partner, or an 
important keyman, just as distinctly as 
his family suffers. If the man resigns, 
it is a subtle sort of challenge to the 
esprit de corps of the organization to 
carry on just as if nothing had happened. 
It is easy to avoid making his resigna- 
tion a matter of public information; he 
is still in some manner available to his 
former associates, in his new connection, 
for the adjustment of various matters 
that: may come up; there is usually a 
sort of “breathing spell” during which 
he breaks more or less gradually away 
from the old firm into the new one. The 
heirs of his estate do not enter into the 
situation. 

Death Stops Activities 

When a man is removed by death he 
is removed finally and for all time. The 
more prominent he is the more his mem- 
ory is honored by the publication of trib- 
utes of respect by men who knew him. 
He is not available for consultation, nor 
can he assist in clearing up any of the 
“loose ends” that are always present 
under such circumstances. He lets go 
his duties suddenly, and is beyond the 
power of acquainting anyone else with 
any of them. 

It is only a part of the loss, that long- 
cherished plans may have to be tabled; 
that carefully-laid programs must halt; 
that aggressive activity must stop for 
the time being. When a partner in a 
firm or an officer in a corporation dies, 
his estate, including his business, goes 
into probate court. In most states an 
estate is tied up for a year. The credit 
of the business is thus impaired; in place 
of the constructive management of the 
deceased executive there is the uncertain 
quantity represented by the dealings of 
the heirs or their representatives, with the 
remaining heads of the business. An un- 
due burden of management is thrown on 
the surviving partners or officers. There 
is uncertainty throughout the whole or- 
ganization as to “just what they’re going 
to do.” 

Here is where business interruption in- 
surance steps in. Fire insurance com- 
panies write it under the name of use 
and occupancy, to reimburse the business 
for loss of income and the continuance 
of fixed charges and overhead costs dur- 
ing the suspension of activities following 
a fire. The same purpose is served by 
business insurance on the lives of the 
top management, to offset the same con- 
dition following the death of one of these 
men. 

Four Lines of Action 

In the case of a sole proprietor the 
condition of the business at his death is 
obvious. The business not infrequently 
dies with him. All of his resources, and 
naturally, those of his estate, are secur- 
ity for the liabilities of the business. 
That includes not only those resources 
actually involved in the business, but all 
that he possesses. That is one reason 
that a man who is always regarded as 
well-to-do while he lives frequently 
leaves a surprisingly small estate. 

In the case of a partnership, it is well 
known that the partners are jointly and 
severally liable for all the acts of any 


one of the partners. At the death of any 
one of them the others are jointly liable 
to the extent of the remaining assets of 
the business, and are severally (or indi- 
vidually) liable beyond that. 

While the same degree of liability does 
not exist in a corporation, the questions 
arising at the death of a large stock- 
holder are frequently more complex than 
in the case of a partnership or a pro- 
prietorship. The controlling interest of 
the corporation is at stake. There are 
but four things that the corporation may 
do; they may work for the heirs of the 
deceased stockholder, devoting their time 
and ability to produce returns for those 
who have only their money invested; 
they may work with the heirs, by taking 
them in, voting them salaries and teach- 
ing them the business; they may buy 
them out, and resell the stock, thus 
keeping the control of the business in 
the hands of men of ability, or they may 
“freeze them out” by the voting of larger 
salaries to the officers, by larse pur- 
chases or an extensive expansion pro- 
gram, or the incurring of other heavy 
expenses which will cause the stock to 
yield no dividends, thus forcing the heirs 
to sell at a loss. 


Insurance Ideal Plan 


_ With business interruption insurance 
in force, the situation is changed at the 


death of a partner, or of an officer in a 
corporation. With the ready cash in 
hand the surviving partners or stock- 
holders are able at once to buy out the 
heirs’ interest in the business. They are 
then able to sell this interest, or the 
stock, or to divide it up among them- 
selves, as they see fit. With a fair valu- 
ation provided for by a stockholders’ or 
partnership agreement which sets aside 
the money realized from the insurance 
for the purchase of the deceased mem- 
ber’s stock or interest in the business, 
the heirs are assured of a fair settlement. 


Insurance is ideal. for this purpose. It 
is the only plan which produces the 
money automatically at the time when it 
is needed, in the hands of those who 
need it. It cannot be used for any other 
purpose; hence the pressure of any 
emergency, toward its being so used, is 
removed. This fund may be created in 
twenty minutes, in contrast to the ordi- 
nary sinking fund, which it takes years 
to build up. 

To sell this form of insurance an agent 
must know something of court procedure 
and of the law that applies in such cases. 
He must know something of business 
usage. He should be able to analyze a 
financial statement, so that he can dis- 
cover specific weak points which may be 
protected by business insurance. 











Active Agent At Ninety 


Probably the oldest active life _in- 
surance agent in the country is Sam- 
uel Heavenrich who is connected with 
the Milton L. Woodward general 
agency of the Northwestern Mutual 
Life at Detroit. Recently Mr. Wood- 
ward gave a dinner in honor of Mr. 
Heavenrich’s ninetieth birthday. 
This venerable solicitor would put 

to shame many a young man who 
considers himself a success. He sells 
on the average about $175,000 a year. 

His largest annual production was 

$252,000. For the first five months of 

this year Mr. Heavenrich sold 
$100,000 and there is every indication 
that he will set a new mark in 1929 
for his life insurance career. During 
the past fiscal year he paid for insur- 














ance on twenty lives. 








MADE SUP’T. AT SIOUX CITY 

George M. Rockwood has been ap- 
pointed superintendent of the Sioux City 
district of The Prudential. Mr. Rock- 
wood has been with the company since 
1924, starting as an agent in Minneapo- 
lis and appointed an assistant in No- 
vember, 1925. 











New Ideas 


‘ie 


able asset—but the man who, 


Hillsman Taylor, 


Life 
Accident - Health 
Group 








Training is essential; sales facts and litera- 


ture are necessary, and publicity is a valu- 


all of these, has a real policy to sell, a real 
idea to present, is the man who finds both 


pleasure and profit in his work. 


New Selling Helps-- 


The Missouri State Life is Constantly Seeking 
New Ways to Help Its Men in the Field 


addition to practical helps through our Educational, Sales Research and 
Publicity Departments, we are constantly giving our men nex policies, new 
types of insurance, new selling ideas. Sales helps that really help. 


in addition to 


President 


Besides several new policies, we offer all 
of the regular standard forms—more than 
fifty different types. 


Men of high character and ability are offered 
a real future with the Missouri State Life— 


The Progressive Company 


MISSOURI STATE LIFE 


INSURANCE COMPANY 


Home Office: St. Louis 
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Missouri State Life Insurance Co. 
St. Louis 
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Delivering Limit By 
Placing Extra Policies 


HOW ONE AGENT WORKS PLAN 





Tracy A. Rudd, Union Central, Boston, 
Usually Asks for Two or Three 
Extra Policies on Prospect 





By making it a rule that extra policies 
be issued in a majority of the cases he 
closes, Tracy A. Rudd, Union Central 
Life, of Boston, has greatly increased his 
volume of business. In telling of his ex- 
perience in getting extra policies accept- 
ed Mr. Rudd says in the Union Central 
“Agency Bulletin” that the method de- 
pends on the prospect. 

“If a prospect finally tells me he will 
take out a policy, let us say for $5,000,” 
says Mr. Rudd, “I write the application 
and leave the space blank on the appli- 
cation where it asks for the amount of 
insurance applied for. I wait until he 
has signed the application and then say, 
‘Well, [ll tell you what I’m going to 
do. I will put down a request for three 
policies, a five, a two, and a three. If 
you are sure when the policies come that 
you want only the five, which we dis- 
cussed for your particular need, all well 
and good. There is no obligation on 
your part to take any insurance you do 
not wish to take. Then if you feel that 
the extra policy would be a good thing, 
even the two or the three, or both, we 
will have them here ready for you.’ 

“IT do not do this in all cases, how- 
ever. Frequently I say nothing at all 
about the extra policies, but ask for 
them without mentioning the amount to 
the prospect. When the policy and the 
extras come, I make a practice of deliv- 
ering and getting settlement for the pol- 
icy which the prospect applied for be- 
fore I attempt to deliver any of the 
extra policies. As a general thing, I 
wait a week or so and then see the pol- 
icyholder again. I tell him at the sec- 
ond interview that I obtained an extra 
policy on that examination in the expec- 
tation that he would feel the need for 
more insurance than he had already paid 
for. 

“*T thought as long as you have passed 
such a good examination, and the com- 
pany was willing to issue an extra policy 
that you could own another contract 
even if we had to make the payments 
come due at a different time, or stretch 
them out during the year.’ The psycho- 
logical effect of having the extra policy 
ready to deliver often does the trick. 

“The principal point I use in deliver- 
ing an extra policy is to show the pros- 
pect that it is to his decided advantage 
to put this extra policy in force now 
because he is in such excellent physical 
condition and the policy is already is- 
sued. Frequently the policyholder will 
say, ‘That is all I can swing, but perhaps 
in another year I could take the addi- 
tional one.’ In a case like this, I suggest 
making the payments on the quarterly 
plan, particularly if the original policy 
is payable annually. I show the pros- 
pect that he is saving his insurance age 
by putting this policy in force now and 
‘as long as you are in good health you 
had better grab this while the grabbing 
is good.’ 

“Oftentimes I find it valuable to fol- 
low this with an example case of a man 
who waited too long and then could not 
pass the examination. I try to give a 
motivating story at this particular point 
and it often proves to be a big boost. 

_“Prospects are just as different in their 





Colored Life Merger 
Completed in Chicago 


TO BE KNOWN AS SUPREME LIFE 





Liberty Life and Northeastern Life 
With Supreme Life & Casualty 
Make New Company 





The merger of three colored life in- 
surance companies into the Supreme 
Life has been practically completed. The 
companies concerned in the merger are 
the Liberty Life of Chicago, the North- 
eastern Life of Newark, and the Su- 
preme Life & Casualty of Columbus, 
Ohio. When plans for this merger were 
announced in The Eastern Underwriter 
in April, it was said by the Northeast- 
ern Life that within the next four or 
five years all of the negro life insur- 
ance companies would probably be 
merged into one large company oper- 
ating in every state in the Union. 

The home office of the new company 
will be located at Chicago. The capi- 
tal will be $400,000; assets between $1,- 
300,000 and $1,500,000. The total insur- 
ance in force will be about $26,000,000. 

Néw Jersey and Ohio officials have 
approved the merger, and only the for- 
mal approval of the Illinois department 
is yet lacking. 

The merger has been watched with a 
great deal of interest, not only in the 
insurance business but outside, as it is 
believed to be the first large financial 
merger of colored financial companies. 





SUMMER LECTURE COURSE 

During the summer months the Life 
Insurance Sales Research Bureau will 
conduet the four-day lecture course in 
agency management at the Hotel Car- 
penter, Manchester, N. H., from July 
9-12, inclusive. The second session will 
be held at the invitation of the Rhode 
Island Life Underwriters’ Association at 
Brown University, Providence, R. I, for 
four days beginning July 15. 














Provident ‘Mutual 


Life Insurance Company of Philadelphia 


Founded 1865 











confidence and esteem than the 


Massachusetts Mutual 





A HAPPY CHOICE 


In considering a life insurance career, one may be somewhat in doubt as to which 
company to choose. As a man looks carefully over the life insurance field, he 
sees a number of institutions with which any agent might feel proud to be asso- 
ciated, but we do not believe that he can find a company more worthy of his 


Life Insurance Company 
Springfield, Massachusetts 
Organized 1851 


More Than a Billion and Three-Quarters of Insurance in Force 














Prospect Dashes Into Agent’s Office 


“Perhaps after noticing the above 
headline, you will think that we ought 
to put this article into a ‘Believe It or 
Not’ column,” comments the editor of 
the Phoenix Mutual “Field,” “but when 
you read how Edward E. Hawkes, of 
Chicago, passes rapidly by a $25,000 sale 
in a few words in order to tell us about 
the ‘kick’ he got out of a $10,000 appli- 
cation, you will realize that he has told 
the plain, unvarnished truth.” This is 
what Mr. Hawkes had to say about the 
incident: 

“IT want to tell you about a couple of 
National Advertising leads I closed this 
month. 

“Even though the $25,000 case sounds 
big, it was not as peculiar as the other. 
It was a matter of seeing the man two 
or three times and of out-talking and 
out-selling the representatives of two 
other companies. But here are the facts 
about the $10,000 policy. 


“The prospect lives in Des Plaines, a 
suburb of Chicago, about eighteen miles 
out. He is an executive of a large plant 
out there. After reading our Retire- 
ment Income advertisement he decided 
that he needed more insurance. The 
ad seemed to give him such an urge 
that he didn’t even wait for the company 
to send through their data after his 
reply had been sent in. He forwarded 
the information and then dashed into 
the Chicago office to get the facts he 
desired. 

“He took the information home to 
think it over and then ten days later 
applied for a $10,000 Ordinary Life, 
which seemed to be better than carrying 
a smaller amount of Retirement In- 
come. This gives him-a total of $23,000, 
which is a good start for a young man 
who has only a wife dependent upon 
him.” 








likes and dislikes as are the methods of 
our agents in obtaining their business. 
Some prospects like the idea of having 
as much insurance as it is possible for 
them to own. This kind of buyer is as 
much excited by the sight of one or two 
extra policies as the average insurance 
man at the sight of a signed application. 


When the prospect says, ‘What's this ?’ 
I say, ‘It seems to me it would be a 
good idea to ask the company for a lit- 
tle more insurance as long as you. are 
in such excellent physical condition. The 
company seems to feel that you are all 
right. That means a lot, don’t you 
think? You would be surprised if you 
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knew the number of men who would give 
anything to obtain a policy, but who 
can’t get by the medical examination.’ ” 





GUARDIAN LIFE 





Established 1860 Under the Laws of the State of New York 





17-23 John Street, New York 
CORtlandt 8300 





MANAGERS 


INSURANCE CO. sce. 





Home Office, 50 Union Square, New York City 





Uptown 





420 Lexington Ave.— 
245 Fifth Ave.—ASHland 1772 


ington 6715 





Page 14 


June 28, 1929 








Most Lapses Still 
Insurance Believers 


HENRY E. NILES GIVES FIGURES 


Sales Research Bureau Finds Those 
Who Drop Policies Buy Larger 
Ones When Financially Able 








That most policyholders who lapse are 
not through with life insurance and that 
many come back and buy larger policies 
when the circumstances causing the 
lapse have changed is the conclusion 
reached by the Life Insurance Sales Re- 
search Bureau after studying the re- 
sults of a recent survey. The findings 
were given in the “Managers Magazine” 
by Henry E. Niles, assistant manager of 
the bureau. Some of the facts and con- 
clusions follow: 

The man who drops a life insurance 
policy has often been considered as no 
longer a good prospect for life insur- 
ance. Perhaps he feels that he has been 
cheated by the agent who sold him the 
policy, by the company that issued it, 
and by the institution of life insurance 
in general. Although all of this may 
be true in some cases, yet the Bureau 
has found that in many cases the person 
who has lapsed a policy is still favorable 
toward life insurance and believes in its 
value. 

A previous article described the field 
study made by the Bureau and the Na- 
tional Association of Teachers of Mar- 
keting and Advertising. In this study, 
over 2,000 men and over 1,000 women 
were interviewed by students of market- 
ing or advertising, and answers were Sse- 
cured to a number of questions indicat- 
ing the place taken by insurance in the 
life of the person interviewed. Twenty- 
eight per cent. of the men who were 
asked the question, “Have you ever 
dropped a life insurance policy?” re- 
plied, “Yes.” The remaining 72% had 
never dropped a policy. 

32% Have Over $10,000 

These same men were asked how much 
life insurance they owned at the time 
they were questioned. Of the men who 
have dropped a policy, 14% now have 
less than $1,000 or no insurance, as com- 
pared to 13% having less than $1,000 or 
no insurance among the group that has 
never dropped a policy. However, 32% 
of the persons who have lapsed a policy 
now have $10,000 or over of insurance, 
whereas only 28% of the persons who 
had never lapsed a policy now have that 
much insurance. 

In comparing the amounts owned by 
those who have dropped a policy and 
those who have not dropped a policy, it 
becomes evident that lapsers as a class 
still believe in the value of life insur- 
ance, and they either retained enough 
insurance, or bought enough more after 
having lapsed, to bring them up to the 
average. Although most lapsers are not 
disgusted with life insurance as an in- 
stitution, yet many of them appear to 
have a poor opinion of agents as indi- 
cated by the answers to other questions 
asked in the investigation. They were 
harder to see, and they thought agents 
less well informed than did those policy- 
holders who had never lapsed. 

42% Think Lapsed Policies Profitable 

In answer to the question, “If you 
were to drop a policy, do you believe 
that the company would make more 
profit than if you were to continue to 
pay the premium?”—42% of the men 
and women said that they did think that 
the company would make more money. 
Fifty-eight per cent. said that they .did 
not think they would make more money. 
A few qualified their answers. Similar 
proportions held for the various groups 
into which the total number of persons 
was divided. There were no particular 
significant occupational or sex differ- 
ences in regard to the question. These 
figures indicate that a great deal might 
be done toward clearing up the errone- 
ous beliefs that companies make money 
, out of lapses and surrenders. 

It was not practicable in this investi- 


gation to attempt to secure more infor- 
mation about the causes of termination 
and about the sizes of the policies that 
were dropped. Some of the figures may 
be interpreted to indicate merely that 
persons with large incomes have more 
opportunity to have a number of life in- 
surance policies and are therefore more 
likely to have dropped a policy. A tabu- 
lation of the income of the men and 
women interviewed and whether or not 
they have ever dropped a policy is given 
below. It is interesting to note that as 
the income of’ the insured increases the 
proportion of persons who have dropped 
a policy increases. 


Interviews Tabulated 


A tabulation of interviews with 2,768 
men and women :— 


Incomes Yes No 

No income (housewife)....17% 83% 
INGEST EOD sa cn whicdscome 22% 78% 
BOD SD ns kh hcdscbaaduon 31% 69% 
SS OOD oo ows ne ccc nance 34% 66% 
$10,000" and “over 25).5555222% 38% 62% 
Papprage oo oo eee 27% 73% 


Why Policyholders Lapse 


The reasons for lapsing were obtained 
from 641 persons. They were classified 
as shown by the following list, in which 
reasons closely related are grouped to- 
gether. 

Reasons for having dropped policies: 


No. % 
Financial difficulties or lack 
Interest :-— 
Tack ‘ok: Guid 8.26665 Bae 145 23 
“Too expensive’ ...056:. 43 7 
Going to school, needed 
NUNC S235 cso eebe es 12 2 
Rates too high .......4 23. 20 3 
Wanted surrender value.. 17 3 
Oversold—“Couldn’t afford 
it on my income”...... 45 7 
Undersold — “Not inter- 
Re ee et oe ele 56 9 


Dissatisfaction :— 
Dissatisfied with policy... 22 
Wrong kind of policy..... 49 
Dissatisfied 
Dissatisfied with company 
—thought it unsound... 25 
Misunderstanding with the 


_ 
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PINON co Oh oa sci wenn < 1 
Misrepresentation by the 
BORIS oh irra ec cen Gace nee 16 2 
Misrepresentation ....... 5 1 
MMPRONOE orens cata iean 46 i 
Disagreement with com- 
BAP so inmcntas aN eens 2 
Miscellaneous :— 
Needs changed: 65.5.4: 16 2 
Carelessness. .6.6:632055% 15 2 
To get war risk insurance 3 1 
Government war risk in- 
surance not liked...... 23 4 
EAREINONG ooo suck eet micad 28 2 
Premium rates increased. 13 2 
Industrial policy ......... 7 1 
DON ree te eee 4 1 
To get rid of agent...... 3 1 
Insurance investigation .. 1 
Company went bankrupt 
or out of business..... 3 
Cost policyholder nothing 
—Agent wanted quota. 1 
Rated up then standard... 1 
To increase husband’s in- 
BITRE. «ck esc wsasees 
Taken in payment of debt 1 
PRAY Co eee 641 100 





NEW BOSTON GROUP OFFICE 


A new group insurance service office 
has been opened by The Prudential in 
the Compton building, Boston. It is 
under the direction of Frank E. Rose, 
home office representative, who is well 
qualified to handle group matters and 
will co-operate in the development and 
closing of group cases in his territory. 





We were about to make this state- 


‘ment: “Half the agents in the —— agen- 


cy are lazy.” But it seems the members 
there would like a retraction of this 
statement, so we hasten to publish the 
following: “Half the agents in this 
agency are not lazy.”—ConMuTopics. 
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NYLIC INCENTIVES and AIDS TO SUCCESS 


: Nylic Public Service 


2 q Life Insurance is “public service.” 
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cl It helps individuals to save and insures their 
life values against loss by death or by total 
5 and permanent disability. 


5} In order to earn interest on the policyholders’ 
5 savings, it loans money to home owners, to 
railroads, to owners of city buildings, to 
B public utility companies, to the United States 


| government, and to states, counties and munic- 
5 ipalities. 


Probably no other institution serves our people 
5 ~ singly and collectively, both as private indi- 
viduals and citizens, in so many vital ways. 


fs A company’s usefulness to the community is, 
Bi therefore, largely measured by the number of 
2 people protected, the amount of insurance in 
5 force and the amount of its invested assets. 


4 As of January 1, 1929, the 

New York Life had about 
a 2 Million policy-holders 
5 Insured for over 


5 634 Billions. 
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Its assets amounted to 
over 1'4 Billion 
Dollars. 
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. NEW YORK LIFE INSURANCE 
: COMPANY 
S 51 Madison Avenue, Madison Square, 





. New York, N. Y. 
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Annuity With Death 
Benefit Held Taxable 


OPINION OF REVENUE COUNSEL 





Part of Annuity Bought As Such Is 
Exempt; Insurance Feature Taken 
Separately 





A life insurance annuity in which a 
single premium is paid to obtain a year- 
ly annuity with death benefit is gener- 
ally exempt from taxation only to the 
extent of the part of the »nremium cov- 
ering the annuity feature, according to 
C. M. Charest, general counsel, Bureau 
of Internal Revenue of the Federal gov- 
ernment. 

The opinion by Mr. Charest was given 
to two life insurance companies to make 
clear the status of certain of their an- 
nuity policies. 

The parts of the policies affecting the 
case read as follows: 

Annuity payments.—This company hereby 
binds itself to pay to A (herein called the an- 
nuitant) the sum of $350 on the first day of 
December, 1928, if the said annuitant be then 
alive and a like yearly payment on the first 
day of December in each year thereafter, dur- 
ing the subsequent lifetime of the said annu- 
itant. 

Death benefit.—The company further agrees 
that on receipt at its office in the city of 
of due proof of the death of the said annu- 
itant, it will pay to B (herein called the bene- 
ficiary) or in the event of her death, to the 
executors, administrators or. assigns of the an- 
nuitant the sum of ten thousand ($10,000) dol- 
lars (herein called the death benefit) together 
with a proportionate part of the annuity pay- 
ment for the fractional period between the 
date on which the last annuity payment be- 
comes due and the date of the death of the 
annuitant; provided, however, that the amount 
payable at the death of the annuitant shall not 
be less than the premium hereinafter set forth 
after deducting therefrom the total annuity pay- 
ments received by the annuitant. 

Participation in profits.—All annuity payments, 
including the proportionate payment on_ the 
death of the annuitant, shall be increased by 
such dividends as may be allotted by the com- 
pany out of its surplus interest earnings. 

This policy is issued in consideration of the 
payment of the sum of ten thousand five hun- 
dred ($10,500) dollars (herein called the pre- 
mium), the receipt of which is hereby acknowl- 
edged. 

Cash value——This policy may be surrendered 
to the company at any time, provided there is 
no legal restriction to the contrary, for a sum 
equal to the amount of the death benefit as 
set forth on the first page hereof. The com- 
pany shall have the right to defer the payment 
of any surrender value of this policy for a 
period not exceeding ninety days from the date 
of the application therefor, 

the 


The contention was made that 
policies were annuity contracts in their 
entirety and did not come under Sec- 
tion 22b of the Revenue Act of 1926 and 
1928, which provides for partial exemp- 
tion from gross income of policies with 
annuity provisions, the exempt part be- 
ing that which is purchased with the 
portion of the premium that can be fair- 
ly allotted to the annuity feature. 

The opinion of Mr. Charest places 
policies with provision as outlined here 
under the above Section of the Internal 
Revenue Act. 








ROYAL’S LIFE BUSINESS 


The annual report of the life insur- 
ance department of the Royal Insurance 
Co. of England shows gross new busi- 
ness amounting to £3,822,607 yielding an- 
nual premiums of £144,941 and _ single 
premiums £196,733. Death claims ab- 
sorbed £662,722 as against £631,490 in 
1927. 

Ratio of expenses are worked out after 
making an allowance of 5% for the new 
single premiums and coritinued moder- 
ate. 

The interim bonus on with profit pol- 
icies in the life department have been 
increased from 40s to 42s. The next 
valuation is due as at the end of the 
present year, and this increase foreshad- 
ows an advance in the ordinary rever- 
sionary bonus rate. The life funds in- 
creased during the year by 41,213,242. 





DROP ASSESSMENT FEATURE 


The Empire State Life Assurance So- 
ciety of Jamestown, N. Y., is planning 
to eliminate assessment provision from 
its policies and become a dividend pay- 
ing corporation. 





NIGHT AND SUNDAY 
MEDICAL EXAMS. 


The Assicurazioni Generali of 
Trieste, one of the largest Italian com- 
panies, has organized a medical serv- 
ice to be at the disposal of agents at 
any time of the day and even on Sun- 
days when examinations of prospects 
would be made at the residence of the 

















applicant. 


USING BEQUEST LETTER 





Equitable Society Has “Personalized 
Letter Service” To Prospects For 
Bequest Insurance 
The Equitable Society of New York 
is sending out for its field representa- 
tives a special bequest insurance letter 
under its “Personalized Letter Service.” 
This, intended for a specified institution 

as beneficiary, follows: 


Experience has shown that those who 
by their own vision, labor and persis- 
tence have built up an estate are the 
very ones who are most anxious to 
leave something to benefit their less for- 
tunate fellows. 

From the numerous requests for mon- 
ey with which vou are besieged each 
year, you undoubtedly realize the ex- 
tent of the need of many institutions, 
charities and other organizations. Among 
those there are probably a few that 
claim your special attention and to 
which you would like to make a perma- 
nent and lasting gift from your estate. 

By making a bequest through life in- 
surance, the gift makes no inroads upon 
your estate, it is certain to reach its 
destination, and will be paid in cash 
immediately following your death. Not 
least among the many advantages of 
such a bequest is the fact that it may 
be created and maintained by invest- 
ing comparatively small amounts out of 
current income. 

In order that you may know more of 
this new method of utilizing modern 
life insurance, we are asking our repre- 
sentative, Mr. , to explain its ad- 
vantages to you in detail. 








LINCOLN NATIONAL RECORD 

At the end of May the Lincoln Na- 
tional Life had total insurance in force 
amounting to $685.312,177. The company’s 
paid for business for May showed a gain 
of $8,465,705 over the same month last 
year, which sets a new record for the 
company’s history. 





TO INCREASE CAPITAL 

The Universal Life of St. Louis plans 
to increase its capital stock to $1,000,000. 
The new issue is being offered to stock- 
holders at $30 a share. The company 
now operates in Missouri and _ Illinois 
and expects shortly to apply for li- 
censes in Kansas and Kentucky. 








Philadelphia Course 
Proved Fine Success 


HAD MORE THAN 150 STUDENTS 





President T. M. Scott Host at Dinner; 
Form New Joint Educational 
Committee 





At a meeting of the Life Insurance 
Trust Round Table of Philadelphia held 
on Monday, Joseph Reese, Penn Mutual, 


chairman of the underwriters’ education- 
al committee, and Stanley Cousley, Fi- 
delity-Philadelphia Trust, chairman of 
the fiduciaries’ educational committee, 
were elected co-chairmen of the joint 
educational committee. 

The insurance trust educational course 
conducted during the year with fine suc- 
cess will be continued next year by the 
newly formed committee of seven of the 
Philadelphia Association of Life Under- 
writers. More than 150 attended the 
course during the past season. More 
than one-third of the tuition fee was 
returned to the students, among whom 
were life underwriters, trust company 
men and attorneys. 

Thomas M. Scott, newly elected presi- 
dent of the Philadelphia Association of 
Life Underwriters, was host on Monday 
evening at a dinner to the officers and 
board of the association. Mr. Scott is 
a leading producer of the Penn Mutual. 





LIFE INSURANCE INVESTMENTS 





Investment House Cites Great Increase 
Now Exceeding Five and Half 
Billions 
An investment house calls attention to 
the great rise in the amount of invest- 
ments of life insurance companies in 
mortgages during the past half-dozen 
years. It points out that life compa- 
nies have increased their holdings of 
this type of investment 122% in six 
years. The present total is arnrox- 
imately $5,675,000,000. In 1923 it was 
$2,557,000,000. The gain over the inter- 
vening period amounts to $3,118,000,000. 
The life insurance companies, it is 
pointed out, are carefully regulated by 
law in the placing of their funds in or- 
der to combine a maximum of safety 
with an advantageous investment return. 
Mortgage investments have always at- 
tracted a large proportion of the insur- 
ance funds. At present the companies 
as a class have 43% of all their assets 
in mortgage investments, a larger share 
than that invested in any other type of 

security. 





L. LELAURIN GENERAL AGENT 


Louis LeLaurin has been appointed 
Arkansas general agent for the Man- 
hattan Life with headquarters at Little 
Rock. Mr. LeLaurin was in the sales 
field for ten years before entering life 
insurance in 1925. He has been with the 
Gordon Campbell Agency of the Aetna 
in Little Rock since 1927. 





“Going Along”? With Two Brothers 


In March, 1924, C. J. Isaacs, of the 
Martin T. Ford Agency, New York, of 
the Equitable Society, called on two 
brothers who were business partners and 
insured them each for $15,000 on the 
20-payment life plan. A year later he 
called again and suggested a business 
agreement whereby the business would 
go to the surviving partner, with life 
insurance payable to the family of the 
deceased member. The result of this 
call was a $50,000 policy on the joint 
life plan. In 1924 an additional $30,000 
was placed. In March, 1928, the broth- 
ers purchased another joint life policy, 
this time for $100,000, and in 1929 still 
another for the same amount, bringing 
the total up to $310,000. One outstand- 
ing feature of these contracts is that 
the entire amount will be left with the 


GREATER BY 
140% 


Would you not welcome 
a way to more than double 
your earnings? 


In the first year on our 
New Low Rate Life plan 
the average policy was 
$8,044. On all plans the 
previous year the average 
policy was $3,350. 


Fidelity’s modern sell- 
ing tools include also a 
productive lead service— 
29,390 direct leads were 
distributed to Fidelity 
Agents last year. More 
than $400,000,000 insur- 
ance in force. Contracts 
available in thirty-nine 
states. 


Write for Booklet 
“What's Ahead?” 


i i [issu MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT Presdent 








Equitable under the options of settle- 
ment, payable on the income plan dur- 
ing the remaining lifetime of the bene- 
ficiaries. 

Mr. Isaacs contracted with the Equi- 
table as a part-time representative in 
1922 but gave’up his other business the 
following year to devote his full time 
to life underwriting. He has qualified 
consistently for agency clubs, attended 
the educational conference at Montreal 
last year and has made certain of his 
Toronto trip next September. He paid 
for $322,000 last year and, if his pres- 
ent speed is continued, will pass the 
half-million mark in 1929. 

Six of Mr. Isaacs’ friends have caught 
his enthusiasm for life underwriting and 
have become active producers in the 
Martin T. Ford Agency. 


. ° . 
Business Principles 
(Continued from page 7) 
plications of life insurance to a business 
need. There are many corporations 
which are virtually partnerships or pro- 
prietorship except for the limitation de- 
fined by their corporation charters. In 
such a close corporation it may be the 
general feeling of the stockholders that 
in the event of the decease of any one 
of them the survivors should have the 
prerogative of purchasing the holdings 
of the deceased and so retain the control 
of the corporation without the relatives 
or beneficiaries of the deceased securing 
interest. There are many business rea- 
sons for such a procedure to be adopted. 

Thus the owners of the closed cor- 
poration covenant one with another that 
their stock shall be bought in for a 
“fair” price by the survivors. This fair 
price can be arranged by an appraisal— 
the adequate covering of insurance 
placed on those men who wish to par- 
ticipate and a proper agreement legally 
drawn up meeting all the conditions of 

corporation law. 





Charles J. Schmitz, secretary of the 
Newark Life Underwriters Association, 
will return on Monday next from a sev- 
eral weeks’ stay at Lake Placid, N. Y. 

* * 


B. H. Demarest, of Lansing, Michigan, 
for many years a representative of the 
Bankers Life of Des Moines, is ‘the 
father of two of the youngest aviation 
pilots in Michigan. Mr. Demarest’s sons, 
Tom and Ben, have just acquired their 
second airplane. The two boys first ven- 
tured in the air in their own plane about 
a year ago. Tom Demarest, who has 
just completed his freshman year at 
Michigan State College, has been fly- 
ing for two years and has now success- 
fully passed his transport pilot’s exami- 
nation. At eighteen, he is one of the 
youngest transport pilots in the United 
States. 





Page 12 


UNDERWRITER 





June 28, 1929 





Business Interruption 
Applied to Life Forms 


HOW IT MAY BE _ APPLIED 
Disturbance To Business Caused by 
Death of Important Man Can Be 
Smoothed Out 


It has been estimated that approx- 
imately 80% of the volume of life insur- 
ance sold is sold for personal protection 
of the prospect’s family. The remaining 
20% represents a field comparatively un- 
touched, and one which offers the pro- 
gressive agent an opportunity greatly to 
increase his production—the writing of 
business insurance, says a writer in the 
Missouri State Life “Bulletin.” 

It is a fact universally accepted, 
though not widely acted upon by insur- 
ance men, that a business suffers from 
the death of an officer, a partner, or an 
important keyman, just as distinctly as 
his family suffers. If the man resigns, 
it is a subtle sort of challenge to the 
esprit de corps of the organization to 
carry on just as if nothing had happened. 
It is easy to avoid making his resigna- 
tion a matter of public information; he 
is still in some manner available to his 
former associates, in his new connection, 
for the adjustment of various matters 
that may come up; there is usually a 
sort of “breathing spell” during which 
he breaks more or less gradually away 
from the old firm into the new one. The 
heirs of his estate do not enter into the 
situation. 

Death Stops Activities 


When a man is removed:by death he 
is removed finally and for all time. The 
more prominent he is the more his mem- 
ory is honored by the publication of trib- 
utes of respect by men who knew him. 
He is not available for consultation, nor 
can he assist in clearing up any of the 
“loose ends” that are always present 
under such circumstances. He lets go 
his duties suddenly, and is beyond the 
power of acquainting anyone else with 
any of them. 

It is only a part of the loss, that long- 
cherished plans may have to be tabled; 
that carefully-laid programs must halt; 
that aggressive activity must stop for 
the time being. When a partner in a 
firm or an officer in a corporation dies, 
his estate, including his business, goes 
into probate court. In most states an 
estate is tied up for a year. The credit 
of the business is thus impaired; in place 
of the constructive management of the 
deceased executive there is the uncertain 
quantity represented by the dealings of 
the heirs or their representatives, with the 
remaining heads of the business. An un- 
due burden of management is thrown on 
the surviving partners or officers. There 
is uncertainty throughout the whole or- 
ganization as to “just what they’re going 
to do.” 

Here is where business interruption in- 
surance steps in. Fire insurance com- 
panies write it under the name of use 
and occupancy, to reimburse the business 
for loss of income and the continuance 
of fixed charges and overhead costs dur- 
ing the suspension of activities following 
a fire. The same purpose is served by 
business insurance on the lives of the 
top management, to offset the same con- 
dition following the death of one of these 
men. 


Four Lines of Action 


In the case of a sole proprietor the 
condition of the business at his death is 
obvious. The business not infrequently 
dies with him. All of his resources, and 
naturally, those of his estate, are secur- 
ity for the liabilities of the business. 
That includes not only those resources 
actually involved in the business, but all 
that he possesses. That is one reason 
that a man who is always regarded as 
well-to-do while he lives frequently 
leaves a surprisingly small estate. 

In the case of a partnership, it is well 
known that the partners are jointly and 
severally liable for all the acts of any 


one of the partners. At the death of any 
one of them the others are jointly liable 
to the extent of the remaining assets of 
the business, and are severally (or indi- 
vidually) liable beyond that. 

While the same degree of liability does 
not exist in a corporation, the questions 
arising at the death of a large stock- 
holder are frequently more complex than 
in the case of a partnership or a pro- 
prietorship. The controlling interest of 
the corporation is at stake. There are 
but four things that the corporation may 
do; they may work for the heirs of the 
deceased stockholder, devoting their time 
and ability to produce returns for those 
who have only their money invested; 
they may work with the heirs, by taking 
them in, voting them salaries and teach- 
ing them the business; they may buy 
them out, and resell the stock, thus 
keeping the control of the business in 
the hands of men of ability, or they may 
“freeze them out” by the voting of larger 
salaries to the officers, by large pur- 
chases or an extensive expansion pro- 
gram, or the incurring of other heavy 
expenses which will cause the stock to 
yield no dividends, thus forcing the heirs 
to sell at a loss. 


Insurance Ideal Plan 


_ With business interruption insurance 
in force, the situation is changed at the 


death of a partner, or of an officer in a 
corporation. With the ready cash in 
hand the surviving partners or stock- 
holders are able at once to buy out the 
heirs’ interest in the business. They are 
then able to sell this interest, or the 
stock, or to divide it up among them- 
selves, as they see fit. With a fair valu- 
ation provided for by a stockholders’ or 
partnership agreement which sets aside 
the money realized from the insurance 
for the purchase of the deceased mem- 
ber’s stock or interest in the business, 
the heirs are assured of a fair settlement. 


Insurance is ideal for this purpose. It 
is the only plan which produces the 
money automatically at the time when it 
is needed, in the hands of those who 
need it. It cannot be used for any other 
purpose; hence the pressure of any 
emergency, toward its being so used, is 
removed. This fund may be created in 
twenty minutes, in contrast to the ordi- 
nary sinking fund, which it takes year 
to build up. 


To sell this form of insurance an agent 
must know something of court procedure 
and of the law that applies in such cases. 
He must know something of business 
usage. He should be able to analyze a 
financial statement, so that he can dis- 
cover specific weak points which may be 
protected by business insurance. 


—= 





Active Agent At Ninety 


Probably the oldest active life in. 
surance agent in the country is Sam- 
uel Heavenrich who is connected with 
the Milton L. Woodward general 
agency of the Northwestern Mutual 
Life at Detroit. Recently Mr. Wood- 
ward gave a dinner in honor of Mr. 
Heavenrich’s ninetieth birthday. 

This venerable solicitor would put 
to shame many a young man who 
considers himself a success. He sells 
on the average about $175,000 a year, 
His largest annual production was 
$252,000. For the first five months of 
this year Mr. MHeavenrich sold 
$100,000 and there is every indication 
that he will set a new mark in 1929 
for his life insurance career. During 
the past fiscal year he paid for insur. 
ance on twenty lives. 











MADE SUP’T. AT SIOUX CITY 

George M. Rockwood has been ap- 
pointed superintendent of the Sioux City 
district of The Prudential. Mr. Rock- 
wood has been with the company since 
1924, starting as an agent in Minneapo- 
lis and appointed an assistant in No- 
vember, 1925. 











New Ideas 


? 


Hillsman Taylor, 


Life 
Accident - Health 
Group 








Training is essential; sales facts and litera- 
ture are necessary, and publicity is a valu- 
able asset—but the man who, in addition to 
all of these, has a real policy to sell, a real 
idea to present, is the man who finds both 


pleasure and profit in his work. 


New Selling Helps-- 


The Missouri State Life is Constantly Seeking 
New Ways to Help Its Men in the Field 


addition to practical helps through our Educational, Sales Research and 
Publicity Departments, we are constantly giving our men new policies, new 
types of insurance, new selling ideas. Sales helps that really help. 


MISSOURI STATE LIFE 


INSURANCE COMPANY 


President 


Besides several new policies, we offer all 
of the regular standard forms—more than 


fifty different types. 


Men of high character and ability are offered 
a real future with the Missouri State Life— 


The Progressive Company 


Home Office: St. Louis 





Name 


Missouri State Life Insurance Co. 
St. Louis 


Send me your Agency proposal 
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Delivering Limit By 
Placing Extra Policies 


HOW ONE AGENT WORKS PLAN 





Tracy A. Rudd, Union Central, Boston, 
Usually Asks for Two or Three 
Extra Policies on Prospect 





By making it a rule that extra policies 
be issued in a majority of the cases he 
closes, Tracy A. Rudd, Union Central 
Life, of Boston, has greatly increased his 
volume of business. In telling of his ex- 
perience in getting extra policies accept- 
ed Mr. Rudd says in the Union Central 
“Agency Bulletin” that the method de- 
pends on the prospect. 

“If a prospect finally tells me he will 
take out a policy, let us say for $5,000,” 
says Mr. Rudd, “I write the application 
and leave the space blank on the appli- 
cation where it asks for the amount of 
insurance applied for. I wait until he 
has signed the application and then say, 
‘Well, I’ll tell you what I’m going to 
do. I will put down a request for three 
policies, a five, a two, and a three. If 
you are sure when the policies come that 
you want only the five, which we dis- 
cussed for your particular need, all well 
and good. There is no obligation on 
your part to take any insurance you do 
not wish to take. Then if you feel that 


_the extra policy would be a good thing, 


even the two or the three, or both, we 
will have them here ready for you.’ 


“I do not do this in all cases, how- 

ever. Frequently I say nothing at all 
about the extra policies, but ask for 
them without mentioning the amount to 
the prospect. When the policy and the 
extras come, I make a practice of deliv- 
ering and getting settlement for the pol- 
icy which the prospect applied for be- 
fore I attempt to deliver any of the 
extra policies. As a general thing, I 
wait a week or so and then see the pol- 
icyholder again. I tell him at the sec- 
ond interview that I obtained an extra 
policy on that examination in the expec- 
tation that he would feel the need for 
more insurance than he had already paid 
or. 

“‘T thought as long as you have passed 
such a good examination, and the com- 
pany was willing to issue an extra policy 
that you could own another contract 
even if we had to make the payments 
come due at a different time, or stretch 
them out during the year.’ The psycho- 
logical effect of having the extra policy 
ready to deliver often does the trick. 

_ “The principal point I use in deliver- 
ig an extra policy is to show the pros- 
Pect that it is to his decided advantage 
'o put this extra policy in force now 
because he is in such excellent physical 
condition and the policy is already, is- 
sued, Frequently the policyholder’ will 
say, ‘That is all I can swing, but perhaps 
Mm anothcr year I could take the addi-- 
tional one.’ In a case like this, I suggest 
making the payments on the quarterly 
plan, Particularly if the original policy 
's payable annually. I show the pros- 
i“ that he is saving his insurance age 
2Y putting this policy in force now and 
ne as you are in good health you 
tad better grab this while the grabbing 
18 good.’ 
eae I find it valuable to fol- 
a.” an example case of a man 
werd “sti too long and then could not 
Motivati, examination, | I try to give a 
a ing story at this particular point 
@ it often proves to be a big boost. 
Tospects are just as different in their 


Colored Life Merger 
Completed in Chicago 

TO BE KNOWN AS SUPREME LIFE 

Liberty Life and Northeastern Life 


With Supreme Life & Casualty 
Make New Company 








The merger of three colored life in- 
surance companies into the Supreme 
Life has been practically completed. The 
companies concerned in the merger are 
the Liberty Life of Chicago, the North- 
eastern Life of Newark, and the Su- 
preme Life & Casualty of Columbus, 
Ohio. When plans for this merger were 
announced in The Eastern Underwriter 
in April, it was said by the Northeast- 
ern Life that within the next four or 
five years all of the negro life insur- 
ance companies would probably be 
merged into one large company oper- 
ating in every state in the Union. 

The home office of the new company 
will be located at Chicago. The capi- 
tal will be $400,000; assets between $1,- 
300,000 and $1,500,000. The total insur- 
ance in force will be about $26,000,000. 

New Jersey and Ohio officials have 
approved the merger, and only the for- 
mal approval of the Illinois department 
is yet lacking. 

The merger has been watched with a 
great deal of interest, not only in the 
insurance business but outside, as it is 
believed. to be the first large financial 
merger of colored financial companies. 


SUMMER LECTURE COURSE 

During the summer months the Life 
Insurance Sales Research Bureau will 
conduct the four-day lecture course in 
agency management at the Hotel Car- 
penter, Manchester, N. H., from July 
9-12, inclusive. The second session will 
be held at the invitation of the Rhode 
Island Life Underwriters’ Association at 
Brown University, Providence, R. I., for 
four days beginning July 15. 








Provident Mutual 
Life Insurance Company of Philadelphia 


Founded 1865 











confidence and esteem than the 





A HAPPY CHOICE 


In considering a life insurance career, one may be somewhat in doubt as to which 
company to choose. As a man looks carefully over the life insurance field, he 
sees a number of institutions with which any agent might feel proud to be asso- 
ciated, but we do not believe that he can find a company more worthy of his 


Massachusetts Mutual Life Insurance Company 


Springfield, Massachusetts 
Organized 1851 


More Than a Billion and Three-Quarters of Insurance in Force 

















Prospect Dashes Into Agent’s Office 


“Perhaps after noticing the above 
headline, you will think that we ought 
to put this article into a ‘Believe It or 
Not’ column,” comments the editor of 
the Phoenix Mutual “Field,” “but when 
you read how Edward E. Hawkes, of 
Chicago, passes rapidly by a $25,000 sale 
in a few words in order to tell us about 
the ‘kick’ he got out of a $10,000 appli- 
cation, you will realize that he has told 
the plain, unvarnished truth.” This is 
what Mr. Hawkes had to say about the 
incident: = 

“I want to tell you about a couple of 
National Advertising leads I closed this 
month. 

“Even though the $25,000 case sounds 
big, it was not as peculiar as the other. 
It was a matter of seeing the man two 
or three times and of out-talking and 
out-selling the representatives of two 
other companies. But here are the facts 
about the $10,000 policy. 


“The prospect lives in Des Plaines, a 
suburb of Chicago, about eighteen miles 
out. He is an executive of a large plant 
out there. After reading our Retire- 
ment Income advertisement he decided 
that he needed more insurance. The 
ad seemed to give him such an urge 
that he didn’t even wait for the company 
to send through their data after his 
reply had been sent in. He forwarded 
the information and then dashed into 
the Chicago office to get the facts he 
desired. 

“He took the information home to 
think it over and then ten days later 
applied for a $10,000 Ordinary Life, 
which seemed to be better than carrying 
a smaller amount of Retirement In- 
come. This gives him a total of $23,000, 
which is a good start for a young man 
who has only a wife dependent upon 
him.” 








likes and dislikes as are the methods of 
our agents in obtaining their business. 
Some prospects like the idea of having 
as much insurance as it is possible for 
them to own. This kind of buyer is as 
much excited by the sight of one or two 
extra policies as the average insurance 
man at the sight of a signed application. 


When the prospect says, ‘What’s this?’ 
I say, ‘It seems to me it would be a 
good idea to ask the company for a lit- 
tle more insurance as long as you are 
in such excellent physical condition. The 
company seems to feel that you are all 
right. That means a lot, don’t you 
think? You would be surprised if you 





| YAVGHT, Davis & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Kansas City 

















THE MANHATTAN LIFE 
INSURANCE COMPANY 


654 Madison Avenue at 60th Street 
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Enjoying A Record Year 























knew the number of men who would give 
anything to obtain a policy, but who 
can’t get by the medical examination,’ ” 
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Most Lapses Still 
Insurance Believers 


HENRY E. NILES GIVES FIGURES 





Sales Research Bureau Finds Those 
Who Drop Policies Buy Larger 
Ones When Financially Able 





That most policyholders who lapse are 
not through with life insurance and that 
many come back and buy larger policies 
when the circumstances causing the 
lapsé have changed is the conclusion 
reached by the Life Insurance Sales Re- 
search Bureau after studying the re- 
sults of a recent survey. The findings 
were given in the “Managers Magazine” 
by Henry E. Niles, assistant manager of 
the bureau. Some of the facts and con- 
clusions follow: 

The man who drops a life insurance 
policy has often been considered as no 
longer a good prospect for life insur- 
ance. Perhaps he feels that he has been 
cheated by the agent who sold him the 
policy, by the company that issued it, 
and by the institution of life insurance 
in general. Although all of this may 
be true in some cases, yet the Bureau 
has found that in many cases the person 
who has lapsed a policy is still favorable 
toward life insurance and believes in its 
value. 

A previous article described the field 
study made by the Bureau and the Na- 
tional Association of Teachers of Mar- 
keting and Advertising. In this study, 
over 2,000 men and over 1,000 women 
were interviewed by students of market- 
ing or advertising, and answers were se- 
cured to a number of questions indicat- 
ing the place taken by insurance in the 
life of the person interviewed. Twenty- 
eight per cent. of the men who were 
asked the question, “Have you ever 
dropped a life insurance policy?” re- 
plied, “Yes.” The remaining 72% had 
never dropped a policy. 


32% Have Over $10,000 


These same men were asked how much 
life insurance they owned at the time 
they were questioned. Of the men who 
have dropped a policy, 14% now have 
less than $1,000 or no insurance, as com- 
pared to 13% having less than $1,000 or 
no insurance among the group that has 
never dropped a policy. However, 32% 
of the persons who have lapsed a policy 
now have $10,000 or over of insurance, 
whereas only 28% of the persons who 
had never lapsed a policy now have that 
much insurance. 

In comparing the amounts owned by 
those who have dropped a policy and 
those who have not dropped a policy, it 
becomes evident that lapsers as a class 
still believe in the value of life insur- 
ance, and they either retained enough 
insurance, or bought enough more after 
having lapsed, to bring them up to the 
average. Although most lapsers are not 
disgusted with life insurance as an in- 
stitution, yet many of them appear to 
have a poor opinion of agents as indi- 
cated by the answers to other questions 
asked in the investigation. They were 
harder to see, and they thought agents 
less well informed than did those policy- 
holders who had never lapsed. 

42% Think Lapsed Policies Profitable 

In answer to the question, “If you 
were to drop a policy, do you believe 
that the company would make more 
profit than if you were to continue to 
pay the premium?’”—42% of the men 
and women said that they did think that 
the company would make more money. 
Fifty-eight per cent. said that they did 
not think they would make more money. 
A few qualified their answers. Similar 
proportions held for the various groups 
into which the total number of persons 
was divided. There were no particular 
significant occupational or sex differ- 
ences in regard to the question. These 
figures indicate that a great deal might 
be done toward clearing up the errone- 
ous beliéfs that companies make money 
out of lapses and surrenders. 

It was not practicable in this investi- 


gation to attempt to secure more infor- 
mation about the causes of termination 
and about the sizes of the policies that 
were dropped. Some of the figures may 
be interpreted to indicate merely that 
persons with large incomes have more 
opportunity to have a number of life in- 
surance policies and are therefore more 
likely to have dropped a policy. A tabu- 
lation of the income of the men and 
women interviewed and whether or not 
they have ever dropped a policy is given 
below. It is interesting to note that as 
the income of the insured increases the 
proportion of persons who have dropped 
a policy increases. 


Interviews Tabulated 


A tabulation of interviews with 2,768 
men and women:— 


Incomes Yes No 

No income (housewife)....17% 83% 
nder BDO Suu bcs Sine wnem 22% 78% 
$2,000-$4,999 ............... 31% 69% 
ep | re 34% 66% 
SIG000 and over .......... 38% 62% 
PETE 6 ook Sek eee 27% 73% 


Why Policyholders Lapse 


The reasons for lapsing were obtained 
from 641 persons. They were classified 
as shown by the following list, in which 
reasons closely related are grouped to- 
gether. 

Reasons for having dropped policies: 


No. % 
Financial difficulties or lack 
Interest :— 
Lack Or BOGS... 6c.cee05 145 23 
“Too expensive” . ....6.. 43 7 
Going to school, needed 
IES, orsign secitw sek ere 12 z 
Rates too High: cic. secsss- 20 3 
Wanted surrender value.. 17 3 
Oversold—“Couldn’t afford 
it on my income”...... 7 
Undersold — “Not inter- 
PINE eile cmcncnid 56 9 
Dissatisfaction :— 
Dissatisfied with policy... 22 3 
Wrong kind of policy..... 49 8 
ipssaGehed” « ..sc2 6c <08es 13 2 
Dissatisfied with company 
—thought it unsound... 25 4 


Misunderstanding with the 


OTE ILL LO 5 1 
Misrepresentation by the 

«a, a eR ee re 16 2 
Misrepresentation ....... 5 1 
NO aco cseaunescogwen 46 i 
Disagreement with com- 

DOBY:siinjcins sacwaastuehs 

Miscellaneous :— 

Needs changed .......... 16 2 
CCRRCUROENIORE, 5 55 cere css 15 2 
To get war risk insurance 3 1 
Government war risk in- 

surance not liked...... 23 4 
PCAMINAL 666s os65 Bozere 28 2 
Premium rates increased. 13 2 
Industrial policy ......... 1 
MOWED ©. 06s s 2655s Getk nei 4 1 
To get rid of agent...... 3 i 
Insurance investigation .. 1 ~ 
Company went bankrupt 

or out of business..... 3 
Cost policyholder nothing 

—Agent wanted quota. 1 
Rated up then standard... 1 
To increase husband’s in- 

BUPANCE st eas cos eee 
Taken in payment of debt 1 

TOE oc cs cceseoonse ae cr 641 100 





NEW BOSTON GROUP OFFICE 


A new group insurance service office 
has been opened by The Prudential in 
the Compton building, Boston. It is 
under the direction of Frank E. Rose, 
home office representative, who is well 
qualified to handle group matters and 
will co-operate in the development and 
closing of group cases in his territory. 





We were about to make this state- 
ment: “Half the agents in the —— agen- 
cy are lazy.” But it seems the members 
there would like a retraction of this 
statement, so we hasten to publish the 
following: “Half the agents in this 
agency are not lazy.”—ConMuTopics. 





June 28, 1929 
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Nylic Public Service 
q Life isis. is “public service.” 


It helps individuals to save and insures their 
life values against loss by death or by total 
and permanent disability. 


In order to earn interest on the policyholders’ 
savings, it loans money to home owners, to 
railroads, to owners of city buildings, to 
public utility companies, to the United States 
government, and to states, counties and munic- 
ipalities. 


Probably no other institution serves our people 
singly and collectively, both as private indi- 
viduals and citizens, in so many vital ways. 


q A company’s usefulness to the community is, 
therefore, largely measured by the number of 
people protected, the amount of insurance in 
force and the amount of its invested assets. 


As of January 1, 1929, the 
New York Life had about . 
_ 2 Million policy-holders 
Insured for over 


634 Billions. 





Its assets amounted to 
over 114 Billion 
Dollars. 








NEW HOME OFFICE BUILDING 


NEW YORK LIFE INSURANCE 
COMPANY 
51 Madison Avenue, Madison Square, 
New York, N. Y. 
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Annuity With Death 
Benefit Held Taxable 


OPINION OF REVENUE COUNSEL 





Part of Annuity Bought As Such Is 
Exempt; Insurance Feature Taken 
Separately 





A life insurance annuity in which a 
single premium is paid to obtain a year- 
ly annuity with death benefit is gener- 
ally exempt from taxation only to the 
extent of the part of the nremium cov- 
ering the annuity feature, according to 
C. M. Charest, general counsel, Bureau 


of Internal Revenue of the Federal gov- 


ernment. ; 
The opinion by Mr. Charest was given 
to two life insurance companies to make 


clear the status of certain of their an- 
nuity policies. 


The parts of the policies affecting the 
case read as follows: 


Annuity payments—This company hereby 
binds itself to pay to A (herein called the an- 
nuitant) the sum of $350 on the first day of 
December, 1928, if the said annuitant be then 
alive and a like yearly payment on the first 
day of December in each year thereafter, dur- 
ing the subsequent lifetime of the said annu- 
ttant. 

Death benefit.—The company further agrees 
that on receipt at its office in the city of 
of due proof of the death of the said annu- 
itant, it will pay to B (herein called the bene- 
ficiary) or in the event of her death, to the 
executors, administrators or assigns of the an- 
nuitant the sum of ten thousand ($10,000) dol- 
lars (herein called the death benefit) together 
with a proportionate part of the annuity pay- 
ment for the fractional period between the 
date on which the last annuity payment be- 
comes due and the date of the death of the 
annuitant; provided, however, that the amount 
payable at the death of the annuitant shall not 
be less than the premium hereinafter set forth 
after deducting therefrom the total annuity pay- 
ments received by the annuitant. 

Participation in profits —All annuity payments, 
including the proportionate payment on_ the 
death of the annuitant, shall be increased by 
such dividends as may be allotted by the com- 
pany out of its surplus interest earnings. 

This policy is issued in consideration of the 
payment of the sum of ten thousand five hun- 
dred ($10,500) dollars (herein called. the pre- 
—. the receipt of which is hereby acknowl- 
edged. 

Cash value-—This policy may be surrendered 
to the company at any time, provided there is 
no legal restriction to the contrary, for a sum 
equal to the amount of the death benefit as 
set forth on the first page hereof. The com- 
pany shall have the right to defer the payment 
of any surrender value of this policy for a 
Period not exceeding ninety days from the date 
of the application therefor. 


The contention was made that the 
policies were annuity contracts in their 
entirety and did not come under Sec- 
tion 22b of the Revenue Act of 1926 and 
1928, which provides fér partial exemp- 
tion from gross income of policies with 
annuity provisions, the exempt part be- 
ing that which is purchased with the 
portion of the premium that can be fair- 
ly allotted to the annuity feature. 

The opinion of Mr. Charest places 
Policies with provision as outlined here 
under the above Section of the Internal 
Revenue Act. 








ROYAL’S LIFE BUSINESS 
The annual report of the life insur- 
ance department of the Royal Insurance 
o. of England shows gross new busi- 
ness amounting to £3,822,607 yielding an- 
nual premiums of £144,941 and _ single 
Premitiims £196,733. Death claims ab- 
ie £662,722 as against £631,490 in 


Ratio of expenses are worked out after 
making an allowance of 5% for the new 
gag Premiums and continued moder- 
ate, 


_ The interim bonus on with profit pol- 
icles in the life department have been 
Mmcreased from 40s to 42s. The next 
Valuation is due as at the end of the 
Present year, and this increase foreshad- 
Ows an advance in the ordinary rever- 
Sionary bonus rate. The life funds in- 
creased during the year by £1,213,242. 





DROP ASSESSMENT FEATURE 

_The Empire State Life Assurance So- 
eer. of Jamestown, N. Y., is planning 
‘0 eliminate assessment provision from 


ts policies and become a dividend pay- 
Mg corporation. 


‘NIGHT AND SUNDAY 
MEDICAL EXAMS. 


The Assicurazioni Generali of 
Trieste, one of the largest Italian com- 
panies, has organized a medical serv- 
ice to be at the disposal of agents at 
any time of the day and even on Sun- 
days when examinations of prospects 
would be made at the residence of the 
applicant. 














——————————— 
USING BEQUEST LETTER 


Equitable Society Has “Personalized 
Letter Service” To Prospects For 
Bequest Insurance 
The Equitable Society of New York 
is sending out for its field representa- 
tives a special bequest insurance letter 
under its “Personalized Letter Service.” 
This, intended for a specified institution 

as beneficiary, follows: 


Experience has shown that those who 
by their own vision, labor and persis- 
tence have built up an estate are the 
very ones who are most anxious to 
leave something to benefit their less for- 
tunate fellows. 

From the numerous requests for mon- 
ey with which vou are besieged each 
year, you undoubtedly realize the ex- 
tent of the need of many institutions, 
charities and other organizations. Among 
those there are probably a few that 
claim your special attention and to 
which you would like to make a perma- 
nent and lasting gift from your estate. 

By making a bequest through life in- 
surance, the gift makes no inroads upon 
your estate, it is certain to reach its 
destination, and will be paid in cash 
immediately following your death. Not 
least among the many advantages of 
such a bequest is the fact that it may 
be created and maintained by invest- 
ing comparatively small amounts out of 
current income. 

In order that you may know more of 
this new method of utilizing modern 
life insurance, we are asking our repre- 
sentative, Mr. , to explain its ad- 
vantages to you in detail. 











LINCOLN NATIONAL RECORD 

At the end of May the Lincoln Na- 
tional Life had total insurance in force 
amounting to $685,312,177. The company’s 
paid for business for May showed:a gain 
of $8,465,705 over the same month last 
year, which sets a new record for the 
company’s history. 





TO INCREASE CAPITAL 

The Universal Life of St. Louis plans 
to increase its capital stock to $1,000,000. 
The new issue is being offered to stock- 
holders at $30 a share. The company 
now operates in Missouri and TIIfinois 
and expects shortly to apply for li- 
censes in Kansas and Kentucky. 


Philadelphia Course 
Proved Fine Success 


HAD MORE THAN 150 STUDENTS 





President T. M. Scott Host at Dinner; 
Form New Joint Educational 
Committee 





At a meeting of the Life Insurance 
Trust Round Table of Philadelphia held 
on Monday, Joseph Reese, Penn Mutual, 
chairman of the underwriters’ education- 
al committee, and Stanley Cousley, Fi- 
delity-Philadelphia Trust, chairman of 
the fiduciaries’ educational committee, 
were elected co-chairmen of the joint 
educational committee. 

The insurance trust educational course 
conducted during the year with fine suc- 
cess will be continued next year by the 
newly formed committee of seven of the 
Philadelphia Association of Life Under- 
writers. More than 150 attended the 
course during the past season. More 
than one-third of the tuitiqan fee was 
returned to the students, among whom 
were life underwriters, trust company 
men and attorneys. 

Thomas M. Scott, newly elected presi- 
dent of the Philadelphia Association of 
Life Underwriters, was host on Monday 
evening at a dinner to the officers and 
board of the association. Mr. Scott is 
a leading producer of the Penn Mutual. 





LIFE INSURANCE INVESTMENTS 





Investment House Cites Great Increase 
Now Exceeding Five and Half 
Billions 

An investment house calls attention to 
the great rise in the amount of invest- 
ments of life insurance companies in 
mortgages during the past half-dozen 
years. It points out that life compa- 
nies have increased their holdings of 
this type of investment 122% in six 
years. The present total is annrox- 
imately $5,675,000,000. In 1923 it was 
$2,557,000,000. The gain over the inter- 
vening period amounts to $3,118,000,000. 

The life insurance companies, it is 
pointed out, are carefully regulated by 
law in the placing of their funds in or- 
der to combine a maximum of safety 
with an advantageous investment return. 
Mortgage investments have always at- 
tracted a large proportion of the insur- 
ance funds. At present the companies 
as a class have 43% of all their assets 
in mortgage investments, a larger share 
than that invested in any other type of 
security. 





L. LeLAURIN GENERAL AGENT 

Louis LeLaurin has been appointed 
Arkansas general agent for the Man- 
hattan Life with headquarters at Little 
Rock. Mr. LeLaurin was in the sales 
field for ten years before entering life 
insurance in 1925. He has been with the 
Gordon Campbell Agency of the Aetna 
in Little Rock since 1927. 





“Going Along” With Two Brothers 


In March, 1924, C. J. Isaacs, of the 
Martin T. Ford Agency, New York, of 
the Equitable Society, called on two 
brothers who were business partners and 
insured them each for $15,000 on the 
20-payment life plan. A year later he 
called again and suggested a business 
agreement whereby the business would 
go to the surviving partner, with life 
insurance payable to the family of the 
deceased member. The result of this 
call- was a $50,000 policy on the joint 
life plan. In 1924 an additional $30,000 
was placed. In March, 1928, the broth- 
ers purchased another joint life policy, 
this time for $100,000, and in 1929 still 
another for the same amount, bringing 
the total up to $310,000. One outstand- 
ing feature of these contracts is that 
the entire amount will be left with the 


Equitable under the options of settle- 
ment, payable on the income plan dur- 
ing the remaining lifetime of the” bene- 
ficiaries. 

Mr. Isaacs contracted with the Equi- 
table as a part-time representative in 
1922 but gave up his other business the 
following year to devote his full time 
to life underwriting. He has qualified 
consistently for agency clubs, attended 
the educational conference at Montreal 
last year and has made certain of his 
Toronto trip next September. He paid 
for $322,000 last year and, if his pres- 
ent speed is continued, will pass the 
half-million mark in 1929. 

Six of Mr. Isaacs’ friends have caught 


his enthusiasm for life underwriting and 
have become active producers in the 
Martin T. Ford Agency. 








GREATER BY 
140% 


Would you not welcome 
a way to more than double 
your earnings? 


In the first year on our 
New Low Rate Life plan 
the average policy was 
$8,044. On all plans. the 
previous year the average 
policy was $3,350. 


Fidelity’s modern sell- 
ing tools include also a 
productive lead service— 
29,390 direct leads were 
distributed to Fidelity 
Agents last year. More 
than $400,000,000 insur- 
ance in force. Contracts 
available in thirty-nine 
states. 


Write for Booklet 
“What's Ahead?” 


i [insur MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT President 








Business Principles 


(Continued from page 7) 
plications of life insurance to a business 
need. There are many corporations 
which are virtually partnerships or pro- 
prietorship except for the limitation de- 
fined by their corporation charters. In 
such a close corporation it may be the 
general feeling of the stockholders that 
in the event of the decease of any. one 
of them the survivors should have the 
prerogative of purchasing the holdings 
of the deceased and so retain the control 
of the corporation without the relatives 
or beneficiaries of the deceased securing 
interest. There are many business rea- 
sons for such a procedure to be adopted. 

Thus the owners of the closed cor- 
poration covenant one with another that 
their stock shall be bought in for a 
“fair” price by the survivors. This fair 
price can be arranged by an appraisal— 
the adequate covering of insurance 
placed on those men who wish to par- 
ticipate and a proper agreement legally 
drawn up meeting all the conditions of 
corporation law. 





Charles J. Schmitz, secretary of the 
Newark Life Underwriters Association, 
will return on Monday next from a sev- 
eral weeks’ stay at Lake Placid, N. Y. 


B. H. Demarest, of Lansing, Michigan, 
for many years a representative of the 
Bankers Life of Des Moines, is the 
father of two of the youngest aviation 
pilots in Michigan. Mr. Demarest’s sons, 
Tom and Ben, have just acquired their 
second airplane. The two boys first ven- 
tured in the air in their own plane about 
a year ago. Tom Demarest, who has 
just completed his freshman year at 
Michigan State College, has been fly- 
ing for two years and has now success- 
fully passed his transport pilot’s exami- 
nation. At eighteen, he is one of the 


youngest transport pilots in the United 
States. 
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CONSERVATION OF LIFE 
INSURANCE 


One of the penalties which we pay for 
having the largest actual and per capita 
volume of life insurance of any country 
in the world is that we also have the 
largest wastage or in other words, the 
largest lapse rate. This is an unavoid- 
able result of the aggressive and inten- 
sive methods by which life insurance is 
placed on the books. On the whole, the 
net result is beneficial and undoubtedly 
the system results in a far greater ex- 
tension of the coverage of life insurance 
than could be secured in any other way, 
human nature being what it is. 


From the point of view of those who 
take insurance only to drop it again, the 
American system, involving a substantial 
initial cost, represents an enormous loss 
in money, while to the companies it rep- 
resents a loss partly in money, but far 
more in the alienation of those who have 
thus in too many cases lost their faith 
in the life insurance system. 


One of the healthiest signs in the life 
insurance business at the present time 
is the attention which is being given to 
the question of conservation of business 
and the elimination of waste. The com- 
panies are realizing that something is 
wrong when three dollars of insurance 
must be obtained to put two dollars of 
business on the books, and even though 
in many cases the company, as a whole, 
is actually the gainer in dollars and cents 
by a lapse, there is scarcely a company 
which has not adopted some definite plan 
for the reduction of the lapse rate. To 
some extent the reputation and character 
of the life insurance business are at 
stake. 


There are various ways in which lapses 
may be reduced. One of these goes to 
the root of the matter by endeavoring 
to educate agents to sell the right policy 
in the first place, and also not to over- 
sell. There are obvious difficulties in ac- 
complishing very marked results along 
this line, but in all probability it is the 
one which is of greatest importance. 
Some companies now have a special or- 
ganization for following up all cases of 
non-payment of premiums by an inter- 
view with the policyholder by a specially 
qualified representative of the company 
who points out the loss entailed and can 
suggest ways and means of keeping the 
policy in force. This method also pro- 
duces excellent results. 

One company has found that the lapse 
rate may be definitely diminished by re- 
ducing the number of policies written 


with semi-annual or quarterly premiums, 
and has found that lapses are about 
dcuble in the former class and four times 


‘in the latter class what they are under 


annual premium policies. 

Something can also be done in con- 
nection with policy loans if suitable cef- 
forts can be made to obtain repayment 
in aS many cases as possible, or to em- 
phasize to the policyholder the fact that 
policy loans should be regarded as strict- 
ly temporary conveniences. 

In these various ways and in other 
ways, real results are being obtained, 
but a great deal still remains to be 
accomplished. 





FRANCE MAY MODIFY INDUS- 
TRIAL INSURANCE ACT 


In view of its political situation the 
French Government is apparently hesi- 
tating to put in force the Industrial In- 
surance Act, which is due to come into 
operation at the beginning of 1930 and 
would entail a levy of 5% on wages, one- 
half at the expense of the employer and 
one-half to be paid by the work people. 
Such a burden might have grave conse- 
quences, and this law, which was passed 
almost without discussion before the 
General Election in 1928, will possibly 
be substantially modified. 





Stewart F. Auer, member of the firm 
of Auer, Inc., which is the Milwaukee 
representative of The Lincoln National 
Life Insurance Company, has been ap- 
pointed as starter for the Ford National 
Reliability Air Tour which is to be held 
October 5 to 21 of this year. Mr. Auer, 
besides being a pioneer in the aviation 
insurance field, is a pilot himself and en- 
tered his plane in the Gardner Cup 
Races which were held in St. Louis on 
Memorial Day. In his duties as a starter, 
Mr. Auer will have charge of getting 
the ships away on time at each of the 
twenty-eight cities on the 4,900 mile 
tour, watching for forced landings and 
checking on similar details. He will 
pilot his own ship and be the last to 
leave from each city. ‘ 

* * * 

Charles S. McCain, who will be presi- 
dent of the Chase National Park Bank 
of New York when the Chase Nation- 
al and the Park Bank are finally merged 
into the second largest bank in the 
country, is a brother of W. Ross Mc- 
Cain, vice-president-secretary of the 
Aetna (Fire). i 

Frank E. Burke, Vincent P. Wyatt 
and Harold V. Smith have been ap- 
pointed assistant managers of the Hali- 
fax Fire at the United States branch 
in New York City. All are vice-presi- 
dents of the Home, which owns the 
Halifax. 


The Human Side of Insurance 
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C. R. Lamont, who for the last two 
and one-half years has ably filled the 
post of manager of the Eastern Auto- 
mobile Underwriters’ Conference, is leav- 
ing that post on July 1. He will take 
a vacation for several weeks after which 
he plans to go to the Pacific Coast, 
where he spent some time a number of 
years ago. 

ee es 

H. Howard Smith, special agent for 
the Hartford in central New York State, 
recently completed his fiftieth year of 
continuous service with the Hartford 
Fire. At a meeting of company execu- 
tives at the home office in Hartford Mr. 
Smith was repsented with a fifty year 
service medal by Chas. E. Chase, chair- 
man of the board of directors of the 
Hartford who took occasion to compli- 
ment Mr. Smith highly upon his long 
record and splendid achievements. 

+: oe oe 


Captain Charles B. Coulbourn, deputy 
commissioner of Virginia, and Miss Pol- 
ly Bowman, of Woodstock, were married 
June 20 in Washington, the ceremony 
being performed by the Rev. Freeland 
Peter, canon of the National Cathedral. 
W. Clark Coulbourn, Richmond attor- 
ney, who specializes in adjusting claims 
for casualty companies, was his best 
man. Commissioner Button, uncle of the 
groom, was among those present at the 
wedding. Captain Coulbourn is active in 
affairs of the Virginia pond of the Blue 
Goose. 

* 7 

President Charles R. Miller, of the 
Fidelity & Deposit, and his bride, the 
former Miss Beulah McCrone, of Bal- 
timore, are now on a tour of Europe 
and will return to this country about 
September 1. They were married in 
Baltimore on June os 


Thomas S. Prescott, Virginia state 
agent for the Hartford Fire, is going 
abroad this summer with his father, W. 
R. Prescott, veteran southern manager 
for the Hartford at Atlanta. 


R. J. Sullivan, vice-president of the 
Travelers, has been elected a member of 


the board of directors of the American: 


Standards Association, an organization 
having as its purpose service in the in- 
dustrial development of the United 
States. He was appointed as a repre- 
sentative of the National Bureau of Cas- 
ualty & Surety Underwriters and the 
National Safety Council, becoming a 
member of the Safety Group of the 
association. 


J. P. Gibson, Jr., newly appointed man- 
ager of the Excess Underwriters, Inc, 
successors to Henry W. Ives & Co, 
prominent re-insurance managers in New 
York City, comes to his new post from 
the Builders and Manufacturers Casu- 
alty of Chicago, where he was assistant 
general manager. A native of Wisconsin 
and a graduate of Beloit College in 1917, 
he saw service in the U. S. Navy during 
the war as an ensign. His first insur- 
ance position was as a rate clerk for 
the Federal Mutual Liability of Boston. 
He had risen to actuary in this com- 
pany when he resigned to form a local 
agency in Rockford, Ill. While selling 
insurance in that city he took and passed 
the Casualty Actuarial Society examina 
tions for associate membership and went 
with the Security Mutual Casualty as its 
actuary in 1923. Four years later he 
resigned this post to organize and mar- 
age the Illinois Agricultural Mutual. And 
after this company was well on its way, 
Mr. Gibson connected with the Build- 
ers and Manufacturers Mutual Casualty, 
from which post he resigns to manage 
the Excess Underwriters. While with 
the Federal and Security he served a 
their representative on the rates commtt- 
tee of the Massachusetts Rating Bureat, 
the Wisconsin Compensation Rating Bu- 
reau and the National Council on Com- 
pensation Insurance. He is a member 
of the Phi Beta Kappa honor society: 

a. eS. 


Stanley P. Marsh, special agent of the 
Connecticut Mutual Life at Buffalo, 
ceived the degree of bachelor of philos 
ophy at the annual commencement exe” 
cises of Brown University in Providenct 
on June 17. He left Brown when 3 
young man, with only two years of his 
course completed, and now, 18 yeals 
later, by study in his home city, hi 
succeeded in getting enough credits 
entitle him to the degree received this 
week. His wife and two of their children 
were with him when the degree W% 
conferred. 

* * * 


George Young, who has rej -esented 
the Ohio Farmers at Syracuse, N. : 
for many years, is now in Europe. 4 
is visiting France, Germany, Sw izerlan® 
British Isles and the Scandinaviin cout 
tries. He will return about September’ 

ae ae 


Cecil F. Shallcross, United Stztes ee 
ager of the North British & Mercante 
arrived in England this week for a !"? 
to the home ‘office of the company: 
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Many Foreign Visitors Give 
Cosmopolitan Touch 
New York City has presented quite a 
cosmopolitan atmosphere in the insur- 
ance district during recent weeks with 


many well-known visitors from Great 
Britain and the Continent seen on Wil- 


liam Street and in the lunch clubs. The 


‘number of foreign visitors to the insur- 


ance district during June was unusually 
large. Of course many of the British 
head office men cross the Atlantic so 
frequently that they are almost commu- 
ters to this country. The number of 
visitors from Germany has been un- 
usually large this year, indicating the in- 
creasing insurance activity between the 
United States and Germany. 

Among the visitors from abroad who 
have been seen in the insurance district 
are: 

Robert McConnell, manager of the 
Royal and the Liverpool & London & 
Globe, was here with Arthur E. Pattinson 
and A. Kentish Barnes, deputy chairmen 
of the boards of the companies, and Sir 
Edmund Bushby, a director of both. 

Charles Hendry, general manager of 
the London & Lancashire. 

_W. R. Beavis, a director of the Ster- 
ling Offices, Ltd., was here on a round- 
the-world business trip. 

W. T. Maudsley, general manager of 
the Yorkshire, will also make an exten- 
sive trip through Canada. 

HH. L’Estrange Malone of London, and 
his underwriter, R. G. Roberts. Mr. Ma- 
one is general agent for Europe and 
attorney for the Globe & Rutgers and 
about ten other companies. 

mong the visitors from Germany are 
the following: 

Julius Kahn, of Frankfort-on-Main, 
formerly manager of the Kronos Life, 
which was formed to take over the Ger- 
man business of the New York Life, and 
Prior to that inspector of agencies of the 
New York Life, visiting New York to 
negotiate with the company regarding a 
contribution from the New York Life 
from its general funds to the “Aufwer- 
lungsstock” of its German Mark-Cur- 
tem, ¢ Aufwertungsstock is the 
aa or the assets, representing the pre- 

um reserve, which according to stat- 
ba was invested in government and 
eg ,prcecriies securities, and which 
inflatio or part of its value durin> the 
apes What is remaining today of 

De oe. is the “Aufwertungsstock.” 
the “4 “yee Weiss, general manager of 
which is mia Mannheim Insurance Co. 
Gore — orking all over the world, and 
b war also had a United States 


Be cick ne of the main purposes of 
a it was to see the Ali e 
ustodian the Alien Property 


regarding the Pre-War Assets 


Ol the company. 


lich of nitecher, of Heckscher & Gott- 
erlin, j =o 
Stirance ike ee German rein 


B. Bleichroeder of Bleichroeder & 
wa a of the largest German brokers 
tally in the direct business. 


Bollinger of the “Switzerland” 

















(Schweiz Allg. Vers. A. G.), who left 
New York for South America. 

Christian Oertel, general manager of 
the “Colonia,” Cologne Fire & Accident, 
and the Schleische Feuer V. A. G. (Sile- 
sian Fire). 

Dr. Benedikt Langbank, manager of 
the International Re- and Co-Insurance 
Co. of Vienne (Internationale Rueck & 
Mit V. A. G.), an affiliate of the Riun- 
ione Adriatica, one of the leading Ital- 
ian companies. Before the war these in- 
terests were represented in New York 
by Sumner Ballard. Mr. Langbank, who 
was staying at the Savoy Plaza for sev- 
eral weeks, and left this week, will prob- 
ably visit New York again in September 
or October. 

Gustav Reecker, partner in the firm of 
Edm. Schwarz & Co., of Berlin, one of 
the most important reinsurance brokers 
there, visited in this country and Can- 
ada for about a month. It is said that 
Edm. Schwarz & Co. played a part in 
the sale of the Iduna Companies of Ber- 
lin to the Globe Underwriters Exchange. 
Before the collapse of White Russia, 
Edm. Schwarz & Co. had their headquar- 
ters at the then St. Petersburg, branch 
at Berlin. 

Otto E. Huebener, head of the firm of 
Jauch & Huebener, Hamburg, Berlin, Vi- 
enna, one of the largest brokerage con- 
cerns on the Continent of Europe, was 
recently on a flying visit. Mr. Huebener 
originally expected to stay here several 
weeks, but urgent business matters in 
Europe made it necessary for him to 
cut short his visit. He will probably re- 
turn to this country in September. Jauch 
& Huebener are maintaining a branch 
office at 84 William street here under 
the firm of Jauch & Huebener, Inc., with 
Robert E. Schlesinger in charge, a son 
of Dr. G. Schlesinger, managing director 
of the Phenix & Vienna United Ins. Co. 
(Phoenix & Wiener) the largest Aus- 
trian insurance company. Vice-president 
of Jauch & Huebener, Inc. is H. L. 
Kress, formerly with Marsh & McLen- 
nan, and during the war manager of the 
insurance department of the Emergency 
Fleet Corporation. 


oe er 
How “Daddy“ Hoye Saw the 
. Governor 
Nearly every surety man _ knows 


“Daddy” Hoye, the retired ship engineer 
who greets all visitors in the New York 
office of the Fidelity & Deposit. An en- 
tertaining conversationalist, his favorite 
subject is Governor Franklin D. Roose- 
velt of New York state who is a vice- 
president of the F. & D., on leave of 
absence during his term of office. 

A few weeks ago “Daddy” Hoye heard 
that the Governor would stop off in New 
York en route from Warm Springs, Ga., 
to Albany. He made the quick decision 
that he was going to see and talk to him 
no matter how difficult the undertak- 


- ing. So when the day arrived and the 


crowds gathered around 120 Broadway, 
where Governor Roosevelt was having 
lunch at the Bankers Club, “Daddy” 
Hoye was found sitting determinedly in 


the Governor’s private limousine. And 
he was there by invitation of the chauf- 
feur who had told him in advance that 
Roosevelt wanted to see him. 

“The Governor’s coming” was the 
word which was passed quickly through 
the crowd and it moved “Daddy” Hoye 
to do some quick stepping in spite of the 
fact that he is in his ’seventies. Was 
he disappointed when the policeman and 
secret service men kept him back in the 
crowd? Certainly not! When Governor 
Roosevelt spotted him he cried out, 
“Hello there, Colonel; I want to talk to 
you.” From then on onlookers gazed en- 
viously while “Daddy” Hoye lived 
through one of the proudest moments of 
his life. And the Governor’s last word 
to him was, “Don’t forget to visit me 
soon at Albany,” an invitation “Daddy” 
Hoye will surely not turn down. 

* * x 


Beha Comes to Rescue of Depositors 

James A. Beha, former superintendent 
of insurance and now chairman of the 
board of the International Germanic 
Trust, New York, and the Germanic Fire 
has been brought into the limelight as 
rescuer of the depositors of the defunct 
City Trust Co. of New York. A group 
of bankers headed by Mr. Beha has 
agreed to take over the Mutual Trust 
which was formed for the purpose of 
salvaging the assets of the City Trust. 
Taking the sting out of the City Trust 
scandal by paying the depositors in full 
is looked upon in some quarters as a 
fine political stroke in view of the com- 
ing mayoralty campaign. Mr. Beha 
stands high in the councils of Tammany 
and his part in cleaning up this smirch 
on New York banking will detract noth- 
ing from his prestige. 

a 


Boat Trips Growing in Popularity 

It looks as though company reunions 
and conferences aboard ship are becom- 
ing more and more the vogue in these 
spells of intense hot weather. The stunt 
is to charter a roomy steamer and give 
guests the freedom of the ship, arrang- 
ing a well balanced program of recrea- 
tion and business sessions. I note that 
the Fidelity & Deposit is well pleased 
with the results of its recent two-day 
boat trip down the Chesapeake Bay with 
a party of 100 general agents, company 
officials and departmental heads on 
board. The trip was planned so as to 
allow for a stop-over at Annapolis where 
the party visited the Naval Academy and 
when Norfolk was reached the delegates 
took the very delightful trip out to Vir- 
ginia Beach. 

This week the New York City brokers 
were the guests of the National Surety 
on a Hudson river trip to the Pough- 
keepsie regatta. Nearly four hundred 
were in the party with Vincent Cullen, 
vice-president of the company, as the 
host. 

At the same time the Hartford Steam 
Boiler held a pleasant two-day cruise 
along the Great Lakes from Detroit to 
Chicago for twenty of its officers and 
department managers. The occasion was 
the annual meeting of the company’s 
managers’ association. 

* * * 

Undertakers’ Conventions, Funeral 

Dirges, and Breakfast 

I’ was stopping at an hotel recently 
where the local state Association of 
Morticians—more commonly known as 
funeral directors or undertakers—was 
holding its annual get-together and vari- 
ous funeral equipment manufacturing 
concerns assembled an imposing exhibi- 
tion of those things deemed necessary to 
a first class funeral. 

To my ears came the constant chatter 
of the men and women engaged in the 
profession—for the business has now be- 
come a profession—as they described the 
condition of the most beautiful or ter- 
rible corpse and the effects achieved in 
making same ready for burial which had 
recently come to them for professional 
services. There was elaborate disserta- 
tions on the marvelous efficiency of this 
or that embalming fluid. I was attract- 
ed by the cost figures attendant upon 


modern burials. They had sounds like 
those read from the upper bracket of the 
income tax. This led me to wonder 
whether life insurance agents had availed 
themselves of the unquestioned argu- 
ment for provision to defray the cost of 
these burials in the modern manner. 

The variety of materials entering into 
the funerals of the present day was re- 
vealed in the several displays of coffins, 
vaults, embalming fluids, professional im- 
plements, funeral chapel furnishings, in- 
cluding reproducing pipe organs, chimes, 
etc., grouped and scattered about the 
hotel lobby, parlors, rooms, halls and 
every available space. 

Here is what I was confronted with 
on entering the dining room. This room 
was situated on the mezzanine floor 
overlooking the main lobby, and was the 
display room for many and sundry cof- 
fins, caskets, vaults and other equipment. 
A reproducing pipe organ was playing, 
“Lead, Kindly Light”—several stanzas 
with embellishments; the waitress ap- 
proached the table to the tune of 
“There'll Be No Dark Valley”; grape- 
fruit was devoured to the air of “Jesus, 
Savior Pilot Me”; eggs and ham were 
ushered in with “Nearer, Mv God, to 
Thee,” and “Blest Be the Tie That 
Binds”; coffee being sipped to “Steal 
Away to Jesus” and “Safe in the Arms 
of Jesus,” and the recessional was the 
plaintive notes—with much tremolo—of 
“Beautiful Isle of Somewhere.” 

The whole of the above was aided and 
abetted by the constant ringing of fu- 
neral dirge chimes and the competitive 
outpourings of another instrument, cal- 
culated to be just as useful, as it tolled 
out, “Nearer, My God, to Thee,” “Jesus, 
Lover of My Soul,” “Rock of Ages” and 
other burial classics. 

* & 2 


How Insurance Men View Prince of 
Wales Speech 


A speech, recently made by H. R. H. 
the Prince of Wales on salesmanship, 
attracted tremendous attention in British 
trade papers and all of them have been 
applying his sales suggestions to their 
own industry or business. In the course 
of his article on the Prince of Wales’ 
talk, C. L. Willis, writing for The Policy- 
Holder of Manchester, England, made 
comments as to why not so much life 
insurance should be sold in Great Britain 
as in the United States. He said in part: 

“It has often been pointed out that 
the amount of life assurance per capita 
in the United States of America is ap- 
proximately three times the sum held in 
this country, and it is therefore natural 
we should turn to where salesmanship is 
reputed to be a fine art for the purpose 
of comparison. Is our system of mar- 
keting inferior? Perhaps it can be 
blamed to some extent for the difference, 
but there are other considerations which 
will make it exceedingly difficult to equal 
the American cover, at least for some 
time to come. The absence of state so- 
cial schemes, such as national health 
insurance and pensions in U. S. A., and 
the great difference in the com- 
mercial prosperity of the two coun- 
tries have been cited as tending to 
increased assurance beyond the Atlantic; 
but a feature of the problem which has 
been lost sight of, almost completely, is 
the absence from these Isles of some 
three-quarters of a million men who laid 
down their lives during the Great War. 
All these would have been ‘prospects.’ 
It can be assumed that most of them 
would in due course have married, if 
indeed they were not already married, 
and we could have expected to obtain 
from them proposals individually in ex- 
cess of the present per capita figure, and 
so would have been brought nearer the 
American average. Life assurance is un- 
doubtedly more popular with women now 
than before the war, but their entry 
into our policy registers does not com- 
pensate us for the business we would 
have obtained from their brothers. To- 
day most of these men of ‘the missing 
generation’ would have been between the 
ages of thirty and thirty-five, an age 
group which, in normal times, probably 
furnishes more proposals than any other.” 
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Henry W. Gray Retiring; 
Gilbert Kingan Manager 


LONDON & LANCASHIRE CHANGE 
Robert W. Thomas, Jr., Promoted; H. P. 


Iremonger Resigns as New York 
Local Secretary 


Henry W. Gray, United States man- 
ager of the London & Lancashire, and 
the Law Union & Rock, and president 
of the Orient, Safeguard and the Lon- 
don & Lancashire Indemnity, is retiring 
from most of these positions on June 30. 
He will remain, however, president and 
director of the London & Lancashire In- 


HENRY W. GRAY 


demnity and director of the Orient and 
the Safeguard. Mr. Gray made the re- 
quest recently that he be allowed to re- 
tire and the London & Lancashire, 
through General Manager Charles Hen- 


continuously satisfactory service he has 
rendered to the company since he be- 
came connected with it in 1893. Gilbert 
Kingan, assistant to the manager, will 
succeed Mr. Gray as manager. Robert 
W. Thomas, Jr., will take the post to be 
left vacant by Mr. Kingan. 

Iremonger Retires From N. Y. Post 

H. P. Iremonger, who has handled the 
affairs of the London & Lancashire com- 
panies at the New York City offices with 
conspicuous ability, has felt for a time 
that he would like to be relieved to some 
extent of active business duties and his 
resignation from the position of local 
secretary of the L. & L. in New York 
has been regretfully accepted. He will 
continue as vice-president of the Safe- 
guard and will retain his directorship in 


oto by Bachrach 


Ph 
R. W. THOMAS, JR. 


that company, the Orient and the Lon- 
don & Lancashire Indemnity. 

To succeed Mr. Iremonger, Joseph T. 
Goeller has been appointed local secre- 
tary in New York of the L. & L. and 
Law Union & Rock. He will also become 
vice-president of the Safeguard. In suc- 
cession to Mr. Iremonger as vice-presi- 
dent of the indemnity company, Worth- 
ington W. Smith will become vice-presi- 
dent in addition to the executive vice- 
president, F. J. Gobbie, and Vice-Presi- 
dent J. V. Fothergill. 

General Manager Hendry has been in 
this country for several weeks dealing 
with these changes in the official staff. 
These changes have now had the ap- 
proval of the governor and the directors 
of the company in London. 

Henry W. Gray Widely Respected 

Mr. Gray, who became manager of the 
London & Lancashire in April, 1926, 








Chanin Building 








as 


Germanic Fire 


Insurance Company 
of New York 


New York City 


Announces the Appointment of 


R. A. Fulton 
68 William Street 

















United States Marine Manager 


Writing 
Motor Truck Contents, Salesmen’s Samples, Parcel Post, Personal | 
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after the death of Archibald G. Mcll- 
waine, is an especially capable executive 
and possesses a most charming personal- 
ity. His decision to retire is being re- 
ceived with sorrow among his host of 
friends in New York City who have al- 
ways derived great delicht from their 
business and social contacts with Mr. 
Gray. However, as Mr. Gray is main- 
taining some connections with the insur- 
ance business it is hoped that he will 
still be a frequent attendant at insur- 
ance meetings in this city and Hart- 
ford. 

Mr. Gray is a native of Louisville, Ky., 
where he was born on May 25, 1864. He 
attended private schools in that state 
and was graduated from Burlington Col- 
lege, Burlington, N. J. For a while he 
worked in the insurance office of his 
father and in 1884 went to Chicago 
where he entered the Western depart- 
ment of the Queen of Liverpool. He 
worked in every department in this of- 
fice and was later made special agent 
for Illinois. Afterwards he was appoint- 
ed special agent for several large cities 
by the Queen. 

In June, 1888, Mr. Gray became special 
agent for the American Fire of Phila- 
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delphia, 
Tennessee and Virginia. 
London & Lancashire in 1893, succeel 
ing Mr. McIlwaine as traveling genet 
agent in Virginia, West Virginia, Ker 
After doing fel 
work in various sections of the count 
Mr. Gray went to Hartford in 1%# 


agency secretary of the L. & . q 
ot ! 


+ thee Statement December 31, 1928 


Phot 
GILBERT KINGAN 


PREMIUM RESERVE 
OTHER LIABILITIES 
NET SURPLUS 
TOTAL ASSETS 


1,259,672.50 

276,930.00 
2,067,114.70 
4,603,717.20 


dry of London, who is now in this coun- 
try at the Hartford and New York of- 
fices, has acceded, with much regret, to 
this wish. 

Mr. Gray will receive an appropriate 
retiring allowance in recognition of the 




















covering Indiana, 


tucky and Tennessee. 


vice-president and_ secretary ! 
Orient. He is a member of several his 
torical clubs and other organizations. 
Careers of Kingan and Thomas 

Mr. Kingan’s entire business life 
been spent in the service of the Lonétt 
& Lancashire, partly at the home off 
and, for the past three years, at 
ford, where, as assistant to the managtl 
he has had the great benefit accrilll 
from the further training in Ameri 
underwriting under Mr. Gray’s super 
sion. Mr. Kingan will also succeed 
Gray as United States manager of ™ 
Law Union & Rock, president of 
Orient, and president of the Safeguat 

In succession to Mr. Kingan, Rov 
W. Thomas, Jr., who has been tf 
service of the London & Lancashire # 
its allied companies at Hartford sm 
his graduation from Trinity College 
teen years ago, has been appl 
agency secretary of the London 
cashire and the Law Union & Rock, a 
also vice-president of the Orient ane™ 
Safeguard. 


VIRGINIA AGENCY CHANGE 

The National Liberty has withdr 
from the F. H. Terry agenc} 
ville, Va., as a result of the as 
ing taken on the Public 
excess cominission company. 
Paul had previously witharaw 
agency for the same reasor. 


SPECIAL RISK CONFERENCE 

A conference of the Special Re 
derwriters was held yesterday at ™ 
ford, where a number of problems 
discussed by insurance compaly re 
sentatives. 
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I U. B. Regulations 

Sent to 650 Members 
FULL DATA FOR ALL AGENTS 
While Agents May Solicit Floater 


Forms, Policies Will Be Written 
At Home Offices 





| 








\M™ The rules and regulations of the In- 
terstate Underwriters’ Board are now 
completed and are being mailed out to 
six hundred and fifty members and to 
all regional rating organizations. This 
board was formed in January of this 
year and is under the management of 
John R. Dumont, former insurance com- 
missioner of Nebraska. This pamphlet 

lm is the culmination of months of work 

im and sets out the motive for the organi- 

\™ zation of the board, advisory rules, reg- 
ulations and forms for writing of floater, 
reporting value and multiple location 
forms of coverage. 

Great changes in merchandising have 
brought about a definite demand for a 

\f™ countrywide method of handling fire in- 

surance. Heretofore it has been im- 
possible for general business to receive 

proper consideration and as a conse- 

quence, much of this business has been 
improperly written in non-admitted com- 
panies and under marine forms. One 
of the first tasks completed by the In- 
terstate Underwriters’ Board was to 
adopt a definition of marine insurance 
and set out clearly what should proper- 
ly be written under fire policies as dis- 
tinguished from marine policies. The 
definition of marine insurance as set out 



















































































































































































































sonal in the rules and regulations is practically 
A the same as the New York insurance 
rts, \™ law on this subject and that adopted by 
stall. |B the United States Government. 
Risks, The rules pamphlet places information 
jm 1 the hands of companies, agents and 
brokers as to correct forms and methods 
of writing these special fire coverages 
and places the same on a uniform basis. 
While the rules permit any agent or 
Kentuckiim broker to solicit this business, the na- 
joined tt ture of the contracts is such that it is 
3, succecif deemed necessary that the actual writing 
ng genei—i™ of the policies should be limited to spec- 
rinia, Ken ified offices and, in fact, most companies 
doing fel will no doubt insist on writing these 
he count policies only in their home offices. In 
in 1906 “MM this way the company will be in a po- 
& L. aM sition to see that all underlying policies 
of MM necessary to meet state requirements are 
several iff Properly issued and countersigned. 
izations Computation of Advi Rat 
Thomas ° ivisory ates 
.ss life hai No advisory rate will be computed by 
the Lonéit - Interstate Underwriters’ Board un- 
nome fig °SS application is made on the proper 
-s, at Hat orm with full details and said applica- 
ye managtifm 0 is siened by both the assured and 
ct accra ‘sent, broker or company making the 
1 America Tequest, ; 
y's supen Under this new plan, the assured will 
succeed Me ic able to secure one rate covering all 
acer of Mm cations. The Interstate Underwriters’ 
jent of th — is not a rating bureau, but will 
- Safeguat — from the various rating organiza- 
can, Robe com throughout the United States, the 
been in i ee tates at the various locations of 
rcashire im» Y tisk and from these compute an av- 
riford sim etage. This advisory rate will then be 
College § ora to the rating bureaus for com- 
1 appolt =. 
an r Bei various forms are what are known 
& Rock, # Feporting forms of cover. Some of 
sent and ™ € advantages are that these give auto- 
Matic protection for new locations and 
| mo care of the fluctuations in values 
~ ANGE in out the necessity of the assured hav- 
= withdrat 8 to cancel and rewrite a large num- 
yy at Wy" et of policies during the year. 
“agency Mi Be Stated periods reports have to be 
ic Fire ’ va to the company as to the total 
ry. Phe aa of values at all locations show- 
ywn from premier as°8 and decreases. The initial 
r. ine at 1s based on the total estimated . 
a of th all locations and at the end 
+ RENCE. put "y year the actual values are com- 
cial Risk t sy For the monthly reports and if 
day at the -.U¢S are more than the estimated, 
Stems ™ assured iti 
roblems tn i must pay an additional pre- 
mpany fT? urns ¢ ut if less, then the company re- 
All of a assured the difference. 





ese forms contemplate full in- 





TO JOIN AMERICA FORE 





Maconachy and Macfarlane, Secretaries 
of Niagara, to Hold Similar Posi- 
tions in New Posts 
Announcement is made by Ernest 
Sturm, chairman of the boards of the 
“America Fore” companies, that as soon 
as the proposed acquisition of the Ni- 
agara Fire by the Continental and the 
Fidelity-Phenix is consummated, James 
G. Maconachy and Joseph H. Macfar- 
lane, secretaries of the Niagara and 
Maryland, will assume similar positions 

in the “America Fore” Group. 

Mr. ‘Maconachy will deal in the fu- 
ture, as at present, with affairs in New 
York state and the Middle Department, 
and Mr. Macfarlane will continue his 
activities in connection with the West- 
ern Department. Neither Mr. Macon- 
achy nor Mr. Macfarlane need an intro- 
duction to the insurance fraternity, as 
they have been well known and most 
highly regarded through their entire 
business life, the last ten years of which 
have been spent in the Niagara organi- 
zation. 





HERRING SUCCEEDS LAMONT 





To Become Manager on July 1 of the 
Eastern Auto Underwriters’ Confer- 
ence; Well Equipped for Job 
Frederick Marshall Herring, assistant 
secretary of the Eastern Automobile Un- 
derwriters’ Conference, was last week 
appointed secretary and manager to suc- 
ceed Lamont, who is resigning 
July 1. Mr. Herring has held his pres- 
ent position for some time and is gen- 
erally considered an expert on automo- 
bile rating and underwriting matters. Be- 
fore joining the Conference several vears 
ago he was with the United States Navy 
for five years, joining during the World 
War and rising to the rank of lieuten- 

ant, senior grade. 

Mr. Herring is a native of St. Joseph, 
Mich. He joined the St. Paul Fire & 
Marine after taking a course at the Uni- 
versity of Michigan. He left that com- 
pany to go into the Navy. The many 
friends of Mr. Herring in New York 
are congratulating him upon his promo- 
tion to manager of the Eastern confer- 
ence. 





N. Y. LOSSES DOWN 17.82% 

Fire losses in the New York city area 
for the first five months of 1929 show a 
reduction of nearly 18% compared with 
the same period of last year, according 
to.figures of the committee on losses and 
adjustments of the New York Board of 
Fire Underwriters. Up to the end of 
May the incurred losses this year were 
$5.717,475, compared with $6,956,981 in 
1928. The number of claims for the 
same periods showed a decrease of 121%4% 
this year. The losses handled by the 
committee are estimated to be about 
60% of all the fire losses in the metro- 
politan area. 





GILLOW TO ASSIST BELCHER 


Harold Gillow, who has been connect- 
ed with the general cover department of 
the America Fore Companies for sev- 
eral years, will assist the new manager, 
DeMott Belcher, whose appointment as 
head of the department was published 
last week. 





SEABOARD WITH ROSENCRANS 

Rosencrans & Co., 107 William street, 
has been appointed agent of the Sea- 
board Fire & Marine for New York city 
and the suburban territory. This office 
also writes for the New York Fire, La- 
Salle Fire and the Queensland. 





surance except that form No. 5, which is 
a non-reporting form, requires either the 
90% or 100% co-insurance clause. The 
‘Interstate Underwriters’ Board is super- 
vising only fire insurance contracts and 
has nothing to do with the computation 
of marine rates or the development of 
marine forms. 


Conn. Hits at Twisting 
And Bootleg Policies 


REVIEW OF 1929 LEGISLATION 





Fire Companies Are Authorized to Write 
Fine Arts Policies; Unauthorized 
Act Stringent 





A review of the legislation affecting in- 
surance passed by the 1929 session of the 
Connecticut Legislature includes two 
drastic measures, one aimed at unauthor- 
ized insurance companies and the other 
at insurance “twisting.” 

By the passage of the former bill the 
Connecticut Insurance Department was 
given an effective weapon in its cam- 
paign against unauthorized insurance, 
the so-called bootleg insurance evil. Un- 
der an existing law agents are forbidden 
to place insurance with companies not 
licensed to do business in Connecticut, 
the penalty being a fine and jail sen- 
tence. The new law provides penalties 
for aiding “any corporation, association 
or person not authorized to do business 
in this state in soliciting such business 
from residents of this state, by means of 
advertisements published in this state or 
by any other means.” In other words, 
newspapers and periodicals which aid un- 
authorized companies in seeking business 
in Connecticut by publishing their ad- 
vertisements and radio stations which 
broadcast their advertisements for busi- 
ness violate the law. 

Law Against Twisting 


The law against insurance “twisting” 
provides a penalty for misrepresenting or 
making incomplete comparisons of an in- 
surance policy for the purpose of induc- 
ing an insured to surrender his policy 
and to replace it with another. It pro- 
hibits any agent from misrepresenting in 
any way the conditions and settlements 
contained in any contract of fire, life, 
casualty, or other class of insurance. The 
practice of twisting insurance policies, 
once merely considered poor ethics by 
insurance agents, is thus made punish- 
able as a misdemeanor. 

Another new law authorizes fire insur- 
ance companies to insure “against inten- 
tional or other damage to, or loss of, 
property of any kind, real or personal.” 
The purpose of this bill is to legalize the 
so-called “fine arts” coverage, which is 
an insurance extensively written by fire 
insurance companies on celebrated paint- 
ings and other works of art. It author- 
izes fire insurance companies to insure 
against loss or injury resulting from 
their storage as well as in transporta- 
tion. It also legalizes various forms of 
property damage insurance. 





HEADS CHARTERED INSTITUTE 


G. W. Reynolds, manager in England 
of the Guardian of London, was last 
week elected president of the Chartered 
Insurance Institute at the annual con- 
vention at New Castle on Tyne. Edward 
R. Hardy, assistant manager of the New 
York Fire Insurance Exchange and sec- 
retary of the Insurance Institute of 
America, Inc., attended this convention. 
The Guardian formerly operated in the 
United States directly but the branch 
was discontinued many years ago. A 
Canadian branch is maintained in Mon- 
treal. 





ONTARIO AGENTS AT DETROIT 
The Ontario Fire & Casualty Insur- 
ance Agents’ Association accepted an in- 
vitation from the National Association 
of Insurance Agents to be represented 
with as many members as possible at 
the annual convention of the American 
agents at the Book-Cadillac in Detroit 
in September. President Cecil Bethune, 
of the Ontario agents, promises that a 
large delegation will be on hand. 


INDEPENDENCE QUITS E. U. A. 


The Independence Fire of Philadel- 
phia, which a few weeks ago joined the 
Corroon & Reynolds organization, has 
resigned from the Eastern Underwriters’ 
Association. 





REORGANIZE READING BOARD 





Pennsylvania Agents’ Body Gets New 
Life; Carl F. Moyer President; To 
Improve Credit Situation 


At a dinner meeting held on the eve- 
ning of June 19, the fire and casualty 
agents of Reading, Pa., reorganized their 
local board, making it a co-extensive 
branch of the Pennsylvania and National 
Associations of Insurance Agents. The 
name adopted for the new organization 
is the Reading Insurance Exchange. The 
following officers were elected: Presi- 
dent, Carl F. Moyer; vice-president, Ed- 
win A. Goodwin; secretary, Stuart 
Brumbach, and treasurer, Wm. B. Kee- 
fer. 

A major operation to be undertaken by 
the board at once is concerted action to 
improve local credit conditions. Manager 
Moses of the Pennsylvania Association 
who assisted in the reorganization work 
reports that Abram S. Galland of 
Wilkes-Barre, president of the Pennsyl- 
vania Association, and John S. Burwell 
of Scranton, secretary of the state body, 
attended this meeting at considerable 
personal sacrifice and in splendid talks 
told of the work being done by the 
state and national associations and 
pointed out the great need for active 
local branches of those bodies. 





CAPITAL INCREASE APPROVED 





Continental and Fidelity-Phenix to Use 
Part of New Stock to Get Control 
of Additional Companies 


Stockholders of the Continental and 
the Fidelity-Phenix, at a special meet- 
ing last Friday, approved the proposed 
increase of $5,000,000 in the authorized 
capital stock of each corporation. The 
Continental, therefore, will now have an 
authorized capitalization of $20,000,000 
and the Fidelity-Phenix one of $15,000,- 
000. The par value of each stock is $10. 

A part of the additional shares will 
be employed to acquire, by exchange of 
Continental and Fidelity-Phenix stock, 
the Fidelity & Casualty of New York, 
the Niagara Fire and the Maryland, fol- 
lowing acceptance of the offer recently 
made to stockholders of the Fidelity & 
Casualty and of the Niagara, which owns 
the Maryland. 





N. Y. BLUE GOOSE ELECTION 


At the annual meeting of the New 
York City Pond of the Blue Goose, held 
this week, theefollowing were nominated 
and unanimously elected: Most Loyal 
Gander, W. V. A. Keeler, New Jersey 
state agent, Fidelity & Guaranty Fire; 
Supervisor of the Flock, Edgar A. Mc- 
Caskie, adjuster; Custodian of the Gos- 
lings, Samuel A. Mehorter, special agent, 
Insurance Co. of North America, in New 
Jersey; Guardian of the Pond, Leon A. 
Watson, rating expert, Schedule Rating 
Office of New Jersey; Keeper of the 
Golden Goose Egg. Clarence Axman, ed- 
itor, The Eastern Underwriter: Wielder 
of the Goose Quill, George A. Watson, 
assistant editor, “National Underwriter.” 
Fred Ackerman, general agent, National 
Union companies in New Jersey, was 
elected a delegate to the annual conven- 
tion of the organization which will be 
held in San Francisco. This is the first 
time in many years that a Most Loyal 
— has been re-elected to’ that of- 

ce. 





NATIONAL’S CHARTER AMENDED 

Stockholders of the National Fire of 
Hartford Tuesday unanimously voted to 
accept the charter amendments granted 
by the Connecticut legislature and also 
to change the par value of the stock 
from $100 a share to $10 a share, effec- 
tive July 17. 





TWO MORE JOIN E. U. A. 


The American Constitution Fire and 
the American Home, both of the Joseph 
S. Frelinghuysen group, were last week 
elected to membership in the Eastern 
Underwriters’ Association. 
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Court Upholds Assured 
In Riot Policy Case 


CONTEND EVIDENCE UNCHANGED 


Justice Shientag Denies Motion of Globe 
& Rutgers to Set Aside a 
Directed Verdict 


In the case of Zuckerman & Hoffman, 
Inc., plaintiff, against the Globe & Rut- 
gers, defendant, in the City Court of 
New York, wherein it was recently held 
by the Court that where an assured 
corporation under a riot and civil com- 
motion policy during a strike, had some 
of its employes at work in the apdrt- 
ment of Benjamin Zuckerman, one of 
its officers, that the said residence of the 
officer would not be considered as a 
matter of law the assured’s premises and 
granted judgment in favor of the plain- 
tiff against the insurance company, the 
attorneys for the insurer moved before 
the City Court for an order to set aside 
the verdict upon the ground that it was 
contrary to the law as well as to the 
facts and also contrary to the weight of 
evidence. 

The application was argued before Mr. 
Justice Bernard L. Shientag, by Alex 
Davis of Goldstein & Goldstein, attor- 
neys, appearing for the plaintiff, and 
William O. Robertson, of Cardozo & 
Nathan, attorneys for the defendant. 
The defendant’s counsel argued before 
the Court that even though the case had 
been decided by the Appellate Term in 
favor of the assured, holding that a 
prima facie case had been established 
and remanded the action to the lower 
court for a retrial, and even though the 
evidence was substantially the same on 
the second as on the first trial, still the 
Court should set aside the verdict as a 
matter of law and render its opinion 
irrespective of the Appellate Term deci- 
sion. 

Defense of Insurance Company 


During the trial of the action, it ap- 
peared from the evidence that the em- 
ployes of the corporation, who were 
working in Zuckerman’s apartment had 
never been employed in the corpora- 
tion’s factory downtown, but had started 
to work for the corporation at the apart- 
ment where the riot occurred. The Globe 
& Rutgers denied liability and had de- 
fended the suit in the ‘City Court on the 
ground that the building in which the 
loss occurred was “occupied in whole or 
in part” by the assured, and that, there- 
fore, the loss was not covered under the 
terms of the policy. 

Mr. Justice Shientag, after taking the 
matter under advisement, rendered the 
following decision: 

“On the first trial the complaint was 
dismissed at the close of the plaintiff’s 
case. The learned Appellate Term re- 
versed and ordered a new trial, holding 
that a prima facie case had been estab- 
lished. It is conceded that on the retrial 
the record is substantially unchanged, 
the defendant making part of its own 
case the testimony offered on behalf of 
the plaintiff. Both sides moved for the 
direction of a verdict. Both sides agreed 
that no question of fact was presented, 
that the only question before the court 
was the legal construction to be placed 
upon facts not in dispute. Under those 
circumstances J directed a verdict for 
the plaintiff, because I felt and still am 
of the opinion that the decision of the 
learned Appellate Term is the law of the 
case. Motion to set aside verdict de- 
nied.” 





DEPRECIATION FORM RESULTS 

At the general meeting of the Nep- 
tunus of Hamburg, an affiliate of the 
Assecuranz Union of 1865, the statement 
was made by the management that the 
general unfavorable trend of -fire results 
has been due in large measure to the 
depreciation or full value insurance, 
which of late has been in the foreground 
of interest in Germany, and has been 
pushed by a number of companies in 
order to get volume. 


SS) HEN Achilles gird on his armor, he was 

2 almost death-proof. Mythology has it 

‘© that when an infant in his mother’s arms, 

she dipped him in the River Styx to make him 

invulnerable. Proud mother, she seemingly suc- 
> 
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ceeded. But this immunity bath did not quite take. 
Where she held him by the heel was untouched. 

And then as luck would have it, when the 
Trojan War was in full sway, Paris let fly at 
Achilles a poisoned arrow; straight for his heel it 
sped and proved fatal to this heroic warrior. 











Rice everything today has its Achilles Heel, 
one vulnerable spot that dampens an entire project. This is particularly true 
in insurance risks. One almost-but-not-quite-negligible element that takes it 
out of the good-risk class. The Home realizes the decidedly embarrassing posi- 
tion in which its Agents are placed when this is discovered in the Home Office. 
Only through its mature underwriting experience does it resort to the neces- 
sity of refusing when foresight reveals an Achilles Heel to which a burn- 
ing arrow may bring loss. 
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ee for yourself this summer 
| How YOU Have Made Us Grow 


Since many of our agents were last in Glens Falls, our Home Office, the 
best known building in Northern New York, has been given an addition 
which increases its size about 40 per cent. 


| This could not have happened but for the constantly increasing busi- 
1 ness being sent to us by our agents. To all of them we are sincerely grateful. 








We are happy to realize that many of you will see this evidence of 
growth with your own eyes during the coming vacation season, because 
thousands of insurance men have formed the pleasant habit of seeking 
recreation in the wonderful Vacationland that adjoins Glens Falls. The 
motor road to Lake George, Lake Champlain, Lake Placid, the Adirondack 
Mountains, Montreal, Quebec and the Canadian Wilderness leads directly 
past our Home Office. 


Every insurance man is assured a warm welcome if he will drop in and 
say ‘““howdy” when he comes to Glens Falls. 








**The Glens Falls Fleet’’ 















INSURANCE COMPANY 
Glens Falls, New York, 





INSURANCE COMPANY 
Glens Falls, NewYork, 








INDEMNITY COMPANY 
Glens Falls, NewYork, jp 

















K CHICAGO BRANCH OFFICE NEW YORK BRANCH OFFICE SAN FRANCISCO BRANCH OFFICE 
175 West Jackson Boulevard 84 William Street 354 Pine Street 








Page 22 








June 28, 1929 





Agents’ Meeting To 
Feature Discussions 


TO HAVE FEWER SET SPEECHES 
Executive Committee to Consider Today 
Plan of Changing Attendance Meth- 

s At Convention 


More time for discussions will be pro- 
vided this year on the program of the 
annual convention of the National As- 
sociation of Insurance Agents at De- 
troit and there will be fewer set speech- 
es than last year. Making of the pro- 
gram will be one of the chief tasks of 
the association’s executive committee at 
its meetings at the Westlake Hotel, near 


Cleveland, Ohio, today and tomorrow, 
June 28 and 29. The committee will also 
consider a proposition to change the 
form of the annual convention and mid- 
year meetings from agency mass meet- 
ings to a delegated body with chosen 
representatives from state associations 
and local boards. 

Another item on the agenda has to do 
with the present method of fire insur- 
ance companies operating in associations 
or pools, and the result of such opera- 
tion in the welfare of the agency forces. 

Reports will be received on the effect 
produced in the Middle West by the 
change in classification for commission 
payments brought about by the Western 
Union recently, together with the term 
extension plan. It is expected that the 
condition of the automobile business 
throughout the country, particularly with 
reference to instalment payment of pre- 
miums, merit rating and the fifty-fifty 
collision proposal will be considered by 
the committee. 

The recent invasion of the fire insur- 
ance business by the Episcopal Church 
will also be considered by the committee 
on the theory that it may be a short- 
sighted policy for any church organiza- 
tion to thus oppose a substantial local 
influence and interest. 

It is expected that the statement made 
by the executive committee of the Na- 
tional Board of Fire Underwriters at 
its annual meeting in May, that the 
board is unable to arbitrate a difference 
arising under the Conference Agreement, 
will be given consideration with the view 
of determining, if possible, the present 
status of conference and co-operation 
between fire insurance companies and 
agents. 





SOVIET 1928 RESULTS 


Marine Losses Said To Be Only 17%; 
Underwriters Wonder How This Re- 
sult Was Achieved 
In the article published in last week’s 
issue of The Eastern Underwriter on 
Soviet Russian re-insurance three lines 
were omitted which destroyed the sense 
of the paragraph dealing with some of 
the 1928 business. In its correct form, 
this paragraph should read as follows: 
“As from the first of the year the 
net retention of the Gosstrach and ‘BB’ 
is $150,000 on each vessel instead of 
$100,000, this increase being explained 
by the favorable financial results of the 
last few years, especially of the preced- 
ing year, October 1, 1927, to September 
30, 1928, which, according to an article 
by the M. R. collaborator of the Goss- 
trach organ, ‘Vestnik,’ on page four of 
the January, 1929, issue amounted to only 
17% of the premiums. Marine under- 
writers reading these figures will have 
difficulty in trying to understand through 
what miracles such a result was possible. 
The percentage seems all the more un- 
likely, in comparison with that of 1927, 
which was 61.4%, a very good figure at 
that—and one which many occidental 
companies would be happy to show. It 
must be a misunderstanding or a figure 
based on preliminary results. The ac- 
counts for the last business year will 
have to be awaited to check this mys- 

terious percentage.” 








New York Boston Detroit 





TODAY’S EGGS BETTER THAN TOMORROW’S HEN 


Our experienced staff with electric sorting and tabulating machines will 
arrange and tabulate the today’s facts and figures of your business 


Promptly — Accurately — Economically 


Recording & Statistical Bureau, Inc. 
75 Maiden Lane, New York City 


Chicago Toronto Montreal 








SALVAGE CORPS CELEBRATION 


Newark Organization 50 Years Old Mon- 
day; Informal Dinner To Be Held 
In Headquarters 

An informal dinner will be held at 
the Salvage Corps headquarters in New- 
ark in celebration of the fiftieth anni- 
versary of the organization on Monday 
evening next. The corps, in its fifty 
years of existence, has made a number 
of gallant rescues at various fires and 
recently have taken injured people at 
fires to the hospital. 

What is considered a record made by 
any corps is the fact that the total tar- 
diness of the men in reporting to head- 
quarters for duty and returning from 
luncheon amounted to 110 minutes for 
an entire year. 

At the dinner next Monday evening, 
in addition to the entire board of di- 
rectors of the Underwriters’ Protective 
Association, which has supervision of 
the corps, several Newark city officials 
are expected to be present, including 
Mayor Congleton, Commissioner of Safe- 
ty William Brennan and Fire Commis- 
sioner Charles Kenlan. 





LICENSED IN VIRGINIA 


The American Constitution Fire, of 
New York, one of the Stuyvesant group, 
has been licensed in Virginia to write 
fire and kindred lines. 


VIRGINIA BUREAU MEETS 

The annual meeting of the Virginia 
Insurance Rating Bureau, which replaced 
the old Virginia Inspection and Rating 
Bureau when the new Virginia rating 
law went into effect last year, was held 
Monday in Richmond. All members of 
the governing committee of twelve were 
re-elected with the exception of O. E. 
Lane, president of the Niagara, who is 
replaced by Edward Milligan, president 
of the Phoenix of Hartford. Four mem- 
bers were elected to serve one year: 
Edward Milligan, president of the Phoe- 
nix of Hartford; H. W. Gray, manager 
of the Orient; R. M. Anderson, vice- 
president of the National of Hartford; 
C. D. M. Showalter, president of the 
Old Dominion of Roanoke. 

The following four will serve two 
years: S. W. Ames, president of the 
Eastern Shore of Virginia; Meade Ad- 
dison, secretary of the Mutual Assur- 
ance Society of Virginia; H. G. Foard, 
secretary of the Home of New York; 
J. D. Lester, vice-president of the Globe 
& Rutgers. E. W. Spencer was also re- 
elected manager of the rating bureau. 
It was announced that his report de- 
tailing activities of the bureau during 
the past year will be published in 
pamphlet form. 


KURTH MADE A DIRECTOR 
Wilfred Kurth, president of the Home, 
has been elected a director of the In- 
suranshares Management Co. 








the asking. 


I enclose 2c. for postage. 


NAME 


‘Just What I Wanted” 


—writes a practical insurance manager, after 
receiving a John Hancock Home Budget Sheet. 


Any business man will appreciate our Budget, 
and so will his wife, if she is interested in the 
financial management of the home. 


The John Hancock Monthly Budget Sheet pre- 
sents clearly the division of expenses, including 
recreation, savings, and Insurance, and affords 
definite assistance to both men and women in 
the management of income and home expenses. 


YOUR Monthly Budget Sheet will be sent for 


LIFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 
Inquiry Bureau: 197 Clarendon Street, BOSTON, MASS. 


Please send me a FREE copy of the John Hancock Home Budget Sheet. 





ADDRESS 














Appraisal Clause 
Basis of Court Suit 


GUARANTY FIRE DEFENDANT 


Plaintiff Contends Assured Has No 
Right to Demand Appraisal; Such 
Must Come from Company 


A novel defense has been set up in 
the case of George S. Ritter against the 
Guaranty Fire pending in the City Court, 
New York County, in an action under 
the standard form fire insurance policy. 
The provision of the standard form fire 
insurance policy involved is that which 
refers to the ascertainment by an ap- 
praisal of the loss and damage if the 
insured and the company “shall fail to 
agree as to the amount of loss or dam- 
age. 

The insurance company sets up the 
defense that the amount of the loss and 
damage “has never been ascertained 
either by agreement between the plain- 
tiff and the defendant” and claims that, 
therefore, it is not liable to the plaintiff 
under the policy. 

It is the contention of the insurance 
company, represented by F. Campbell 
Jeffery, its attorney, that if the assured 
and the company should disagree as to 
the amount of the loss and damage, the 
same must be ascertained by appraisal 
under the terms of the policy. The 
plaintiff, represented by Alex Davis of 
Goldstein & Goldstein, his attorneys, 
contends that it is not incumbent upon 
the assured to demand the appraisal in 
the event of a disagreement as to the 
amount of loss and damage but is only 
obligated to proceed with an appraisal 
when the direct demand has been made 
by the insurance company. 

Mr. Davis pointed out to the Court 
that the appraisal clause of the standard 
form policy is not mutual, for the reason 
that if the assured demands an appraisal, 
the insurance company may refuse to 
proceed therewith and the assured is 
left only to the recourse of bringing suit 
as there is no authority either under the 
terms of the policy or the decisions of 
the Courts which will compel an insur- 
ance company to proceed with an ap- 
praisal; while on the other hand if the 
insurance company demands the ap- 
praisal, the assured must enter into an 
agreement, because if the assured should 
fail so to do, he cannot bring suit against 
the company on the policy for the rea- 
son that there is another clause in the 
standard form policy at lines 192 to 1% 
thereof, which provides that no suit of 
action shall be sustainable under the 
policy “unless all the requirements 0 
this policy have been complied with.” 





PHILLIPS VIRGINIA SPECIAL 


George G. Phillips has been appointed 
Virginia special agent for the American 
Alliance and the Massachusetts Fire 
Marine with Richmond headquarters. 
He is a son of A. R. Phillips, vice- 
president of the Great American, an 
succeeds Percy P. Lynch, Jr., who be- 
comes Virginia special for the Great 
American, American National and the 
County Fire, succeeding Thomas 
Southerland, promoted a few months ag0 
to agency superintendent of the Great 
American. Mr. Phillips, who is a grat 
uate of the Virginia Military Institute, 
has had both office and field experience 
with the North Carolina Home, one ° 
the Great American group. He has just 
entered upon his new duties at Rich 
mond. 


HANGAR FIRE TESTS . 

Fire tests in airplane hangars will be 
made in regard to the operation ° 
sprinkling equipment by a committee ™ 
cluding representatives of the Natiomé 
Board of Fire Underwriters, the U™ 
derwriters’ Laboratories, the Army, . 
Navy and the Aeronautical Chamber ° 
Commerce. Three meetings have ee 
held at the request of the Nation@ 
Board at which the proposed code !0 
the building of airports has been dis- 
cussed. 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 








JANUARY 1, 1929, STATEMENTS 





IN KAY, Vice-President and ‘freasurer 


NEAL BASSETT, President 
yi ARCHIBALD KEMP, 2d Vice-President 


H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President 


ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY 


OF NEWARK, N. J. 
SURPLUS 
POLICYHOLDERS 


$36,503,126.44 


ASSETS LIABILITIES CAPITAL 
$56,065,676.33  $19,562,549.89  $13,500,000.00 


NET SURPLUS 
$23,003,126.44 





HENRY M. GRATZ, President NEAL BASSETT, bee a 
JOHN KAY, V.-Pres’t A. H. HASSINGER, Ver oe — i. SOE, V.-Pres’t ARCHIBALD 1 KEMP, 2d V.-P: 


THE GIRARD F. & M. INSURAN CE CO. 


OF PHILADELPHIA, PA. 
$ 6,036,606.06 $ 2,834,467.72 $ 1,000,000.00 $ 2,202,138.34 


$ 3,202,138.34 





NEAL BASSETT, President JOHN KAY, Vice-Pres’t and Treasurer 
A. H. HASSINGER, Vice-Pres’t WELLS % paneerT, be Pres’t ARCHIBALD KEMP, 2d Vice-Pres’t 


MECHANICS INSURANCE CO. 


OF PHILADELPHIA, PA. 
$ 4,881,357.40 $ 2,770,413.44 $ 600,000.00 $ 1,510,943.96 $ 2,110,943.96 





NEAL BASSETT, President JOHN KAY, Vice-Pres’t and Treasurer 
A. H. HASSINGER, Vice-Pres’t WELLS % ett. tens Pres’t ARCHIBALD KEMP, 2d Vice-Pres’t 


NATIONAL-BEN FRANKLIN FIRE INS. CO. 


OF PITTSBURGH, PA. 
$ 5,021,040.53 $ 2,502,743.59 $ 1,000,000.00 $ 1,518,296.84 


$ 2,518,296.84 





A. H. TRIMBLE, President NEAL BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V. ae nema ts —_— V.-Pres’t ARCHIBALD KEMP 2d V.-Pres’t 


SUPERIOR FIRE E INSURANCE Co. 


$ 4,837,239.59  $ 2,492,228.84 $ 1,000,000.00 $ 1,345,010.75 


$ 2,345,010.75 





W. E. WOLLAEGER, President NEAL BASSETT, Vice-Pres’t 
JOHN KAY, V. *Pres’t A. H. HASSINGER, V. xe eS T ai V.-Pres’t ARCHIBALD KEMP, 2d V. -Pres’t 


CONCORDIA FIRE INSURANCE CO. 


MILWAUKEE, 
$ 5,359,804.52 $ 2,486,092.08 **§ 1 ,000,00 060.0 00  $ 1,873,712.44 


$ 2,873,712.44 





ons L. JACKMAN, i a 


LL BASSETT, Vice-Pres’t 
HN KAY, V. -Pres't A. 


NEAL 
INGER, V. oe 4 as eee us DO ata V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 


CAPITAL FIRE INSURANCE CO. 


OF CONCORD, N. H 
$ 666,598.88 $ 196.08  $ 300,000.00 $ 366,402.80 


$ 666,402.80 





NEAL BASSETT, Chairman of Board 
J. saggy ROWE, President S. WM. BURTON, Vice-Pres’t 
DONEGAN, Ist V.-Pres’t & Gen’l Counsel J. C. HEYER, Vice-Pres’ t WM. P. STANTON, Vice-Pres’ t 


ORGANIZED 1874 


METROPOLITAN CASUALTY INSURANCE CO. 


OF NEW YORK, N. Y. 
$10,173.698.43 $ 1,500,000.00 $ 3,778,610.27 


EASTERN DEPARTMENT 
10 Park Place 


Newark, New Jersey: 


CANADIAN DEPARTMENT 


$15,452,308.70 $ 5,278,610.27 


WESTERN DEPARTMENT PACIFIC DEPARTMENT 


844 Rush Street, 461-467 Bay Street, 60 Sansome Street 
Chicago, Illinois Terentia, Canada. San Francisco, California 
H. A. CLARK, Manager MASSIE & RENWICK, Limited, 


Manag W. W. & E. G. POTTER, Managers 
HRM. SMITH Managers halt Tie 
JAMES SMITH FRED. W. SULLIVAN JOHN R. COONEY 
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Phoenix of Hartford 
75th Anniversary 


HAS GROUP ASSETS OF $70,000,000 


Fine Old Connecticut Company Has 
Built Up _ Excellent Reputation; 
Growth Under Edward Milligan 


The Phoenix (Fire) of Hartford last 
Friday closed three-quarters of a cen- 
tury of insurance service in this country. 
Started in 1854 with assets of only $20,- 
000, the company has grown to the point 
where, together with subsidiaries, the 
Phoenix group has assets of over $70,- 
000,000, with the Phoenix itself having 
assets of nearly $44,200,000. 

Although the Phoenix had a capital 
of $200,000 when it began business $180,- 
000 of this amount was represented by 
stockholders’ notes. Even with the in- 
roads upon the capital and assets made 
by the Chicago conflagration in 1871, the 
Boston fire of 1872, San Francisco earth- 
quake and fire of 1906, the company’s 
capital has increased to $6,000,000 wholly 
paid for. 

Fourteen individuals in 1854 subscribed 
to the first $100,000 of capital. A few 
days later this was raised to $200,000 by 
subscription to a second $100,000 capital 
by 78 individuals. At the beginning of 
1929 total number of stockholders was 


Today the company controls through 
stock ownership the Connecticut Fire, 
Equitable Fire & Marine, Central States 
Fire of Wichita, Kansas, Minneapolis 
Fire & Marine, Retailers Fire of Okla- 
homa City, Reliance of Canada and the 
Atlantic Fire. 

President Edward Milligan, under 
whose leadership the company since 1913 
had forged rapidly ahead, in addressing 
a letter to agents of the company, said: 

Milligan’s Letter to Agents 

“The business has passed through 
many phases in the last three-quarters 
of a century, but it has not changed in 
essentials, nor have the causes of weal 
or of woe changed their complexion. One 
gathers the impression from a histor.cal 
survey, that courage was afoot and vi- 
sion clear in the old days, as witness the 
action of those who guided the fortunes 
of the Phoenix almost 60 years ago. 

“In January, 1871, the comany’s as- 
sets aggregated $1,900,000. In the fall 
of that year the Chicago conflagration 
and certain extensive forest fires cost 
$1,000,000 approximately. After the ex- 
citement incident to this hard blow, 
along came Boston with a demand for 
$400,000. It took courage and _ vision, 
and several other things, to pay $1,400,- 
000 out of $1,900,000 in thirteen months’ 
time and to keep forging ahead! 

“In reviewing source material, made 
up mostly of records, printed literature 
and letters, one is amazed at the num- 
ber of men who have come and gone, 
each of whom left his impress upon 
the misfortunes of the corporation. The 
soul of a chartered company is made 
up of a great mass of elements, some 
being in the form of living organism 
and a considerable part representing the 
spirit of the dead. Of these manifold 
things, perhaps the labors of a multitude 
of agents—some of them living, many 
of them gone—a great host, many if 
not all of whom have contributed ma- 
terial for the building of a tall and im- 
posing monument. A man is said to 
be known by the company he keeps, 
while a fire insurance company may be 
said to be known by the agents it keeps. 
Thanks to the high grade average of 
our agents throughout the years, to the 
character of our predecessors and to 
the wisdom they displayed, the company 
has fared exceedingly well.” 

Extensive Growth of Group 

Under the leadership of Mr. Milligan, 
the Phoenix assets have increased from 
$14,568,000 in 1913 to more than $70,- 
000,000 at present. The latter figure 
includes assets of subsidiary companies 
owned by Phoenix through its securities 
company, the Phoenix Securities Co. 

The company, on June 21, 1854, opened 


an office on the second floor of the old 
Union Hall building which stood on the 
corner of Pearl and Main streets where 
the Hartford National Bank & Trust 
Co. building now stands. The original 
quarters could not have been extensive 
as office rent for the first five months 
reached the total of $35. 

Henry Kellogg, secretary of the new- 
ly formed company, appears to have 
been the active “home office personnel” 
since all early records were kept by him 
and he appears to have practically been 
the whole company for a considerable 
time. 

Subscribers to the original stock in- 
cluded many names prominent in mid- 
century Hartford history. The fourteen 
men, thirteen of whom became directors, 
included in addition to Mr. Kellogg, 
Nathaniel H. Morgan, the first presi- 
dent; Chester Adams, Erastus Smith, 
7 A. Butler, N. M. Waterman, S. B. 
Beresford, Ralph Cheney, E. T. Pease, 
William Faxon, E. T. Smith, James C. 
Walkley, L. Stockbridge, James Merri- 
man, Daniel P. Crosby, William D. Ship- 
man, Ezra White, of New York, and 
Daniel H. Arnold, also of New York. 

The company paid its first dividend 
of 10%, amounting to $20,000 on June 
15, 1855. This was endorsed on the stock- 
holders’ note. A similar dividend paid 
in similar manner was declared on Jan- 
uary 7, 1856. Several states of the coun- 
try about that time began to require 
insurance companies to write business 
only after stock had been paid for in 
full. Stockholders then paid in $70 a 
share and the company continued busi- 
ness with its capital fully paid up, $160,- 


000 in cash and $40,000 in stock divi- 
dends. 





LE ROY CONFERENCES 

Officials of the Ohio Farmers had 
many busy days this week, according 
to D. W. Crane, secretary, with three 
highly important meetings on Tuesday, 
Wednesday and Thursday. Ohio and 
Indiana fieldmen were at the home office 
in Le Roy on June 25 for their summer 
conference. The following day, execu- 
tives and special agents from the eastern 
territory, supervised by E. K. Schultz 
& Co., of Philadelphia, arrived for a dis- 
cussion of an important project. The 
board of directors met on Thursday, 
June 27, to examine the reports submit- 
ted on the two previous days. 





CALLS TORNADO RATES HIGH 


Insurance Commissioner Dan _ C. 
Boney of North Carolina last week made 
the statement that on the basis of losses 
windstorm insurance rates are far too 
high. He says he has demanded relief 
from the Southern Tornado Insurance 
Association and that if rates are not re- 
duced he will carry the matter to the 
next session of the state legislature. In 
North Carolina the tornado loss ratio 
has been under 15% Commissioner Boney 
says, and he is opposed to paying high 
rates continually to make up the losses 
sustained on Florida underwriting. 





W. VA. ASS’N OFFICERS 
The West Virginia Association of In- 
surance Agents met last week at Hunt- 
ington, W. Va., and elected the following 
officers: President, C. I. Thornburg, 
Huntington; vice- -presidents, Roy Na- 
denbousch, Martinsburg; C. H. Merkel, 
Wheeling; H. L. Fisher, Fairmount; 
George E. Rosson, Charleston; O. 
Seller and Ira Laughlin, Fairmont. 





LONDON & PROVINCIAL AGENT 

The London & Provincial Marine & 
General has named Bergen Tallman of 
80 John street as agent’ for New York 
city and the suburban field for fire and 
allied lines. 





SOUTHERN FIRE IN MO. 


The Southern Fire of New York has 
been licensed in Missouri for fire and al- 
lied lines. Harlow & Co., of St. Louis, 
have been appointed agents for the com- 
pany for the St. Louis district. 


_Agency will be made one. 


A. J. BARR KILLED 
National Underwriter Man Dies in Auto 
Crash; J. A. Walberg, National 
Union, Injured 

Alfred J. Barr, associate editor of the 
“National Underwriter,” was killed and 
John A. Walberg, Cook County mana- 
ger for the National Union Fire, was 
injured when an automobile in which 
they were riding overturned near Chi- 
cago last week. They were driving to 
Nippersink, Wis., for the annual outing 
of the Cook County Field Club. 

A widow and a daughter two years 
old survive Mr. Barr. He was thirty- 
three years old and had been with the 
“National Underwriter” for three years. 
He had previously done reporting for 
daily and theatrical papers. Recently 
Mr. Barr published a novel of prison 


and penitentiary life, “Let Tomorrow 
Come.” 





SYRACUSE AGENCY MERGER 


Two of the largest insurance agencies 
in Central New York will be merged 
July 1 when the C. O. Richards, Inc., 
and Greeland, Durston, Yackel & Rupp 
The new 
firm name will be Richards, Yackel & 
Rupp, Inc. It will occupy the entire 
seventh floor of the Chimes building in 
Syracuse. New officers under the mer- 
ger will be Edward Yackel, president; 
W. J. Richards, vice-president; Frank 
Rupp, treasurer; and A. C. Diesseroth, 
secretary. The staffs of the two agen- 
cies will be largely retained. The Green- 
land agency was formed in 1864 and the 
Richards business in 1917.. 





CELEBRATES 3RD ANNIVERSARY 


William B. Wiegand will celebrate his 
third anniversary as chief insurance ex- 
aminer of the New Jersey insurance de- 
partment on July 6 with headquarters 
in Newark. Since the department was 
reorganized three years ago the de- 
partment has made over 200 examina- 
tions which consisted of seventy-nine 
examinations as to the financial condi- 
tions of companies, seventy-three in- 
creases in capital and forty-eight or- 
ganizations. There has been an increase 
in policyholders’ surplus, excluding life 
companies, of over $100,000,000 in the 
past three years, showing the tremen- 
dous growth of insurance companies in 
the state. 








219TH YEAR 


SUN 


INSURANCE OFFICE, LIMITED 

FOUNDED 14710 
United States Branch 
55 Fifth Ave. — York 
Western Departmen: 
Wrigley Bldg., 410 N. N. Michigan Ave, 
Chicago 

Pacific De; 


partment 
N. W. Cor. Sansome and Sacramento Sts, 
San Francisco, Cal. 








INSURANCE 
HARRY C. FRY, Jr., President 
307 FOURTH AVENUE PITTSBURGH 


LOGUE BROS. & CO., Inc. 











INSURANCE STOCKS 


PPPs 


FRANK L. BROKAW & (0 


Incorporated 


Frank L. Brokaw Walter J. Nichols 
Howard C. Hill Stockton Cranmer 


149 BROADWAY, NEW YORK 
Barclay 2720 














| J. Campbell Haywood 
ADJUSTER 
for STATE of CONNECTICUT 


Wide Experience 
Moderate Charges 


Warren, Conn. Cornwall Bridge P. O. 











THE HANOVER 


FIRE INSURANCE COMPANY 


Continuously in business since 1852 
Charles W. Higley, President 


HOME OFFICE 
Hanover Building 
34 Pine St., 

‘New York City 
Howie, Jarvis & Wright, Inc., 
General Agents 
Metropolitan District 
99 John Street, New York 




















O. J. PRIOR, President 


INCORPORATED 1868 


The Standard Fire Insurance i 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, Secretary 
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Royal Exchange Assurance 
THE STATE ASSURANCE CO. Ltd. 


PROVIDENT FIRE INS. CO. 
‘New Hampshire Corporation) 


‘CAR & GENERAL INS. CORP., Ltd. 


The First Company Organized to Insure Automobiles 
95 Maiden Lane, New York 


1720 


1891 
1924 


1903 
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| de CORROON & REYNOLDS FLEET 
EXTENDING COUNTRY-WIDE SERVICE AND PROTECTION 


DECEMBER 31ST, 1928, STATEMENTS 


AMERICAN EQUITABLE ASSURANCE COMPANY OF NEW YORK LONG ISLAND FIRE INSURANCE COMPANY 
Liabiliti Capital *Net Resources Assets Liabilities Capital *Net Resources 
$3,304,266.51 $2,000.000.00 6,704,895.78 $408,657.14 $42,532.38 $200,000.00 $366,124.76 


MERCHANTS AND NEWARK Be FIRE INSURANCE COMPANY 


N. J. (Chartered 1849) 
$5,774,475.31 $1,291,847. 16 $1,000,000.00 $4,482,628.15 


NEW YORK FIRE INSURANCE COMPANY 
(Incorporated 1832) 


Assets 
$10,099,162.29 


BRONX FIRE INSURANCE COMPANY OF THE CITY OF NEW YORK 
$4,889,591.12 $755,197.32 $1,000,000.00 $4,134,393.80 


BROOKLYN FIRE INSURANCE COMPANY 


$5,762,813.80 $1,293,331.77 $1,000,000.00 $4,469,482.03 $2,922,000.19 $927,051.01 $1,000,000.00 $1,994,949.18 
GLOBE INSURANCE COMPANY OF AMERICA REPUBLIC FIRE INSURANCE COMPANY 
PITTSBURGH, PA. (Incorporated 1862) PITTSBURGH, PA. a 1871) 
$2,258,430.77 $813,552.56 $512,000.00 $1,444,878.21 $4,076,176.31 $1,040,535.31 $1,000,000.00 $3,035,641.00 
SYLVANIA INSURANCE COMPANY 
KNICKERBOCKER INSURANCE COMPANY OF NEW YORK PHILADELPHIA, PA. 
$5,034,363.88 $2,255,641.18 $1,000,000.00 $2,778,722.70 $5,327,783.03 $758,805.07 $1,500,000.00 $4,568,977.96 





*Net R es, being aggregate of Capital, Net Surplus and Voluntary Reserves. 
CLASSES OF INSURANCE WRITTEN 


FIRE, AUTOMOBILE, EXPLOSION, RIOT, CIVIL COMMOTION, TORNADO AND WINDSTORM, SPRINKLER LEAKAGE, USE AND OCCUPANCY, PROFITS, 
LEASEHOLD AND GENERAL MERCHANDISE FLOATERS. 


CORROON & REYNOLDS 
INCORPORATED 
MANAGER 


NEW YORK CITY, N. Y. 
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Deplores Trespass Of 
State On Agents’ Risks 


CALLS PRINCIPLES VIOLATED 
E. M. Griggs, National Board Counsel, 
Says State Self Insurance Has No 
Place in American Business 


To eliminate private insurance on state 
owned properties is a trespass which lo- 
cal agents should resist with all their 
strength and vigor, E. M. Griggs, assist- 
ant general counsel of the National 
Board of Fire Underwriters. told the 
Kentucky agents at their annual conven- 
tion Wednesday at Louisville. For a 
state to carry its own insurance is really 
a violation of the property rights of in- 
surance agents, Mr. Griggs maintained. 

In nearly every public gathering there 
may be found those who apparently view 
with alarm the sums of money annually 
expended by a state and its political sub- 
divisions for the protection. of public 
property against damage by fire and 
other casualties, said Mr. Griggs. It is 
often suggested that such protection be 
terminated, and provision be made for 
the setting up of a so-called sinking 
fund to take care of future losses, or of 
leaving the matter of such losses to a 
kind Providence and the succeeding gen- 
eration. This is paternalism and com- 
plete disregard of the obligations of a 
state to the agents who are licensed by 
it to write insurance. 

Duty of Stage to Protect Business 

“The duty of the state, said Calvin 
Coolidge a few years ago, is to protect 
business, not to compete with it,” Mr. 
Griggs continued. “Now, business can 
not be protected if there is no business, 
and continuous employment can not be 
secured if even the right of competition 
is denied. Monopolies are decried, and 
legislation prohibits them. How can the 
state justify any theory of self insurance 
which is in itself a monopolistic assump- 
tion of the business of its own citizens. 
Experience demonstrates that there is 
no saving of money in such a scheme, 
yet if there was a saving it could not 
excuse the unwarranted trespass upon 
that which the state has recognized and 
licensed as a business, a business which 
it acknowledges must be protected and 
kept secure for its people. 

“Colorado initiated a sinking fund to 
replace fire losses in 1925. The sum of 
$40,000 was annually appropriated, but 
the state had the usual trouble in balanc- 
ing its budget, and the amount was not 
actually set aside. A $50,000 loss oc- 
curred and there was no money to re- 
build. In 1927 the legislature of Colo- 
rado substantially repealed the law of 
1925. 

“Minnesota started a state institutional 
fire fund in 1913. By 1921 it had accu- 
mulated in this fund $250,000, but a 
$500,000 loss occurred. The state capitol 
in West Virginia burned a few vears 
ago. The loss was $5,000,000, with no 
insurance. The St. Louis Board of Edu- 
cation lost upwards of a million dollars 
of school property in the tornado of 
1927. When the storm struck there was 
only $75,000 in the special ‘self-insurance’ 
fund set up to replace windstorm losses. 
It was estimated that the loss suffered 
would have paid the premiums on ade- 
quate insurance for a hundred years. 

Experience in Kentucky 


“You have had a wonderful object les- 
son here in Kentucky. Your legislature, 
in 1928, had before it a bill to cancel all 








Fire Gossip 


F two people who had been through fires (say Mrs. Smith 
I and Mrs. Brown) could get together, they would have 
much to talk about. But whatever striking details they 
might discuss, one thing is sure—they would wax enthusiastic 
over the value of sound fire insurance. 


The Mrs. Smiths and Mrs. Browns in your communityzand 
their friends are among your best prospects for Fire Insurance. 
They will realize the necessity for adequate insurance in a 
sound company like the New Brunswick. Have you sup- 


plied all their insurance needs? 


NEW YORK OFFICE 
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59 MAIDEN LANE 
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insurance on state property. The bill 
failed to pass. Last February a disas- 
trous fire occurred in a state office build- 
ing at Frankfort, following which our 
companies paid out in loss claims almost 
as much as they annually receive in pre- 
miums for protection on all state prop- 
erty. 

“As citizens of Kentucky, you have a 
moral and constitutional right to look to 
the Commonwealth for the protection of 
your business and your livelihood. You 
are of the people which constitute the 
Commonwealth. It is your Common- 
wealth, pledged to guard you against 
trespass. Not alone trespass by aliens 
and strangers, but trespass by the Com- 
monwealth itself. Inconsistency has no 
place in the body politic. The state has 
no more right to break down your fences 
than has your neighbor. This is funda- 
mental, self-evident.” 


BALTIMORE SOCIETY ELECTS 

John G. Reese this week resigned as 
president of the Insurance Society of 
Baltimore on account of the pressure 
of work as head of the insurance de- 
partment of the Consolidated Gas, Elec- 
tric Light & Power Co., of Baltimore. 
He is succeeded by Carl F. Gail, first 
vice-president: Mr. Reese was elected 
president only last week. Other officers 
elected were Edgar H. Donaldson, Jr., 
second vice-president; Herbert E. Ross- 
man, third vice-president; J. Vincent 
Brooks, Jr., secretary-treasurer, and 
Harry C. Stanwood, assistant secretary. 





AD CONFERENCE TOPICS 


Fire Group Session Tentatively Selects 
Subjects to Be Discussed at Cleve- 
land Convention 
Chairman Harold E. Taylor, of the 
fire group of the Insurance Advertising 
Conference, says that the group recom- 
mends three topics for talks at the gen- 
eral convention of the Conference at 
Cleveland. These are: how to buy art 
work; what are to do with the agent’s 
window, and a mail campaign from the 
company directly to the prospect. One 
of the sessions of the fire group will 
be closed to outsiders and the press 
so that some intimate problems may be 

discussed with frankness. 

For the opening session of the group 
the following topics have been agreed 
upon tentatively: 

Are there any new ways to interest 
agents in the so-called side lines? 

Getting the special agents’ help in in- 
teresting local agents in ‘the work of 
the advertising department. 

What is your method of bringing your 
material to the attention of the proper 
individual in the agency? 

House organs. Why and how? 





‘ IDUNA STOCK CALL 
The Iduna General, one of the Ameri- 
can owned German companies, asks 
shareholders to pay up additional 25% on 
their stock. So far only 25% was paid 


HEARING ON QUEENS RATES 


Conway Orders Survey of Districts 
Where Recent Rate Increases Have 
Caused Protests 


Insurance Superintendent Albert Con- 
way announced at a hearing on Queens 
County fire rates on Tuesday that a 
survey would be made of sections of 
the county where rates have been in- 
creased recently from the base rate of 
twenty cents to forty-five cents b-- the 
following additions: ten cents for con- 
flagration hazard, five cents for wooden 
shingles and ten cents for bad paving 
of streets. 

Representatives of the New York Fire 
Insurance Rating Organization attended 
the meeting for the insurance companies, 
and representatives of five individual civ- 
ic organizations headed by Robert S. 
Girling, Jr., chairman of the insurance 
committee of the Central Queens Allied 
Civic Council, were present to protest 
against the increase which went in ef- 
fect as soon as it was announced. 

Mr. Conway indicated that if it is 
possible he will order the increased rates 
removed in at least part of the areas 
involved as soon as the coming survey 
is completed. 


RUNNING MATE FOR CAMDEN 

A fire insurance company running 
mate is to be started by the Camden 
Fire either late this year or early in 
1930. Elwood S. Thompson, secretary 
and treasurer of the Camden, although 
refusing to confirm this report, admitted 
that the subject has been under consid- 
eration by the company for some time. 

The Camden Fire last year enjoyed a 
good year and its experience for 1929 
has been all that could be expected. 
Several months ago reports were spread 
that the company was for sale and 
would be acquired by the Insurance Co. 
of North America and the America Fore 
group, among others. 


AVIATION UNDERWRITERS 


Secretary of State Becker, of Mis- 
souri, has granted a certificate of incor- 
poration to the National Aviation Un- 
derwriters, Inc., of Kansas City, Mo, 
authorizing the company to act as ut 
derwriting manager agent for insurance 
companies or group of insurance com- 
panies or associations, inspect risks and 
publish statistics, etc. The agency is in- 
corporated for $10,000 with 2,000 shares 
at $5 par value each. The incorporators 
are: Jules B. Guinotte, H. E. Clark, Jr, 
Frank G. Altman and Charles M. Single- 
ton, all of Kansas City. They hold 0 
shares each. Charles M. Howell is at- 
torney for the company. 











BOSTON FIRE BOARD RULES 

The Boston Board of Fire Underwrit- 
ers at a special meeting on Tuesday 
amended the constitution and agency 
and brokerage rules of the board to 
permit the brokers’ committee to initi- 
ate proceedings in cases where viola- 
tions are deemed to have been made 
against the rules of the board govern- 
ing brokers and agents. 


AUTO BODY DEFERS ACTION 

The executive committee of the East- 
ern Automobile Underwriters Conference 
last Friday examined two propositions. 
One is to extend to buyers of automobile 
fire and theft insurance a number of ad- 
ditional coverages at a small extra pre- 
mium and the other was a new collision 
policy. No final action was taken on 
either plan. 
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Useless Leases 


Only yesterday they represented 
a substantial monthly income; 
today, they are but worthless 
pieces of paper! 


Unfortunately, it was only after 
fire had gutted his apartment 
house that Smith discovered he 
should have been insured against 
the loss of his rental income. 


Do all your clients who own 
rented property realize that they 
can protect their rental income 
with Rent Insurance? Solicit this 
line from the property owners in 
your territory—it may prove an 
entering wedge to all their business. 


FIDELIT Y~PHENIX 
FIRE INSURANCE COMPANY 
EIGHTY MAIDEN LANE, NEW YORK,N.Y. 


ERNEST STURM, Chairman of the Board 
PAUL L.HAID, President 
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Manufacturing Costs of Insurance 


William Quaid Tells Agents Good Public Relations Plan Is To Inform 
~ Clients About Protection In Terms Of Costs In 
Dollars And Not Rates 


Vice-President William Quaid, of the 
Southern Fire of New York, speaking 
Wednesday before the Kentucky Insur- 
ance Agents’ Association convention at 
Louisville, on the subject of public rela- 
tions, said that a good plan ts to get away 


from the use of the word “rate” and to 


discuss insurance buying in dollars and 
cents and also to inform clients of the 
manufacturing costs of fire insurance in 
order that they may know they are not 
paying an exorbitant price for what they 
receive. Mr. Quaid stated that the pub- 
lic’s reaction. to any business is in direct 
ratio in which that business is aggressive- 
ly and intelligently sold. Mr. Quaid’s re- 
marks follow: 

Some time ago I was attending a din- 
ner of insurance men, where the speak- 
er got up.and talked about the profes- 
sion of insurance. To me the word pro- 
fession implies practice. For instance, 
one practices law, one practices medicine 
and one of the great troubles with in- 
surance is that a great many of us try 
to practice it, when, as a matter of fact, 
we are in one of the hardest selling busi- 
nesses in the world. I do not believe 
that any commodity can be well sold un- 
less the salesman knows something of 
manufacturing cost, and it seems to me 
that we will not stand right in the buy- 
ing community until our salesmen realize 
that they must know and must be able 
to intelligently discuss manufacturing 
cost. ‘By that I do not mean that the 
salesman must give a long explanation 
of schedule rating or use a lot of tech- 
nical insurance terms, for, as a matter 
of fact, insurance has a language entire- 
ly its own which the buyer does not 
understand. 

Take for instance “rate.” After all of 
my years in the insurance business, I 
do not and could not understand buy- 
ing anything by being quoted a rate. 
I believe that the buying resistance is 
tremendously increased when the term 
quoted is something the buyer is not 
familiar with. What I would do would 
be to always quote dollars and cents 
premiums. If a man came to me and 
said, “What is the rate on my build- 
ing?” I would first want to know that 
value of that building and if it was 
worth $10,000 and the rate was 1%, I 
would say, “I will give you $8,000 worth 
of the best insurance in the world for 
$80.” I believe that the average buyer 
would understand $80 where he would 
not understand 1%. In other words, if 
you quoted 1% he could readily say. 
“Why, I think that rate is too high.” 
But if you quoted him $80 he would be 
unintelligent if he said, “Well, I think 
the price should be $75 or $77 or $77.50.” 
In other words, he thoroughly under- 
stands $80. Also, when he is buving $8.- 
000 worth of good protection, $80 would 
seem to be a reasonable charge. 

Costs of Fire Policies 

However, that is a digression from the 
manufacturing cost of fire insurance. To- 
day fire insurance is a high-speed, mass 
production output and I am sure that 
if we in the insurance business would 
view our business in this light, that we 
would have ever so much more confi- 
dence in the product which we are mak- 
ing and selling than we have at pres- 
ent, and our agents by viewing our busi- 
ness in the same way as any other dis- 
tributor views his factory’s output would 
carry a different message to the buyers 
of insurance and would do more for 
“public relations” than can be done in 
any other direction. 

Now let us look for a minute at this 
actual manufacturing cost of a fire in- 
surance policy. Some little time ago I 


analyzed the operations of a large fire 
insurance company and you probably will 
be surprised to know that every cent 
that could be charged to manufacturing 
cost consumed exactly fifteen and one- 
half cents of the dollar premium. Of 
this fifteen and one-half cents, two and 
one-half cents was tax and certainly tax 
cannot be considered a manufacturing 
cost, so that the total actual cost of 
making the policy, including everything 
from the salary of the office boy to that 
of the president, rent, field expense, lo- 
cal boards and everything that went into 
the manufacturing of that policy was 
costing the buyer exactly thirteen cents 
and I do not believe that any method 
can be found that will manufacture the 
policy at less cost than the stock fire 
insurance company. We know that for 
several years, with the exception of the 
last two years, there was no under- 
writing profit and therefore insurance 
was manufactured and sold by the com- 
panies at cost or less than cost. 

Now the selling cost was twenty-two 
and one-half cents. This twenty-two 
and one-half cents is justified just in the 
degree in which insurance is shrewdly 
bought or poorly bought. By that 1] 
mean that if nothing is delivered by the 
distributor but the policy, this selling 
cost is not justified. But if wrapped up 
in this twenty-two and one-half cents is 
the knowledge of insurance, the knowl- 
edge that will protect the buyers’ needs 
and provide for those needs, the knowl- 
edge that will enable the distributor to 
study the risk so that the best price 
can be secured, then every cent of this 
twenty-two and one-half cents is well 
earned. Do you know that when I got 
through with my study of that part of 
the dollar premium that went into man- 
ufacturing and selling expenses that I 
got a real inspiration, for the reason 
that it was the first time I got the idea 
that the best return the buyer of fire 
insurance got out of his dollar premi- 
um was from the expense part of the 
dollar premium, rather than from the 
loss part of the dollar premium. 

Big Return on the Expense 


Now what I want to get across here 
is that if we pointed out to the buyer 
that the return he got on the expense, 
or in other words the manufacturing 
and selling cost part of the dollar pre- 
mium was greater than on the loss part 
of the dollar premium, that he would 
understand better the value of the ar- 
ticle that he was buying. Take this 
countrywide selling cost of twenty-two 
and one-half cents and I will grant you 
that it may seem high, but I know of 
no money better earned or more justly 
earned than the selling cost part of the 
dollar premium, if the job is done well. 

So, to sum up what I have been try- 
ing to explain, let me say that I most 
heartily believe that if we will get away 
from talking “rate,” that if we will look 
into our business from the viewpoint of 
manufacturing a commodity (which, tak- 
ing insurance as a whole) ranks sixth 
if not fifth in the volume: of business 
done in the United States. if we will sell 
what we have to deliver in the expense 
part of the dollar premium, if we will 
study the other man’s business so that 
he may be able to discuss insurance in 
the language that he understands, so 
that he may compare insurance costs 
with his own business. that we will have 
a “public relations” facility and ability 
that will do more for insurance than 
any countrywide advertising campaign 
and will make the community openly 
acknowledge the confidence which they 
have in insurance and which confidence 
they demonstrate when they buy suf- 
ficient insurance to make insurance the 
great business that it is today. 

















NE year after the Northern 

entered this country the 

“Miles Greenwood,’ New 
York City’s first steam fire engine, 
created a sensation at its try-out. 
For all its imperfections it was a 
wonderful improvement over the 
old hand-pump engine and was the 
forerunner of today’s marvelous 
equipment. 


With annual losses now of nearly $500,000,000 
as compared with about $15,000,000 in 1854, 
the old style apparatus is as obsolete as the old 
hand written insurance policy. 


Despite the continual improvements that have 
resulted in the wonderful fire fighting facilities 
of today, the fact still remains true in 1929 as 
in 1854 that the only sure protection against 
financial loss by fire is sound and adequate 
fire insurance. 
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Public Friendship 
Big Asset Says Reeves 


UNDERSTANDING IS ESSENTIAL 





Southeastern Manager of L. & L. & G. 
Tells Virginia Agents of Their High 
Place in Business 





Local agents have an opportunity to 
sell a policy that requires no form or 
rider, that is associated with no special 
agent or stamping office, but on which 
they may collect handsome premiums, 
said M. S. Reeves, manager of the 
southeastern department of the Liver- 
pool & London & Globe, speaking yes- 
terday at Alexandria, Va., before the an- 
nual meeting of the Virginia Association 
of Insurance Agents. This is the pol- 
icy of understanding, the premiums on 
which is favorable public opinion. 

According to Mr. Reeves, the popu- 
larizing of insurance, so necessary to the 
nation’s prosperity, is not wholly the 
agents’ responsibility, the companies too 
having their task to perform. Mr. Reeves 
also intimated in this connection that 
Virginia will be one of the states in 
which the National Board of Fire Un- 
derwriters will run its newspaper adver- 
tising campaign this year. 

“By the very nature of the ‘American 
agency system’ the responsibility of 
molding public opinion is laryely yours, 
you are the ambassadors of goodwill and 
the link in the chain that binds the pub- 
lic to the companies. 

“There is no question in my mind, and 
I cannot understand why any one should 
have a doubt about the influence for 
good that is exercised by the conscien- 
tious, right thinking agents, who, for the 
most part, compose what is generally 
termed ‘the American agency system.’ 

“I did not come here to gain favor 
by plying platitude and palaver and I do 
not intend to leave the impression that I 
believe ‘the American agency system’ is 
any nearer perfection than other busi- 
ness institutions, but I know enough 
about agents to convince me that they 


are on the average as intelligent, as hon- 
orable, as influential, and as capable of 
lifting our business to a higher plane as 


are any group of business men engaged 
in other vocations. 
Too Many Agents in Field 

“The one great fault of the American 
agency system today is that it is too 
comprehensive. There are too many 
ne’er-do-wells holding agency commis- 
sions, who have failed to make good in 
other undertakings, and who are ped- 
dling policies for pennies because some 
telative happens to own property on 
which insurance is carried. This type 
of agent, who is generally uninformed, 
often misinforms the public and can do 
more harm to our business than I can 
tell vou in the time allotted to me today. 

If we can confine the representation 
of insurance to agents who, through 
study and experience, have mastered the 
various contracts of indemnity, who can 
8ive sound advice, disseminate knowl- 
edge, and engender goodwill, and at the 
Same time protect the interests of the 
companies they represent, then we shall 
ave reached a condition of supreme im- 
provement and our business will be fos- 
tered and not fought by lawmakers. 
. There are agents who mave mastered 
€ business and who give advice, but 
Huortunately the advice is often against 
ag interests of the companies they rep- 
- ent. It happens not infrequently that 
ss will actually assist an assured in 
“ ght to force a company to pay a 
OSs not covered by the contract. This 
a cp on the part of an agent is hurt- 
ul to the business, and it enganders sus- 
Picion, 

Hopes for Agents Only of Highest 
My ype 
‘ ccna sound idealistic to visualize 
Seb vee. so nearly perfect as ‘the 
mucin cf agency system’ including only 
ough of the highest type, who are thor- 
tone Y qualified to represent the busi- 

and therefore protect the interests 





of their customers as well as their com- 
panies, but no great achievement is ac- 
complished without an infusion of ideal- 
ism and I shall continue to hope for the 
time when the general character of 
agents has been raised to a plane befit- 
ting the importance of the business they 
represent. I believe the standard has 
been heightened in recent years through 
the influence of the National Association 
of Insurance Agents, which organization 
realizes that the character of insurance 
is portrayed in the character of those 
who represent insurance in the com- 
munity. 

“I hope also for the time when insur- 


ance companies and agents will frequent- 
ly conciliate and fraternize by confer- 
ence, for a heart-to-heart talk will have 
a salutary effect and will go a long way 
to solve many problems that now con- 
front us. Difficulties and misunderstand- 
ings can be reduced and overcome 
through conference for conference be- 
gets understanding and understanding 
begets good will.” 





SOUTHERN FIRE IN UNION 
The Southern Fire of New York, run- 
ning mate of the Southern Surety, will 
join the (Western) Union, it is reported 
in New York insurance circles. 


MAYFLOWER APPOINTMENTS 

The following agency appointments 
were made in New Jersey last week by 
the Mayflower companies of Newark: 
John F. O’Malley, Harrison; Gansler & 
Leveen, Herbert H. Eber & Co. and the 
Hartman-Sandford Co. Inc. all of 
— and Abrams. & Abrams, Plain- 

eld. 





WRITE CONTENTS ON TERM 

The New York Fire Insurance Rating 
Organization, suburban division, has an- 
nounced that contents of sprinklered 
buildings can now be written on a term 
basis in the Suburban Exchange field. 
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Cumberland, Maryland, 
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New Jersey Commission Scale 


(Continued from Page 1) 


are going to do. Some of the largest 
agencies in Newark represent non-affili- 
ated and affiliated companies and they 
are being watched as to what action they 
propose to take. 

Prominent among the New Jersey 
non-affiliated companies are the Fire- 
men’s, Public Fire, Merchants & Manu- 
facturers and the Mayflower companies, 
and while none of the officials would 
talk yet it was intimated that some ac- 
tion may be taken, possibly to seek an 
injunction. 

The non-affiliated companies have no 
definite scale of commissions and no two 
of them have the same scale. Threats 
of the non-affiliated companies to estab- 
lish a rating organization of their own 
are not taken seriously by the Eastern 
Underwriters’ Association companies or 
agents. Such a proposition, they say, 
would cost a vast sum of money and 
take several years to build up. The lat- 
ter proposition would mean a rate war 
and many of the old time agents are 
still familiar with the disastrous results 
of the last cut-rate war in New Jersey. 

The New Jersey graded commission 
classification schedule is given herewith. 
To save space the words, “buildings and 
contents” are omitted after classes of 
buildings where the same commission is 
paid on buildings and contents. The 
following definitions are given at the 
head of the classifications: 

“Protected” risks are such as are des- 
ignated by the rating expert as being un- 
der fire protection and/or classes as 
sprinklered by the rating expert. Brick: 
Includes brick, stone and _ fireproof. 
Frame: Includes brick veneer or brick- 
cased on frame, cement or concrete 
block, interlock and hollow tile. Note: 
When construction is not indicated, it 
means any construction. 


“Protected” 

Academies. (See Educational Institutions.) 

Almshouses. (See Institutions.) 

Amusement Parks—15%. 

Apartment Houses—occupied exclusively as 
such, and their apartment house con- 
tents—30%. 

Apartment Houses built and occupied primarily 
for that purpose but having small stores as 
incidental first floor and/or basement tenants 
-—buildings and household furniture’ con- 
tents—30%. 

All other contents. (See Mercantile Contents.) 

Armories. (See Public Buildings.) 

Art Galleries and Museums. (See Public 
Buildings.) 

Asylums—-Insane—and Hospitals (where pa- 
tients are under restraint.) (See Institu- 
tions.) 

Automobile Stations. (See Garages.) 

Bank Buildings—and contents. (See Mercan- 
tile Buildings and Mercantile Contents.) 

Bark, Logs and Cordwood—15% 

Barns, private—30%. 

Barns, public—20%. 

Baseball Parks, Fair Grounds and Race Track 
Property—15%. 

Bathhouses, private—30% 

Bathhouses, public--15%. 

attery Stations. (See Gdrages.) 

Blacksmith Shops—20% 

Boarding Houses—brick—(not seasonal or re- 
sort), occupied exclusively as such and their 
boarding house contents—36%. 

Boarding Houses—frame or seasonal or resort 
--and their contents—20%. 

Boarding Stables—20%. 

Boat Houses, private—20%. 

Boat Houses, public—15%. 

Boats and Launches, private, and contents— 
20%. 

Boats and Launches, public—15%. 

Bottling Works. (See Special Hazards.) 

Bridges—15% 

Builders’ Material Establishments—brick or 
frame. (See Special Hazards.) 

Builders’ and Carpenters’ Risks—The commis- 
sion to be paid on Builders’ Risks shall be 
that applying to the class to which the build- 
ing, when completed, would properly belong. 

Buildings and contents, where a building or 
buildings, and their contents are insured un- 
der blanket form, the commission shall be 
that which would be applicable to the cen- 
tents if insured separately from the build- 


ing. 

Buildings of mixed construction. Where a 
brick building has a frame extension, the 
addition being more than one story in height 
or exceeding 650 sq. ft. in ground area, the 
building shall class as frame. For commis- 
sion refer to specify occupancy classification. 

Carpenters’ and Builders’ Risks. The commis- 
sion to be paid on Builders’ Risks shall be 
that applying to the class to w hich the build- 
ing, when completed, would properly belong. 

Cement or Concrete Block buildings—class as 
frame. For commission refer to specific oc- 

cupancy classification. 


Chapels. (See Religious Institutions.) 

City Halls—brick—and contents. (See Public 
Buildings.) 

City Halls—-frame—and contents—20%. 

Clubs, City. (See Mercantile Buildings and 
Mercantile Contents.) 

Clubs, Country, Golf, Tennis, Boating and 
Snorting—20%. 

Colleges. (See Educational Institutions.) 

Commission insurance—rate of commission ap- 
plicable to the risk to which such profits and 
commission insurance applies. 

Convents. (See Religious Institutions.) 

Cordwood, Logs and Bark—15%. 

Courthouses—brick—and contents. (See Public 
Buildings.) 

Courthouses—frame—and contents—?0%. 
Dormitories, College or School—buildings and 
contents. (See Educational Institutions.) 

Dredges—15%. 

Dwellings—brick and frame—orccupied exclusive- 
ly as such and contents—30%. 

Dwellings—built and occupied primarily for 
that purpose, but having stores as first floor 
and/or basement occupants. buildings and 
their dwelling house contents—30% 

Note:—In the case of insurance pon the 
contents of dwelling houses, the iriclusion of 
a physician’s or dentist’s outfit in the cover 
does not render the risk ineligible for the 
hieher rate of commission. 

All other contents. (See Mercantile Con- 
tents.) 

Ednecational Institutions—brick—and contents: 
When written with at least 80% coinsurance 
clause—30%. 

When written without or less than 80% co- 
insurance—25%,. 

Educational Institutions—frame—20%. 

Electric Tight nad Power Stations. (See Pub- 
lic Utilities.) 

Flevators (grain, malt, etc.)—15% 

Errors and Omissions lncureace—25% 

Exposition Property-——hrick or feume—15% 

Fair Grounds, Baseball and Race Track Prop- 
erty—15%. 

Fire Department Stations—brick. 
Buildings.) 

Fire Department Stations—frame—and _ con- 
tents—20%. 

Fraternity Houses—College—and their contents. 
(See Educational Institutions.) 

Garages, private, and contents—30% 

Garages—public—brick—and ce 9A 
When written with at least 80% coinsurance 

clause—25%. 
When written without or less than 80% coin- 
surance—20%. 

ee ee and contents 

Gas _ Naatural or Artificial—public or 
private. (See Public Utilities.) 

Greenhouses, private, and contents—30% 

Greenhouses, public or commercial, pad con- 
tents—20%. 

Gymnasiums. (See Educational Institutions.) 

Hollow Tile and Interlock Buildings—class as 
frame. For commissions refer to _ specific 
occupancy classification. 

Homes. (See Institutions.) 

Hop Houses—20%. 

Hospital Buildings and contents. (See Institu- 
tions.) 

Hotels—(not seasonal or resort or fireproof)— 
buildings and contents. 

(See Mercantile Buildings and Mercantile 
Contents.) 

Hotels—(seasonal or resort (except brick resort 
hotels of all year occupancy and except fire- 
proof), buildings and contents—20%. 

Hotels (resort. all year occupancy)—brick (ex- 
cept fireproof) : 

When written with at least 80% coinsurance 
clause—25%. 

When written without or less than 80% co- 
insurance—20% 

Hotels—fireproof : 

When written with at least 80% coinsurance 
clause—30%. 

When written without or less than 80% co- 
insurance—20%. 

Household Furniture in use in buildings occu- 
pied above the grade floor exclusively for 
dwelling or office purposes—30%. 

Household Furniture in use in buildings with 
mercantile or other than purely dwelling or 
office occupancy above grade floor—20%. 

Ice Houses—15%. 

Improvements to Buildings, when insured spe- 
fically—20%. 

Improvements to Buildings when insured with 
eee rate of commission as _ build- 


(See Public 








ng. 

hasane Asylums and Hospitals where patients 
are under restraint. (See Institutions.) 

Institutions—Medical and MHealth—Asylums, 
Hospitals and Homes, public and private— 
brick—such as those for the Aged, Crippled, 
Blind, Deaf, Dumb, Poor or for Sailors or 
Soldiers or Orphans and contents : 

When written with at least 80% coinsurance 
clause—30% 

When wxnnen: without or less than 80% coin- 
surance—25%. 

Institutions—Medical and Health—Asylums, 
Hospitals and Homes, public and private— 
frame—such as those for the Aged, Crippled, 
Blind, Deaf, Dumb, Poor or for Sailors or 
Soldiers or Orphans and contents—20%. 

Interlock and Hollow Tile Buildings—class as 
frame. For commission refer to specific oc- 
eupancy classification. 

Jails—brick—and contents. (See Public Build- 
ings.) 

Ta‘ls—frame—and contents—20%. 

launches. steam or gasoline—15% oe a 

Leasehold Insurance—Same rate of commission 
as_ building. 

Libraries—brick, (See Public Buildings.) 
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Libraries—frame—and contents—20%. 

Livery Stables—20%. 

Live Stock, Barns and contents on premises of 
distilleries, abattoirs and stockyards—20%. 
Lodges and Secret Order Buildings (excluding 
college fraternities.) (See Mercantile Build- 

ings and Mercantile Contents.) 

Logs, Bark and Cordwood—15%. 

Lumber: 

When written with at least 80% coinsurance 

clause—25%. 

When written without or less than 80% coin- 

surance—. ‘O. 

Mercantile Buildings—brick or frame: 

When written with at least 80% coinsurance 
clause—30%. ; 
When written without or less than 80% coin- 

surance—20%. s 

Mercantile, Contents, including Furniture and 
Fixtures, located in brick buildings: 

When written with at least 80% coinsurance 
clause—25%. ‘ 
When written without or less than 80% coin- 

surance-—20%, 

Note:—-In no case shall Mercantile Stocks 
and/or Furniture and Fixtures take a higher 
rate of commission than the rate to which 
the building containing them is eligible. 

Mercantile Contents, including Furniture and 
Fixtures, located in frame buildings (other 
than buildings only one story high or having 
only dwellings above first floor)—20%. 
Note:—In no case shall Mercantile Stocks 
and/or Furniture and Fixtures take a higher 
rate of commission than the rate to which 
the building containing them is eligible. 

Mercantile Contents, including furniture and fix- 
tures, located in frame buildings only one 
story high or having only dwellings above 
first floor: 

When written with at least 80% coinsurance 
clause—25%. : 
When written without or less than 80% coin- 
surance—20%. 

Milk Stations—20%. 

Monasteries. (See Religious Institutions.) 

Moving Picture Buildings—and contents. 
Mercantile Buildings and Mercantile Con- 
tents.) 

Musenms—brick—and contents.. (See Public 
Buildings.) 

Museums—frame—and contents—20%. 

Observatories. (See Educational Institutions.) 

Office Buildings. (See Mercantile Buildings 
and Mercantile Contents.) 

Oil Filling Stations. (See Garages.) 

Oil Tanks and Contents (petroleum, crude and 
refined, cotton-seed, linseed)—20%. 

Orphan Asylums. (See Institutions.) 

Paint Shops—brick and frame—20%. 

Patrol Stations—brick. (See Public Buildings.) 

Patrol Stations—frame—and contents—20%. 

Penal Institutions. (See Public Buildings.) 

Piers and Merchandise therein or thereon: 
When written with at least 80% coinsurance 

clause—25%. 
When written without or less than 80% coin- 
surance clause—20%. 

Police Stations—-brick—buildings and contents. 
(See Public Buildings.) 

Police Stations—frame—and contents—20%. 

Polyte = Institutes. (See Educational Insti- 
tutions. 

Poorhouses, buildings and contents. (See In- 
stitutions.) 

Profits Insurance. (See Commission Insurance.) 

Public Bathhouses—15%. 

Public Buildings—brick—Armories, Art Galle- 
ries, City Halls. Court Houses, Fire Depart- 
ment Stations, Fire Patrol Stations, Jails, Li- 
braries, Museums, Police Stations, Pumping 

‘ations and Town Halls and contents: 
When written with at least 80% coinsurance 

clause—30%, 

When written without or less than 80% coin- 

surance—25%, 

Public Ruildings—frame—and contents—20%. 


(See 


Public Utilities—brick or frame—and contents: 
Wen written with at least 80% coinsurance 
lause—25%, x 
When written without or less than 80% coin- 
rance—20%, 


Pumping Stations, Water—brick—buildings and 
contents. (See Public Buildings.) 

noing Stations, Water—frame—buildings and 

contents—20% 


me racks, Fair Grounds and Baseball Prop- 
4 1%. 

Railroad and Steamboat Terminals and Ware- 
Pa es, and contents. (See Piers.) 

ocd ‘tories. (See Institutions.) 

a 's Institutions—brick—and contents: 
Vhen bie with at least 80% coinsurance 
Clause—30%, 

When written without or less than 80% coin- 

Rel Surance—25% 
i 


Re vous Institutions—frame—20%. 





tions.) religious. (See Religious Institu- 
Rents. Same rate of commission as building. 
Scha aria. (See Institutions.) 
Schools, 


at Public, Parochial or Private, buildings 
Semi, contents. (See Educational Institutions.) 
Special tig (See Educational Institutions.) 
® contents ee nee occupancy* and 
When written with at least 80% coinsurance 
slause—25%. 
ien written without o in- 
Rt surance 209%. r less than 80% coin 
ec 


ial Hazards—frame or of more than single 
occupancy*—_20%, 


steamboats, vessels and cargoes—15%. 
pig and Railroad Terminals and Ware- 

Sereet Rasnee contents. (See Piers.) 
ailway Pronerty. (See Prhlic TItilities ) 


Store Furni v 
ontents.)"° and Fixtures. 
remand Boarding Howses—20%, 

Te me lenig a Religious Tnstitutions.) - 
ings and Me ange. (See Mercantile Build- 
heatre and Ouae = ——— y: 
tents. (S, Ta House Reildings and Con- 


€ ee Me ° ee9° y 
tile Contents) reantile Buildings and Mercan 


obacco Barns—15%, 


(See Mercantile 


Tobacco Stemmeries and Prize Houses—brick or 
frame-——buildings and contents—20%. 
Town Halls—brick—and contents. (See Public 
Buildings.) 
Town Halls—frame—and contents—20%. 
Traction Properties. (See Public Utilities.) 
Use and Occupancy—Rate of building wherein 
or whereon the U. & O. policy applies. 
Warehouses—brick or .frame—and contents: 
When written with at least 80% coinsurance 
clause—25%. 
When written without or less than 80% coin- 
surance clause—20%. 
Water-works and Pumping Stations—brick. 
(See Public Buildings.) 
Water-works and Pumping Stations—frame— 


‘O- 

Workhouses. (See Institutions.) 

Yo RRE¢ »Y. W. C. A, ¥. M. H. A. (See 
Buildings and Mercantile Contents.) 

Farm Property—15%. 

Any and all classes, protected, sprinklered or 
unsprinklered, other than those hereinbefore 
indicated—20%. 


*Note:—The requirement as to “single occu- 
pancy” shall be considered as being complied 
with if three-fourths of the total floor area is 
occupied by one tenant or if there are not more 
than two additional tenants. 


“Unprotected” 


“Unprotected” Risks are such as are not des- 
ignated by the rating expert as being under fire 
protection nor classed by the rating expert as 
sprinklered. 

Unprotected Risks of any and all Classes Ex- 
cept those Listed Below—15%. 

Risks of Fireproof Construction, buildings and 
contents except public utilities—20%. 

Bank Buildings brick and their Bank Contents 

—20%. 

All other contents—15%. 

Church or Convent Buildings—brick—and con- 
tents—20%. : 
Dwellings or Apartment Houses and their 

Dwelling or Apartment House Contents, ex- 

cept farm property—20%. 

Barns, Boat Houses, Garages and Green- 

houses (Private) and their contents (when 
insured in connection with Dwellings)— 


20%. 
Manufacturing Risks—brick—buildings and con- 
tents—20%. d == 
Mercantile Buildings—brick—buildings only— 


%. 
All contents—15%. j 
Public Buildings—brick—Armories, Art Galle- 
ries, City Halls, Court Houses, Fire Depart- 
ment Stations, Fire Patrol Stations, Hospi- 
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REPUTATION 


Thousands of property owners 
have had CAMDEN policies during 
all of their business lifetimes. 
Ample size, unquestionable 
financial strength and an un- 
broken record of eighty-eight 
years of fair dealing have built a 
reputation for the CAMDEN 
which is an asset in 
any agency. 


Eighty-Eighth Year 
SURPLUS TO POLICYHOLDERS 
$6,812,238 
TOTAL ASSETS 
$13,502,577 





CAMDEN FI 


INSURANCE ASSOCIATION 


Camden 
New Jersey 


tals (except those where patients are under 
restraint), Institutions (for the Aged, Blind, 
Crippled, Deaf, Dumb, Orphans, Sailors and 
Soldiers), Libraries, Museums, Police Sta- 
tions, or Town Halls, owned or operated by 
the Public and their Contents owned by the 
public—20%. 
All contents not owned by the Public—15%. 
Public Utilities—brick or frame—and contents: 
hen written with at least 80% coinsurance 
clause—25%,. 
When written without or less than 80% coin- 
surance—20%. 
Schools (Public or Parochial only)—(Not Col- 
leges or private schools or other similar in 
Stitutions) and Contents—20%. 





DENT FORMS HOLDING COMPANY 


H. K. Dent, president of the General 
of Seattle and its affiliated companies, 
announces the formation of the General 
America Corporation, a holding company 
to own the shares of the General In- 
surance Co. of America and the First 
National Insurance Co. of America, which 
jointly own the shares of the General 
Casualty of America and the Western 
of America. The holding company is to 
have 1,500,000 shares of no par value, 
of which 1,230,000 will be offered to 
shareholders of the General and First 
National in exchange for their holdings. 





IMPORTERS & EXPORTERS 

Thoens & Flaunlacher, Inc., have 
leased to the Importers & Exporters for 
the 111 John Street Corporation the en- 
tire twentieth floor, a major part of the 
twenty-first floor and a space on the 
grade floor in the new building at 111 
John street. In announcing the lease~ 
and sale of its Beaver street building 
the company stated: “Our company has 
sold its present building, the six-story 
structure at 47 Beaver street, which has 
been its home since 1920.” 

The metropolitan department, which 
has heretofore been located in the Great 
American building, at 1 Liberty street, 
will hereafter be on the same premises 
as the home office of the companv. This 
department will occupy the grade floor 
space which will be fitted out as an at- 
tractive office. Removal of the new ad- 
— is expected on or about Septem- 

er 





COTTON MILL COVERS 
For many years fire insurance on 
British cotton mills has been a conun- 
drum from the underwriters’ point of 
view. When the trade was good, there 
were few fires, when a slump came in 
cotton, then fires became numerous. 
The moral hazard hardly entered the 
question, but somehow the fires came. 
The cause was usually ascribed to cur- 
tailment of expenditure, in the reduc- 

tion of cleaners and watchmen. 





MAY FIRE LOSSES IN BRITAIN 


The cost of the principal fire losses in 
Great Britain and Ireland in May was 
again heavy, although it did not reach 
the high totals for March and April. 
The cost of the more expensive fires last 
month may: be estimated at £581,600, as 
compared with £725,000 for April last 
and £536,200 for May, 1928. The last 
estimate was only exceeded last year by 
the figures for October, which were as 
much as £857,000. These estimates only 
take into account fires in which the 
damage amounted to £1,000, or more, and 
if 60% be added to them in respect of 
the large number of fires in which the 
damage done was less the total for May 
last becomes £930,000. The correspond- 
ing figure for April last was £1,160,000, 
that for May of last year was £858,000. 





HINTON WITH FIREMAN’S FUND 

J. R. Hinton has been appointed spe- 
cial agent in North Carolina for the 
Fireman’s Fund, Home Fire & Marine 
and the Occidental, with headquarters in 
the Dixie building at Greensboro, N. C 
For the last thirteen years Mr. Hinton 
has been division engineer of the Amer- 
ica Fore group in Virginia and North 


Carolina. 
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N. Y. Fire 


Gy» Marine Insurance Golf Meet 





“Bill” Glenney Victor 
At N. Y. F. & M. Meet 

GETS LEG ON REID TROPHY 

John F. Honness Wins Senior Cham- 


pionship Cup and Harry F. Cornwall 
the President’s Cup 











When the members of the New York 
Fire & Marine Insurance Golf Associa- 
tion met at Suburban Golf Club, Eliza- 
beth, N. J., last week for the annual 
Spring tournament, the members were 
but what was lacking nu- 
was more than made up in 
enthusiasm, and representatives of The 


not so many, 
merically 





The Wallace Reid Championship Tro- 
phy and Medal 


Eastern Underwriter have heard regrets 

expressed on the Street by many who 

failed to show up for the tournament. 
Things of outstanding interest were 


found in the three new championship 
cups; the Wallace Reid trophy emble- 
matic of the gross score Association 
championship; the Senior championship 
cup presented by A. Duncan Reid, presi- 
dent of the Globe Indemnity; and the 
President’s trophy, presented by Harry 
W. Barley. These three cups were new 
as the championship cup previously con- 












Trophy and Medal 


A. Duncan Reid Senior Championship 





A Foursome on Seventh Green 


tested for in these tournaments had been 
carried home by one of the members of 
the Association last year, and Wallace 
Reid very graciously and cheerfully of- 
fered the new trophy with the same rules 
of low gross score governing play for it 
in Lg age 

The Senior championship cup was of- 
fered in competition among those of the 
organization fifty years of age and over. 


President’s Cup Competition 


Competition for the President’s cup is 
open to all members of the Association 
regardless of age, the winner being he 
who turns in the lowest net score. 

Then, of course, there is the guest 
prize, emblematic of the spirit of the 
Association, and the usual prizes for the 
afternoon competition which this year 
were offered by the board of governors 
of the Association. This will be the 
practice of the Association in the future. 

Cuts of these several trophies are re- 
produced with this story, showing the 
design and indicating the beauty of 
same. 

W. T. Glenney, secretary of the Asso- 
ciation and Majordomo Extraordinary 
when it comes to doing work to stage 
these tournaments, achieved the distinc- 
tion to be the first to have his name en- 
graved on the new Wallace Reid cham- 
pionship trophy. It is interesting to 
know that he did the same thing with 
the first cup offered by Mr. Reid, and 
when it was removed from competition 
last year he had two legs of the cup 
tucked away in his belt. His card 
was 79. 


Honness Wins Senior Cup 


The Senior championship cup was won 
by John F. Honness. Score: 82-15-67. 


The President’s cup was won by Harry 
F. Cornwall. Score: 85-18-67. The 
Guest cup was won by R. C. Rice, for 
years one of the most popular partici- 
pants in the Association tournaments. 
Score: 77-10-67. 

The governors’ cups were won as fol- 
lows: best ball four ball medal play han- 
dicap. The first prize was won by Wil- 
fred Garretson and George A. Clark. 
Score: 77-14-63. The second prize re- 
sulted in three teams tying and its 
awarding was decided by drawing at the 
dinner in the evening. The teams tying 
were Bob Goffe, Jr., and Charlie Hoyt; 
Austen Crehore and Ed_ Lewis, and 
Harry Cornwall and Harry Vonder 
Leith. 

The winning team in the draw was 
ao Jr., and Charlie Hoyt. Score: 

Two other awards were made. In the 
Senior championship the runner-up was 
Harry W. Barley, president of the As- 
sociation, who achieved the distinction 
of being fifty years old one month prior 
to the tournament. He was given a cup 
presented by the Association for that 
achievement. Score 81-12-69. 

In the President’s cup competition the 
runner-up was Stuart Jackson who was 
presented with a like cup given by the 
Association. Score 86-18-68. 


Awards Presented at Dinner 


The cups were presented at the dinner 
as uSual, at the beginning of which very 
touching remarks were made in connec- 
tion with the passing from Association 
ranks of Ernest W. Congdon, Sr., and 
also Mrs. Eugene La Tourette, the very 
devoted and loving wife of Eugene 
“Mayor” La Tourette, who has been one 
of the bulwarks of the Association from 


The Board of Governors’ Cups and Gu est Prize 


its inception and a member of the board 
of governors. 

The championship cup was presented 
to Bill Glenney by Harry W. Barley, 
who made one of the most effective 
presentation speeches, recounting the 
strenuous work done by the winner as 
secretary of the Association during its 
entire history, which was received by 
just applause from those attending the 
dinner. 

The Senior championship cup was pre- 
sented to John F. Honness by President 
Barley, recalling that John turned in 
one of the best cards he had ever made 
at an Association tournament, and at the 
same time served notice that the older 
men had better have an eye on the 
younger old men. (No doubt President 





J. F. Honness W. T. Glenney 
Barley had in mind himself as runner- 
up.) 

President’s Trophy to Cornwall 


The President’s trophy was presented 
to Harry F. Cornwall by John S. Turn, 
whose remarks concerning the winner’ 
father, the late H. C. Cornwall, were 
very complimentary. The senior Corn- 
wall was one of the original members of 
the Association and was in attendance 
at most of the early tournaments. 

The governors’ cups were presented 
by President Barley who recalled that 
Wilfred Garretson, one of the winners, 
made his golf debut in a putting contest 
at the first Association tournament 
which he won and was presented with 
an umbrella. 

The officers and board of governors 


(continued on page 34) 








President’s Trophy and Winner's Cup 
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CORPORATION 
OVER A HALF CENTURY IN THE UNITED STATES 


U. S. BRANCH 
150 William Street New York City 
John H. Packard, United States Manager 
Everett W. Nourse, Assistant Manager 
C. D. Sheffe, Assistant Manager 


PON every milestone of LONDON ASSURANCE 

history covering more than two centuries has been 
stamped utmost fairness toward agent, policyholder and 
competitor. 


It believes in high ideals in business and has given this 
heritage to the MANHATTAN FIRE AND MARINE. 


An agent of the LONDON ASSURANCE or the 
MANHATTAN FIRE AND MARINE is to be con- 
gratulated because in the minds of those of good judgment 
in the insurance world, character and the LONDON 


ASSURANCE are so closely | identified as practically to 
be synonymous terms. 





Che Manhattan Hire and Marine Insurance Co. 


150 WILLIAM STREET NEW YORK CITY 


John H. Packard, President 
Everett W. Nourse, Vice-President 


Frederick A. Johnston, Secretary 


J. M. Mendell, Vice-President 
C. D. Sheffe, Asst. Secretary 
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ra 
OE Fibs 


R. C. Rice 


again returned thanks to the Suburban 
Golf Club and its officers for the splen- 
did courtesy extended the Association 


A. D. Reid 

T. F. Handy Stuart Jackson 
and complimented them on the general 
handling of the tournament. It was 
quite up to the standard of previous 
years. 





PROTECT ATLANTIC CITY HALL 

The American-LaFrance & Foamite 
Corporation of Elmira, N. Y., ‘has in- 
stalled its fire protection devices in the 
new Atlantic City convention hall and 
municipal auditorium, which has been 
built to seat 66,000 persons. The Foam- 
ite devices iriclude four 40 gallon engines, 
seven 5 gallon hand extinguishers and 
128 two and one-half gallon extinguish- 
ers. The building is also supplied with 
32 soda and acid type hand extinguishers. 





TWO JOIN NATIONAL BOARD 


The Southern Fire of New York and 
the Birmingham Fire & Marine of Bir- 
mingham, Ala., have been elected to 
membership in the National Board of 
Fire Underwriters. 


W. Garretson G. A. Clark J. K. Rice 3 


E. Gallagher 


cas 


H. W. Barley A. Crehore 


“Dutch” Norton E. L. Lewis M. Harris 





P. F. U. A. HOLDS MEETING 


Postpones Action On Move To Place 
Soliciting Agents In Category Of 
Insurance Brokers 

The Philadelphia Fire Underwriters’ 
Association at its meeting last week 
postponed voting on the important 
amendment to qualify soliciting brokers 
on the basis of brokers at brokers’ com- 
missions and on the amendment to adopt 
fines for violations up to $500. This 
meeting was well attended by fire insur- 
ance officials from the Eastern district. 
H. W. Stephenson, chairman of the ex- 
ecutive committee, president. Approval 
was voted on the amendment providing 
an annual membership fee in the asso- 
ciation of $50 and on the amendment 
fixing a $200 annual fee for a rate ser- 
vice and card cabinet. 





HOW AGENT SELLS RENT RISK 


“We have the community pretty well 
sold on rent insurance now.” That is 
the title of an interesting article in the 
latest issue of the “Hartford Agent,” 
telling how John M. Old, of the Sault 
Insurance Agency, Hartford agents at 
Sault Ste. Marie, Michigan, have estab- 
lished rent insurance as an absolute ne- 
cessity in the minds of Sault Ste. Marie 
people. Their plan is to estimate the 
rental value of the property to be in- 
sured and in every single case to add the 
rent coverage to the fire policy. . Very 
few customers refuse to accept the rent 
coverage. 





ENTER AGENTS’ AD CONTEST 


The Underwriters Board of Rochester 
and the Insurance Agents’ Club of Wa- 
tertown, N. Y., have entered the local 
agents’ advertising contest to be con- 
ducted at the convention at Detroit in 
September of the National Association 
of Insurance Agents. 





INFLAMMABLE X-RAY FILMS 

A timely article entitled “Thoughts of 
an Insurance Man after a Great Dis- 
aster,” appears in the latest issue of the 
“Hartford Agent.” Written by B. L. 
Whorf, special agent and engineer for 
the Hartford, the article discussed the 
problem of handling highly inflammable 
X-Ray films in, hospitals and sanitary in- 
stitutions from the point of view of a 
man trained to look for fire dangers. 


RECENT ADMISSIONS TO N. J. 


9 Stock Companies and 5 Mutuals Li- 
censed Recently in State; 22 Since 
January 1 


Fourteen insurance companies have 
been admitted to New Jersey within the 
past three weeks, five of which were 
mutual organizations. This brings the 
total up to twenty-two stock and mu- 
tual companies. that have been admitted 
to New Jersey since the first of the 
year. 

The companies recently admitted are 
as follows: Indemnity Fire and Indem- 
nity Casualty of America, Philadelphia; 
Export Indemnity, New York; Ohio 
Hardware Mutual, Ohio; Factory Mu- 
tual Liability of America, Providence; 
Atlantic Life, Richmond; Consolidated 
Indemnity, New York; Zurich Fire, New 
York; Arkwright Mutual Fire, Boston; 
Dubuque F. & M., Iowa; Automobile 
Mutual of America, Providence; Bank- 
ers & Merchants Fire, Jackson, Miss.; 
Fall River Manufacturers Mutual, Fall 
River; Citizens Casualty, Utica. 





CHICAGO COMMISSIONS 

The Chicago Board of Underwriters 
last week took the first steps to increase 
commissions and brokerages on certain 
classes of fire insurance in the congested 
business district of Chicago. The com- 
mission proposition is to increase pay- 
ments to Class 1 members on ordinary 
business in the congested area. Com- 
missions to full time brokers would be 
increased from 10 to 15%, making it 
identical with the brokerage-on preferred 
business in the congested area. 





NASSAU COUNTY AGENTS MEET 
The Nassau County Insurance Agents’ 
Association, Inc., held its June meeting 
last week at the Old Westbury Country 
Club. This was an evening meeting and 
was attended by many of the agents’ 
wives. William J. Ward, manager of the 
New York Fire Rating Organization and 
William H. Stoop, deputy manager, were 
present and gave short talks. Mr. Ward 
urged closer cooperation between local 
agents and the rating organization. 





Fire companies have been notified that 
the [Illinois Inspection Bureau has 
promulgated a reduction of 15% in rates 
on brick buildings and contents in 
Illinois north of the Vandalia Railroad. 


D. S. BUTLER A SPECIAL 

David S. Butler has been made special 
agent for the National Fire of Hartford 
in the New York suburban territory to 
assist Luther C. Post. Mr. Butler, who 
has been an employe of the National 
for several years, secured his early train- 
ing at the home office in Hartford, but 
recently has served in the brokerage de- 
partment at New York City where he 
has gained experience under General 
Agent Zweig. Special Agent Butler wil 
have his headquarters at 85 John street, 
New York City. 





McDERMOTT PLEADS GUILTY 

Judges Herbert, Solomon and Salmon, 
sitting in Court of Special Sessions m 
New York last Friday, accepted a plea 0 
guilty from Thomas F. McDermott, for 
merly an insurance broker of 239 East 
46th street, New York City, to be set 
tenced July 12. He was charged with 
petty larceny involving insurance ptt 
miums and with transacting business 4 
an insurance broker without a license 
The case was brought to the attention 
of the court by State Superintendent 0 
Insurance Albert Conway. 





LOS ANGELES COMMISSIONS 

Committees of the Board of Under 
writers of the Pacific and the Los A 
geles Fire Insurance Exchange hat 
reached an agreement to increase colr 
missions in the Los Angeles metropolitat 
area. Commissions are to be 15, 4° 
and 30%, instead of 15, 20 and 25% % 
they now are. Rates on some of the 
unprotected risks, however, are, 
creased. The metropolitan area is” 
be reduced and divided into five 4* 
tricts. 





WON’T LICENSE SUBSIDIARY 

Judge A. C. Hoppmann, of Madisot, 
Wis., in a decision last week uphet 
Milton A. Freedy, insurance commissiot 
er, in his refusal to grant a licens” 
a subsidiary company which the Not! 
western National, of Milwaukee, soug ; 
to organize. The judge ruled that a 
conditions under which the compa 
sought to organize the subsidiary w% 
give the subsidiary greater powers af 
the parent firm, would make it my 
subsidiary but a separate company ie 
would involve illegal diversion 0 
by the company to its subsidiary: 
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FIRE INSURANCE COMPANY 4 
111 William St., New York City 
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ASSETS LIABILITIES 
Bonds and Mortgages $ 151,234.90 Capital - “ $ 7,000,000.00 
U. S. Liberty Bonds 505,000.00 
Government, City, Railroad and —— a eee pecans): eae: sastieesciimae 
other Bonds and Stocks................ 86,471,541.50 Reinsurance Reserve —.................... 24,332,695.62 
Cash in Banks and Office.................. 3,471,419.30 Losses in Course of Adjustment...... 10,300,032.00 
Premiums in Course of Collection... 7,356,287.74 «a 
iilanaik Kecnauad 295 533.04 Commission and other biasaiasnecean 7,800,000.00 
Reinsurance Recoverable on Paid Reserve for Taxes and Depreciation 11,505,000.00 
Losses ..... 9,628.96 
: 98,190,644.96 $98,190,644.96 
SURPLUS TO POLICY HOLDERS. ------ $44,252,917.34 


Losses settled and paid since-organization over $242,000,000 Losses settled and paid 1928 . . $17,030,337.70 


ISSUES POLICIES AGAINST 


Fire, Marine, Tornado, Earthquake, Flood, Hail, Explosion, Riot and Civil Commotion, 
Sprinkler Leakage, Inland Marine Transportation, Parcel Post, Automobile, 


Aviation Insurance 


Agents in Canada, Manila, Shanghai, London and Principal European Cities 








E. C. Jameson, President 


Lyman Candee, Vice-President 

W. H. Paulison, Vice-President 

J. H. Mulvehill, Vice-Pres. and Secy. ~ 
J. D. Lester, Vice-President 


A. H. Witthohn, Secretary 

A. G. Cassin, Secretary 

J. L. Hahn, Assistant Secretary 
Scott Coleman, Assistant Secretary 





Progress since Consolidation in 1899 




















Assets 
Dec. 31, 1899 $529,282.59 
Dec. 31, 1910 5,255,362.12 
Dec. 31, 1920 42,765,374.55 
Dec. 31, 1925 67,922,096.58 
Dec, 31, 1927 80,193,738.67 
Sh ER ens 98,190,644.96 





Reserves Surplus 
$66,832.54 $3,038.94 
1,936,224.86 2,365,363.37 
16,593,764.16 11,361,311.89 
20,265,572.73 24,161,943.85 
21,794,727.64 29,514,599.03 
24,332,695.62 37,252,917.34 
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MARINE & AUTOMOBILE DEPARTMENT 








Chas. R. Page Honored 
By Marine Men Here 


GUEST AT LARGE LUNCHEON 


Fireman’s Fund Vice-President Leaves 
New York For Coast; Tremendous- 
ly Popular in the East 


Leaders in the marine and fire in- 
surance business in the east gathered 
last Thursday at the Downtown Asso- 
ciation in New York to give a fare- 
well luncheon to Charles R. Page, vice- 
president of the Fireman’s Fund, who is 
retiring as Atlantic marine manager to 
take up his executive duties at the head 
office of the company in San Francisco. 
Mr. Page has been one of the most 


CHARLES R. PAGE 


popular and most able marine under- 
writers in New York and his leaving 
is widely regretted. He possesses a 
charming personality which has brought 
him a host of friends in this part of 
the country. 

The luncheon was attended by prac- 
tically every marine underwriter, and as 
a compliment to Mr. Page he was pre- 
sented with a painting of the barque 
“Arthur Sewall,” in which Mr. Page 
made a voyage to Japan after leaving 
college. The painting was done by 
Charles R. Patterson and shows the ves- 
sel under reduced canvas running before 
an increasing gale and sea. 

The luncheon was presided over by 
Hendon Chubb, of Chubb & Son. The 
presentation speech was made by Ben- 
jamin Rush, president of the Insurance 
Co. of North America, and Frank H. 
Cauty, manager of the Thames & Mer- 
sey, spoke a few words of appreciation. 
Following this, Mr. Page replied, ex- 
pressing his regret at leaving New York 
and his appreciation of the tribute paid. 


Names of Those Present 


Among those present were: 

Cornelius Eldert, president, Atlantic 
Mutual; Walter Wood Parsons, vice- 
president, Atlantic Mutual; Douglas F. 
Cox and Harry Manee, of Appleton & 
Cox, Inc.; Benjamin Rush, president, 
Galloway C. Morris, vice-president, and 
T. Leaming Smith, vice-president, In- 
surance Co. of North America; Hendon 
Chubb, Thomas H. Allen and Hawley 
T. Chester, of Chubb & Son. 

G. C. House, president, Providence 
Washington; Lyman Candee, vice-presi- 
dent, Globe & Rutgers; Wm. H. McGee, 
Wm. H. McGee & Co; Frank H. Cauty, 
manager, Thames & Mersey; Lawrence 
J. Brengle, underwriter of the Ameri- 
can Marine Insurance Syndicates; L. H. 
Reynolds, president, American & For- 
eign. 

Otho E. Lane, president, Niagara Fire; 


Shipping Board Sells 
Its P. & I. Business 


TO AID PRIVATE COMPANIES 


Marine Office of America Buys Agency 
For $10,000; Costs to Be Same For 
At Least One Year 


The United States Shipping Board has 
sold to the companies in the Marine 
Office of America, of which S. D. Mc- 
Comb is manager, its protection and in- 
demnity insurange agency, for a cost of 
$10,000. This was done in order that 
the business may be written by a strict- 
ly American agency under private own- 
ership and operation. The companies 
included are the American of Newark, 
American Eagle, Continental, Fidelity- 
Phenix, Firemen’s of Newark, Glens 
Falls and the Hanover. 


The agency, which has been operated 
under Board control since it was or- 
ganized, is being sold for the further 
reason of giving American insurance 
companies the opportunity of develop- 
ing this branch of marine insurance 
along with the development of private 
American shipping. 

With the rapid transfer of Shipping 
Board lines to private ownership and 
the growing interest of private enter- 
prise in the’ various phases of the ship- 
ping business, it is considered no longer 
necessary for the Board to maintain its 
own P. & I. Agency. In making the 
transfer no physical property other than 
office equipment is sold, the purchase 
price representing payment for the good 
will and trade name of the agency. 

The purchasers have agreed to pro- 
vide Shipping Board vessels with P. & 


H. W. Beebe, president, and J. Whitney 
Baker, of Carpinter & Baker; Samuel 
D. McComb, Marine Office of America; 
J. T. Byrne and Harry Bird, of Talbot, 
Bird & Co.; Harold Jackson and C. L. 
Goldby, of William H. McGee & Co.; 
E. J. Perrin, Jr., vice-president, Auto- 
mobile of Hartford; M. W. Morron and 
C. Fischer, of the Aetna. 

John F. Purcell, W. B. Harwood and 
Charles Page, of Platt, Fuller & Co.; 
H. E. Reed, Fireman’s Fund; M. M. 
Pease, manager of the Vessel Agency, 
Inc.; Louis F. Burke, Home Insurance 
Co.; John M. Williams, Boston Insur- 
ance Co.; H. W. Spicer, Thames & Mer- 
sey; J. E. Hoffman, of the Royal; W. 
C. Spelman, Union Marine; Albert UIl- 
mann, North British & Mercantile; D. 
R. Lecraw, Commercial Union; J. H. 





Maloy,’ Bertschmann & Maloy, and H.: 


S. Sutter, of Roberts & Ebert. 


I. coverage at the present cost for a 
period of one year at the end of which 
premium rates may be adjusted by mu- 
tual consent. The agreement to oper- 
ate the agency in its present scope is 
binding on the purchasers for a five- 
year period. With reference to ships 
on which the government holds mort- 
gages and to persons to whom it has 
made, or shall make, construction loans, 
to charterers of tonnage from the Board 
and to American shipowners generally to 
be quoted will be as low as is consis- 
tent with sound underwriting practice, 
having in mind that it is desired that 
American owners and charterers shall 
be afforded the protection of American 
insurance. 





FRANCHISE ABANDONED 


Move To Secure World-Wide Agree- 
ment Is Given Up; Would Have Ex- 
cluded Claims Of Minor Character 


The proposal for a world-wide “Fran- 
chise Agreement,” which has been under 
consideration since early in 1928, has 
definitely been abandoned, the Institute 
of London Underwriters having notified 
its members and kindred associations to 
this effect. The proposal, which was that 
every cargo policy should contain a 
“Franchise” excluding claims of a minor 
character, was first made by H. M. Mer- 
riman, chairman of the institute, in Jan- 
uary, 1928. It obtained the support of 
the joint committee created in 1927 for 
the improvement of business, and on 
being submitted to Lloyd’s underwriters 
was approved in principle, and a pledge 
was given that the agreement would be 
adopted provided that it was world-wide 
in its application. From thence onward 
this proviso became part of the proposal, 
and on these lines the markets of the 
world were approached. 

On the Continent the International 
Marine Insurance Union lent its sup- 
port, and through its organization every 
insurance concern in Europe was ap- 
proached, while the Institute of London 
Underwriters opened negotiations with 
other foreign markets and with the Do- 
minions. In this manner expressions of 
opinion were obtained from many ma- 
rine insurance companies, and while in 
the majority of cases these were favor- 
able to the project, there were one or 
two instances where it was obvious that 
co-operation would be difficult to obtain. 
Nevertheless, when the International 
Union held its conference at Baden 
Baden last year matters were so ad- 
vanced that a resolution was adopted ap- 
proving the principle of the proposal and 
urging that negotiations should be con- 
tinued with a view to the ultimate adop- 
tion of a world-wide agreement on the 
lines indicated. 





Brandenburger, Jacobs & Co., Inc. 
New York City, has been chartered at 
Albany with capital of $25,000 to en- 
gage in the general insurance business. 
Max J. Brandenburger, Leo J. Marx, 
Bernard F. Jacobs, 17 East 42nd street, 
New York City, are directors and sub- 
scribers. 








APPLETON 


8 South William Street, New York 


& COX, Inc. 





AUTOMOBILE INSURANCE 
United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $6,871,180.46 
Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $10,841,544.57 
Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,388,613.59 











WRITE FOR OUR AGENCY PROPOSITION 





MYTILENE PORT IMPROVED 


Harbor Deepened But Not Enough to 
Allow Ocean Steamers to Come in; 
Building Big Breakwater 


In the course of the preceding year 
various improvements have been effect- 
ed in the port of Mytilene. The harbor 
basin has at present a depth of 17 feet, 
so that medium sized coastal steamers 
can berth within the harbor. However, 
large ocean-going steamers are still com- 
pelled to load and discharge in the open 
roadstead. For this purnose lighters of 
a loading capacity of 30-60 tons, wooden 
pontoons of 70-100 tons and iron pon- 
toons of 120 tons are available, which 
are towed by motor tugs. 

It is intended to protect the harbor by 
a breakwater of about 700 meters in 
length, the construction of which is to 
be commenced within the near future, 
Ships entering the port will then be able 
to moor alongside the jettv, and hopes 
are entertained that until next winter 
a large part of it will be completed. 

Discharging operations are effected, 
under the supervision of steamship 
agents, by members of the Longshore- 
men’s Trade Union, the discharging fees 
having been fixed by the Harbor Board 
and the Mytilene Chamber of Con- 
merce conjointly. As a rule, goods are 
unloaded directly on to the customs 
quay, but sometimes the two customs 
warehouses and the roofed bonded ware- 
house do not offer sufficient accommo- 
dation to deposit incoming cargo which, 
in these circumstances, will remain in the 
lighters for weeks. 

Although, in such cases, “a_ proper 
watch is kept and the goods are pro- 
tected by tarpaulins, damage by rain or 
seawater on account of heavy seas is 
of frequent occurrence. Besides, these 
hazards are rather serious also during 
loading and discharging operations, quite 
apart from the fact that damage by 
breakage, losses due to tearing of bags 
and the like will be incurred whenever 
there is a rough sea. 





NEW BALTIC ICE CLAUSE 


Some interesting figures in connection 
with damage by ice in the recent severe 
Baltic winter were quoted at a meet- 
ing of the Deutscher Nautischer Verein, 
which took place at Hamburg. The ques- 
tion under discussion was the need of 
icebreakers in the Baltic, and in uphold- 
ing an argument for two of these vessels 
for the Kiel Canal, Mr. A. Sartori stated 
that the ice losses sustained by German 
shipping amounted to 6,500,000 marks, 
of which 4,500,0000 represented loss of 
time and 2,000,000 loss by actual damage, 
for which, however, marine underwriters 
were chiefly liable. With regard to for- 
eign tonnage the loss was estimated 
7,000,000 or 8,000,000 marks, and pre 
sumably the proportion of loss of time 
and loss due to damage was about the 
same. Another development consequett 
upon the recent severe winter is tt 
adoption of an “ice clause” by Danish 
underwriters. 





“EUROPA” IS SURVEYED 

The experts’ survey has confirme 
that the “Europa” was not damage be- 
low the water line. Damaged parts at 
now being taken off. The ship will have 
to remain in dock until the main patls 
have been completely repaired, proba y 
until some time in July. The boiler 
and machinery of the steamer are almos 
intact, and only a few repairs to ‘ 
effected thereon. Work on the ship 
be speeded up so that she may be pl 
into commission in the spring of 1930. 





COLUMBIA CAPITAL INCREASE 


The Columbia of New Jersey ha 
fied its agents of an increase 10 
of $600,000, making the capital 0 
company $1,000,000, with a net surp ‘ 
of over $1,000,000 and a surplus _ 
policyholders in excess of $2,000,0% the 
Columbia which is affiliated with " 
Phoenix Assurance was organize 


1901. 
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CASUALTY and SURETY NEWS 








Nat’l Surety Host To 
Brokers On Boat Trip 


SEE POUGHKEEPSIE REGATTA 








Nearly 400 in Party; Vincent Cullen, 
Greater New York Vice-President, 
the Host 





Nearly four hundred metropolitan 
brokers were the guests of the National 
Surety this week on a boat trip to the 
Poughkeepsie regatta. Vincent Cullen, 
Greater New York vice-president of the 
company, was the gracious host and 
spared no pains in making arrangements 
for the comfort and enjoyment of his 
guests. The S. S. Bear Mountain with 
plenty of room for all took the party up 
to Poughkeepsie and return. Everyone 
had a good time and forgot business 
cares for the day to enter wholehearted- 
ly into the spirit of the occasion. The 
following made the trip: 


Alfred Abramsen, Consolidated Brokers; Mor- 
ton M. Adler, E. M. Allen, executive vice-presi- 
dent, National Surety; Stephen Angell, George 
G. Arlook and brother, W. C. Armitage, vice- 
president, National Surety. 

L. Babbit, Horwitz & Babbit; S. S. Bachman, 
Maximilian Bader, George Baer, Brooklyn of- 
fice, National Surety; Frank Baird, Palmer & 
Ball; Nicholas Balacco, Lee A. Baldwin, Chas. 
F. Murphy, Jr., Inc.; John LeGrand Barker, 
Bernard K. Baruth, Lippman, Lowy & Baruth; 
George Bayer, R. deF. Bayler, Clausen, Bayley 
& Kearney; S. Beekman, Berger, 
Harry Berger, John Best, Harry Betz, Hamilton 
& Wade; Charles Blonder, Willett K. Boger, 
Gelstrom Agency; S. V. Bogert, Walter Booth, 
Edwards & Booth; Stanton Bower, W. a 
Braun, J. Brennan, Rollins, Burdick & Hunter; 
David Brophy, Francis C. Carr & Co.; 
Brown, F. B. Hall & Co.; Frank E. Brown, 
J. C. Brown, Ralph Brown, T. D. Brown, James 
L. Brownlee, Jr., L. Burch, Marsh & McLen- 
nan; E. Berwald, Lippman, Lowy & Baruth. 

Also John R. Cahill, Vincent Cahill, Branley- 
gran Co., Jersey City; Thos. B. Caldicott, Wm. 
H. Campman, G. Carman, C. F. Murphy, Jr., 
Inc.; W. H. Carpenter, A. L. Carr, vice-president, 
National Surety in Brooklyn; E. Cezak, F. A. 
Sovak Co.; Robert Chase, Chase & Murphy; 
Harry A. Cohen, J. Cohen, Guggenheimer, Un- 
termeyer & Marsahll; Edward Coleman, J. E. 
Colgan, Frelinghuysen Corporation; Wm. T. 
Collins, New County Court House, New York 
City; Clarence Cone, Ira B. Conover, M. T. 
Coogan, Culyer & Coogan; Clarence Cooper, 

. Crosby, Cornwall & Stephens; B. M. Cros- 


thwaite, Gerald Crosthwaite, Walter Covert, 
Otis Jones & Co.; R. M. Croswell, Vincent 
ullen, vice-president, National Surety; John 


Curry, Jr., John Curry Co.; Pratt Cutter, Town- 
send Cutter, Frank Clayson, Chas. F. Murphy, 


Jr., Inc.; John A. Cochran, vice-president, Na- 
am uni A. Crespi, Standard Accident; 
._L. Crafts, 


eonard Dammann, John C. Paige & Co.; 
J. David, M. C. Feldman & Co.: P. F. Davis, 
Lethbridge & Barker; Roy B. Davis, Farmar 
cen raeea, D. F. Delaney, W. M. Kimball & 
oi Michael Delier, Frederick C. Smith Co., 
7 John street; N. K. DeRose, Clarence C. 
amg S. Dickstein, Frenkel & Co.; Edward 
Ite and friend, Leo Doherty, Joseph Donahue, 
I. - Donohue, J. T. Donahue. Vincent Dono- 
rg Jos. B. Blume & Co.; J. Dorman, Dorman 
Dendo ; Harold Dower, H. C. Hauth & Co.; 
i Doyle, Smyth, Sanford & Gerard; H. S. 
Hath Richard Duffy, P. L. Dunne, Phil Dunn, 
ernard Dendo, Ray Dunn. 
Sarg Tack Edelson, William Edwards, Ed- 
mris & Booth; William Ellwood, Solton 
ngel, Hamlin & Co.; C. J. Eppstein, Harry 
4 Erickson, R. F. Murray & Co., Inc.; M. 
cmt Montrose; Louis Escher, Escher Kramer & 


0. 

Also Dr. R. Spencer Familton, Charles Fan- 
non, Dudley Feit, J. H. Feldman, J. H. Feld- 
Ay &.Co.5 Phil Feldman, M. C, Feldman Co. ; 
oo Pye Charles Finkelstein, H. B. Rosenz- 

g Co.; Leo Fitzpatrck, Kenny Agency, 


Inc.; | William Fla i 
gg, Wm. Fleischner, Max 
foseph & Co.: George V. Fogarty, Philip F. 
Barty, H. C. Fox, Steers & Berry; Harry 


» Clausen, Bayley & Kea ; Phili 
Frank, Pilcer & Frank; M. A. Grecdaane, ©. Ww. 


(Continued on Page 42) 





F. & C. Elects Four 
New Vice-Presidents 


ALSO TWO ASS’T SECRETARIES 
Include Haid, America Fore President; 
Jones, Reid, Griffin; Ass’t Secretaries 
Are Smedes and Clarke 





In preparation for its recentlv an- 
nounced affiliation with the America 
Fore group, the Fidelity & Casualty at 
its board of directors’ meeting last week 
elected four new vice-presidents and two 
assistant secretaries. The vice-presi- 
dents are Paul L. Haid, who is president 
of the America Fore companies; Edwin 
A. Jones, who has been F. & C. general 
company solicitor; W. A. Reid, who has 
been superintendent of the plate glass 
department, and Matthew C. Griffin, su- 
perintendent of the claim department. 
Newly elected assistant secretaries are 
Frank B. Smedes and William D. Clarke, 


- jointly in charge of the company’s bur- 


glary department. 

Mr. Haid, widely known as a fire in- 
surance executive of the first rank, has 
been 15 years in the America Fore or- 
ganization. From executive special agent 
he was called into the home office about 
nine years ago as assistant to the late 
Henry Evans, then president of the Am- 
erica Fore companies. Mr. Haid’s first 
official post was as assistant secretary of 
the Continental and since then his prog- 
ress has been so rapid that today in his 
early forties he is the underwriting head 
of one of the country’s largest fire in- 
surance groups. 

Careers of F. & C. Men 

The Fidelity & Casualty promotions 
are as a result of merit and long service. 
Vice-President Jones entered the employ 
of the company in 1896 as a general 
company attorney and is now rounding 
out thirty-three years of service. At 
present he is general company solicitor. 
He also enjoys the distinction of being 
the president of the International Asso- 
ciation of Insurance Counsel. 

Vice-President Reid has completed 
more than thirty-five years of varied and 
interesting service with the Fidelity & 
Casualty. Starting in the plate glass de- 
partment in April, 1894, he was trans- 
ferred to the Philadelphia branch office 
and from these he journeyed to Denver, 
where he organized a branch office of 
which he was resident manager for a 
time. Going to St. Louis he repeated the 
procedure. Returning to the home office 
he was appointed assistant superintend- 
ent of the burglary department and for 
a time was assistant superintendent of 
agencies. 

For the past three years Mr. Reid. has 
been superintendent of the plate glass 
department with which branch of the 
business he will continue in a supervis- 
ory capacity. He is a close student of 
this class of underwriting and has writ- 
ten frequent articles and forecasts on the 
subject. 


New Assistant Secretaries 


Mr. Smedes has been with the F. & 
C. since February, 1897, having started 
as an office boy. He has been continu- 
ously in the burglary department and has 
filled every position in that department. 

(Continued on Page 42) 





JOIN METROPOLITAN CASUALTY 





J. M. Farrell and W. A. Reinig Made 
Superintendents of Contract Bond 
and P. G. Departments 


James M. Farrell and Walter A. 
Reinig have joined the New York 
branch of the Metropolitan Casualty un- 
der C. J. Stephan, the former as super- 
intendent of production in the contract 
bond department and the latter as suner- 
intendent in the plate glass department. 

Mr. Farrell, native born Brooklynite, 
and educated at Fordham University, 
spent two years as clerk and solicitor on 
surety business in brokers’ offices prior 
to the war. In 1917 he enlisted in the 
U. S. Marines and was assigned to con- 
voy divfty. On his return Mr. Farrell 
joined the Aetna Casualty & Surety as 
special agent in the bond department, 
from which position he came to the 
Metropolitan. 

Mr. Reinig received his first insurance 
experience in the bookkeeping depart- 
ment of the Fidelity & Casualty in 1908. 
In 1913 he moved with his family to Los 
Angeles and during his two-year stay 
engaged in the real estate and insurance 
business for himself. He returned to 
New York in 1915 when he joined the 
London Guarantee & Accident as local 
payroll auditor. He entered service in 
1917 and on demobilization in 1918 re- 
turned to the London in the auditing 
department. In 1923 he was made super- 
intendent of the plate glass department 
which position he held until recently. 


OAKLEY’S BIRTHDAY LUNCHEON 


A pleasant informal luncheon party 
was tendered to Alonzo G. Oakley, co- 
manager of the New York office of the 
United States F. & G., last week in 
commemoration of his fifty-third birth- 
day. The affair was held at the Bank- 
ers’ Club and attended by heads of the 
office. Colonel E. G. Babcock was the 
toastmaster. 


COMPULSORY IN ITALY 


Compulsory insurance against indus- 
trial diseases has been in effect in Italy 
since April of this year when it was 
established by the Royal Italian Minis- 
terial Council. 











BALTIMORE GENERAL AGENTS 
The Federal Surety has appointed 
Muller & Rosenberg as its general 
agents at Baltimore. The company re- 
cently entered this state. 


KY. COMPULSORY LAW VALID 


Law Covering Taxicabs Upheld by Court 
Second Time; May Be Extended 
To All Automobiles 


The Kentucky Court of Appeals for 
the second time has held valid the ordi- 
nance passed by the general council of 
Louisville requiring operators of taxicabs 
to obtain a permit from the board of 
public safety and to post accident insur- 
ance policies. 

Under the provisions of the ordinance 
taxicab operators must carry $1,000 prop- 
erty damage and $5,000 liability damage 
for one passenger, and $10,000 for two or 
in lieu of such protection for passengers. 
Each concern operating a taxicab or 
taxicabs must post a bond of $30,000 
with the board. 

This is the first attempt at compulsory 
insurance in Kentucky and it is likely 
that the matter will be: brought to the 
attention of the legislature at its next 
session and compulsory insurance may 
be extended to every person owning or 
operating an automobile. 


TO VOTE ON INCREASE JULY 2 








Fidelity & Deposit Capital Goes To $6,- 
000,000 Upon Stockholders’ Approv- 
al; Also 20% Stock Dividend 


On July 2 stockholders of the Fidelity 
& Deposit will vote on a proposed in- 
crease in the company’s capital from $5,- 
000,000 to $6,000,000. And following this 
approval the F. & D. will pay a 20% 
stock dividend on August 15. No change 
will be made in the par value of the 
shares. 

The company has been making consis- 
tent progress this year and up to the 
end of May it showed a nice increase in 
earnings as compared with a similar pe- 
riod of 1928. Six years ago it declared 
a 662/3% stock dividend. 

The capital increase will be accom- 
plished by the transfer of $1,000,000 
from the surplus to the capital account. 





S. M. CREATH PROMOTED 
S. M. Creath, claim adjuster for the 
Richmond branch of the United States 
Fidelity & Guaranty, has been trans- 
ferred to Washington as superintendent 
of the claim department there. He 
joined the company a year ago. 





ENTERS ILLINOIS 
The Public Indemnity of Newark, N. 
J., has been entered in Illinois. 








GUARDIAN LIFE 





Established 1860 Under the Laws of the State of New York 


(Sennen 





17-23 John Street, 
CORtlandt 8300 


New York 





MANAGERS 


INSURANCE CO. 


OF 
AMERICA 





Home Office, 50 Union Square, New York City 








Uptown 





420 Lexington Ave.—LEXington 6715 
245 Fifth Ave.—ASHland 1772 ~ 





Page 38 

















June 28, 1929 








St. Louis Company Sold 
To Fleming Interests 


TO BE CENTRAL SURETY MATE 


New Owners to Look Into Pending Suit 
for Receivership Against Indemnity 
Co. of America; Financial Position 





After a fortnight of excitement for the 
Indemnity Co. of America during which 
a petition for the appointment of a fed- 
eral receiver was filed by the heirs of a 
Texas woman who held a $7,500 judg- 
ment against the company and which 
was then denied by the St. Louis district 
court, this company has been sold to 





COL. FRED W. FLEMING 


Colonel Fred W. Fleming, prominent 
Kansas City financial man, and a group 
of capitalists. 

Colonel Fleming, who, with Ennis 
Hudson, was one of the organizers of 
the Central Surety & Insurance Corp., 
of Kansas City, some years ago, will 
use the Indemnity Co. of America as a 
running mate of the Central Surety. He 
announced this week that its head office 
will be moved from St. Louis to Kansas 
City and that it would retain its identity, 
continuing its business as a separate and 
independent company. 


Henry F. David, who has been its 


vice-president and chief underwriter for 
the past few years, will continue with 
the organization, remaining at St. Lonis 
in charge of a branch office to be opened 
there. 

The new owners will investigate the 
merits of the Texas suit on which the 
receivership application is based and, if 
convinced the company is liable, the 
claim will be paid. If not, the claim will 
be resisted. 

The company had until July 8 to show 
cause in the United States district court 
in St. Louis why a receiver should not 
be appointed for its affairs but with the 
Fleming interests in control with ade- 
quate financial backing, it is now in a 
dosition to pay immediately all legitimate 
legal claims against it. 

At the close of 1928 its total income 
was  $1.365,058: total disbursements, 
$1.331.413; admitted assets. $1.254,410: 
liabilities, excent capital, $877,641, and 
net surplus, $126,769. 





FORMING COMMERCE CASUALTY 

The Commerce Casualty has been for- 
mally announced as the casualty-surety 
running mate of the Commerce Insur- 
ance Co., of the Glens Falls group. The 
new company will have its home office 
in Glens Falls, New York. 
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of New York 
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LAHY AND RYAN TRANSFERRED 





Metropolitan Casualty Executives Leave 
Home Office At Their Own Request 
to Join New York City Branch 
At their own request A. H. Lahy, as- 
sistant secretary-treasurer, and J. E. 
Ryan, forgery bond manager, Metropol- 
itan Casualty, have been transferred 
from the home office to the New 
York City branch of the company. Mr. 
Lahy is a recognized authority in the 
plate glass insurance field and has been 


- with the company for the past forty- 


three years. Mr. Ryan started his ca- 
reer with the National Surety in its for- 
gery bond department in 1921 and sev- 
eral years later came into the Metropol- 
itan Casualty ranks. ’ 

Mr. Lahy intends to devote his ener- 
gies solely to the development of ‘plate 
glass business in the territory under 
the supervision of the New York office, 
concentrating to a large extent on brok- 


4s 


CONFERRING WITH W. F. MOORE 





Rowe, Ferres and Duncan Empowered 
By Nat'l. Bureau to Arrange For 
Merger of P. G. Activities 
A special committee of three, select- 
ed by the National Bureau of Casualtv 
& Surety Underwriters, is now confer- 
ring with W. F. Moore, head of the 
plate glass rating bureau bearing his 
name, with the aim in view of merging 
the Moore bureau with the National 

Bureau plate glass department. 

Serving on this committee are J. Sco- 
field Rowe, president, Metropolitan 
Casualty; Allan J. Ferres, vice-president, 
Fidelity & Casualty, and E. L. Duncan, 
manager, plate glass department, Hart- 
ford Accident. 








ers, while Mr. Ryan will work among 
the brokers on general fidelity and sure- 
ty lines, giving particular attention to 
forgery insurance. 


to 
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1928 Casualty-Surety 
Volume Was $750,000,000 


SHOWN IN CONWAY’S ANALYSIS 





Underwriting Gains Reached $28,521,608 
or 3.8% of Earned Premiums; Loss 


Ratio All Lines Was 49% 





Superintendent of Insurance Albert 
Conway of New York state has just 
completed a summarization and analysis 
of casualty and surety underwriting re- 
sults as reported to him by companies 
doing business under his jurisdiction, in 
which it is shown that the aggregate 
premiums earned last year in these lines 
country-wide was $749,382,009, represent- 
ing an increase of $65,000,000 over the 
year 1927. 

Superintendent Conwav’s analysis in- 
dicates a total underwriting gain of ap- 
proximately $28,500,000 or 3.8% of the 
earned premiums as contrasted with an 
underwriting profit of about $3,400,000 or 
one-half of 1% in 1927. 

The biggest ‘production was in the 
automobile insurance lines on which the 
earned premiums amounted to $242,421,- 
876, or 32.3% of the total premiums for 
all classes. In 1927 earned automobile 
premiums totaled approximately $206- 
000,000. 

In only five lines was an underwriting 
loss experienced, being health, work- 
men’s compensation, engine and machin- 
ery, credit, and non-cancellable accident 
and health. 

Fidelity and surety both produced an 
underwriting gain, being respectively 
$2,392,497 and $5,868,753; the plate glass 
gain in spite of rate reductions during 
the past year was $2,044,584, while bur- 
glary and theft showed a gain of $5,851,- 
308. The aggregate gain from underwrit- 
ing in the automobile lines was - 
282.234. 

The totals in Superintendent Conway's 
exhibit show total losses incurred of 
$367,347,901 or 49% of the earned pre- 
miums; expenses incurred were $353,\(2- 
501 or 47.2% of the premiums earned; 
and the ratios of expenses incurred to 
earned premiums for the various depart- 
ments of the business were as follows: 
acquisition and field supervision, 24.3%; 
general administration, 9.5%; inspection 
and bureau, 1.9%; taxes, licenses am 

fees, 2.7%; investigation and adjustment 
of losses, 8.8%. 

Superintendent Conway says that the 
casualty and surety business of 1928 was 
about double that of 1920. 





UPTOWN BOROUGH AGENT 





Franklin Central Corp. Appointed By 
Franklin Surety For Casualty Lines; 
Messeberg Heads Agency 


The Franklin Central Corporation, @ 
newly formed agency with offices at 
East Forty-second street, New York, has 
been appointed borough agent for @ 
casualty lines by the Franklin Surety, 
which recently entered the indemmlly 
field. 

George Messeberg, president of th 
Franklin Central, has had sixteen yeals 
experience in the business, having beet 
eight years with the Employers’ Liv 
bility in New York City and eight yeas 
with the Indemnity Insurance Co. ° 
North America. mee 

During the last six years of his afiil 
ation with the Indemnity Insurance \? 
of North America in its New Yo 
branch, Mr. Messeberg had full chart 
and supervision of the underwriting de- 
partment. Before joining forces ™! 
the Franklin Surety he was with os 
Driggs, Jr. Inc. Brooklyn borott 
agents for the Standard Acci‘ent. : 
Messeberg has a wide ac juaintane 
among metropolitan brokers which © 
be helpful to him in the building ® 
of the Franklin Central Corporatio® 








PHILADELPHIA APPOINTMENT 

The Standard Accident has appoir 
Arnold & Wannemacher, Inc., of 
delphia, as its general agents. 
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Paving the Way to a Bigger 
Production in Burglary Lines 


J. F. O’Loughlin, Royal Indemnity, Fits Advertising Into Agent’s 
Selling Program; Feels That Some Producers Have Been Too 
Indifferent; Presents Plan of Action Which Has Worked 
Out in Actual Practice 


A complete and carefully worked out 
plan for the development of burglary in- 
surance lines has been placed at the dis- 
posal of agents by J. L. O’Loughlin, su- 
perintendent, burglary department, Royal 
Indemnity, in which systematic local 
newspaper advertising is strongly urged 
as a most effective means of keeping be- 
fore the public the need for burglary, 
theft and robbery protection. When Mr. 
O'Loughlin presented his plan recently 
before a large gathering of producers 
he stressed the fact that a wider distri- 
bution of burglary protection would 
have a beneficial effect along the lines 
of rate reductions and expansion of pol- 
icy coverage. sa 

Mr. O’Loughlin feels that competition 
for business these days is becoming far 
too keen for an agent to overlook the 
advantages of burglary solicitation. It 
has been a surprise to him to find, how- 
ever, that some producers are indiffer- 
ent to its production, often waiting for 
their competitors to force them into a 
position where they are placed on the 
defensive in the protection of their busi- 
ness. He said he had rarely read adver- 
tising matter, explaining the protection 
provided by the various burglary lines 
which situation led him to believe that 
there was still considerable . missionary 
work to be done in an immense unde- 
veloped field. 

Who Needs Burglary Insurance? 

In Mr. O’Loughlin’s opinion every 
prospect on an agent’s book is a pros- 
pect for one or more of the various 
burglary policies. The various classes 
which can be profitably solicited are: 
(1) residence burglary, theft, larceny 
and robbery; (2) mercantile safe burg- 
lary; (3) mercantile open stock burglary; 
(4) messenger and paymaster robbery; 
(5) office or store robbery; (6) bank 
burglary and robbery; (7) bank safe de- 
posit burglary and robbery; and (8) in- 
dividual (box renter) safe deposit box 
burglary and robbery insurance. 

“This schedule of classes will indicate 
to you the broad scope of their applica- 
tion,” emphasized Mr. O'Loughlin. 
“There are coverages for the house- 
holder, the banker, the merchant, indus- 
trial and commercial concerns of all 
kinds. Let us briefly review some of 
your present policyholders. Consider the 
case of a man working on a salary or 
wage basis. You have placed a fire pol- 
icy on his household goods. Statistics 
indicate that there are at least six burg- 
laries to every fire. He needs the fire 
Policy protection but he is more in need 
ot a burglary, theft, larceny and rob- 
bery policy. ‘The argument may be ad- 
vanced that he has little or no jewelry 
or furs. If burglars and thieves took 
only jewelry and furs, the stock insur- 
ance companies would not have written 
approximately $15,000,000 in residence 
Premiums last year. Burglars and 
thieves do steal all classes of personal 
and household property, and all persons 
bo © Own any such property are in need 
ee tection. This policyholder would 

SO require personal hold-up protection 
Which coverage should be sold with every 
Tesidence policy. 

h A Nal accident and health policy- 
‘io €r, nm similar circumstances, would 

© require residence and personal hold- 
aad otsttion. How about the business 

Bre ce cantonal man? No matter what 
for him is eee you may now place 
hold-up” € needs residence and personal 
bery nd cae also messenger rob- 
tion and Olce or store robbery protec- 

e in most cases, paymaster rob- 
ath mercantile safe burglary and mer- 

Me open stock burglary. Banks re- 


quire bank burglary and robbery and 
safe deposit box burglary and robbery.” 
Mapping Out a Campaign 

The first requisite, of course, is a well 
compiled prospect list and Mr. O’Lough- 
lin says that it is impossible to do too 
much preliminary work on this list. He 
would divide the various classifications 
into careful subdivisions, tabulate per- 
sonal data on each prospect, accumulate 
information which indicates the need for 
insurance, and record all possible sales 
approaches. 

The next step is to let prospects know 
definitely that they are going to be ap- 
proached by an insurance man and Mr. 
O’Loughlin places considerable impor- 
tance on this because he feels that all 
too often the modesty of some insurance 
producers has given the impression that 
they were actually trying to keep their 
business a secret. He said: “The pub- 
lic should automatically identify your or- 
ganization when any form of insurance 
is mentioned. As an illustration, the 
widely advertised ‘not a cough in a car- 
load’ means but one thing to everyone.” 

Creating the desire for insurance is 
often difficult because it is seldom “de- 
sired” in the purest sense of the word. 
Mr. O’Loughlin said that even though 
an agent’s presentation of his story is 
sufficiently strong to accomplish the de- 
sired result, still he will not have pros- 
pects rushing to his office to buy. 

The most important step in the sale, 
he declared, was the task of crystalizing 
the “buying thought” into purchasing 
action. And on this point he remarked: 
“Many people are, at present, theoretic- 
ally sold on some form of insurance. 
Hundreds probably realize their needs, 
for instance, of burglary coverage. They 
will conversationally agree with you 
that ‘everyone should have burglary in- 
surance’ and some say they’ll have to 
get some, but nine chances in ten they 
will never be sold a policy until someone 
comes along and closer them. 

Where Advertising Has Its Place 


“Advertising more than any other fac- 
tor in the sale will identify an agent’s 
office as a source of burglary insurance. 
It should take the shape of constant re- 
iteration of the statement that you sell 
burglary insurance in the columns of the 
local papers; by letter, by envelope stuff- 
ers, by all sorts of direct mail literature. 
All will serve to pave the way for fur- 
ther efforts. Nearly all of the compa- 
nies supply their agents with advertising 
folders for this purpose. Get full return 
on your postage bill; enclose suitable ad- 
vertising pamphlets with each letter or 
policy mailed from your office. Many 
agents are consistent buyers of space in 
their local newspaper. In your advertise- 
ment of burglary insurance, proceed as 
though your readers did not know they 
could buy this protection, briefly explain- 
ing the type of losses covered under a 
certain policy, on each of such occasions. 

“Creating of desire is usually accom- 
plished by plain statements of fact. By 
a logical explanation of coverage and of 
the hazards, you must overcome sales re- 
sistance. Sales letters in series is one 
method; the best method is local news- 
paper clippings of recent burglaries and 
particularly those involving the same 
line of business as the prospects. Edu- 
cate your prospects of their exposure to 
hazards and tell them plainly the means 
of protection. 

“Few sales of insurance are closed ex- 
cept by personal contact. Your final step 
can be accomplished in no better way 
than by personal solicitation. In fact, I 
know of no other way. You have laid 


down your barrage of advertising pre- 
paratory material. The time is ripe for 
the shock troops. Remember the pros- 
pect is interested in his relation to your 
offering and in nothing else. He must 
be made to realize what would happen 
if his clothes, or radio, or silverware, or 
jewelry were stolen. If your picture is 
vivid enough, he can be sold.” 





J. L. SELLMAN DIES 


James L. Sellman, second vice-presi- 
dent and a director of the Maryland 
Casualty, died recently at his home in 
Baltimore at the age of 74. He was a 
native Baltimorean and belonged to an 
old Maryland family. Entering business 
with an importing firm of which he 
eventually became senior member, Mr. 
Sellman was for many years closely 
identified with the major activities of the 
port of Baltimore. He was a man of 
broad interests and culture and had col- 
lected a library which included rare 
volumes. 





SAFETY CAMPAIGN IN BUFFALO 


Association Industries of New York 
State, meeting in Buffalo last week in 
conference with compensation underwrit- 
ers, safety bureau and Chamber of Com- 
merce executives, decided to conduct an 
accident prevention campaign this year 
starting September 1 and ending Novem- 
ber 30. The industries having the best 
records in accident avoidance will receive 
valuable prizes. About 2,000 New York 
state industries will participate in the 
contest which will be directed by Frank 
E. Redmond, of the Buffalo office of 
Associated Industries. 





OPEN RALEIGH, N. C., OFFICE 

The Richmond, Va., branch office of 
the United States Fidelity & Guaranty 
has just opened a claim and service of- 
fice at Raleigh, N. C., in charge of How- 
ard Godwin. 





deas That Mean 
More Business 


ANY MEN have writ- 

ten the rules for success 
in business. Simplerules that 
it would seem anyone could 
follow. But the real secret 
lies in individual application 
of the general rules. 


The home office of the 
United States Fidelity and 
Guaranty Company co-oper- 
ates with its agents to meet 
the problems that result from 
ever growing competition. 


UNITED STATES FIDELITY 
AND GUARANTY 


COMPANY 
Home Office: 
BALTIMORE MARYLAND 





FIDELITY SURETY CASUALTY BURGLARY 




















The Agent who represents Union 
Indemnity Company has the assur- 
ance of a co-operation—he can al- 
ways depend on. 


Special Agents ready and willing 
to lend you their years of experience 
in landing a prospect. Advance in- 
formation upon large contracts about 
to be awarded in your territory. An 
Advertising Department ever ready 
to co-operate closely with you in the 
preparation of advertising based on 








not ALON E ~<-~- 


Union Invemniry Company 


A DIVISION OF INSURANCE SECURITIES COMPANY, INC. 


your ideas. A _ full functioning 
branch in your territory, giving 
home home office service on all mat- 
ters pertaining to insurance. All 
extra services offered by a company 
which has more than a commercial 
interest in seeing you succeed. 

You are not alone wher you rep- 
resent Union Indemnity Company. 
Let us tell you more about the sup- 
port we render. 


100 MAIDEN LANE. NEW YORK 
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Detroit Branch Holds 
Its Fifth Anniversary 


MARYLAND CASUALTY AFFAIR 





Two-Day Sales Program Arranged With 
Prominent Home Office Men as 
Speakers; Sixty Present 





The Detroit branch office of the 
Maryland Casualty celebrated its fifth 
anniversary this week with a two-day 
sales session which was attended by 
about sixty including home office under- 
writers and executives of the company. 

The address of welcome on the open- 
ing day was made by H. B. Quinn, resi- 
dent manager and chairman of the meet- 
ing, following which Richard T. Thomp- 
son, third vice-president, recently re- 
turned from a world wide trip, responded 
with the greetings from the home office. 
Greetings were also extended from the 
Home of New York and affiliated com- 
panies (with whom the Maryland has a 
working arrangement) by Walter F. 
Beyer, assistant secretary. Visiting gen- 
eral agents were introduced to the gath- 
ering, among them being Vanden Bosch 
& McVoy, Grand Rapids; Olmsted & 
Mulhall, Kalamazoo, and Wm. B. Baum 
& Son, Saginaw. 

The first sales talk was delivered by 
F. L. Templeman, manager of the home 
office accident and health department, 
followed by an open discussion on the 
subject, “Can Accident and Health Lines 
Aid in Increasing Other Lines?” In- 
cluded in this discussion were selling 
points, a producer’s experience in build- 
ing up volume and accident and health 
questions answered. 

Colonel Ralph F. Proctor, fourth vice- 
president, was the first speaker of the 
afternoon and his topic was on “Fidelity 
and Surety Bonds.” This also was fol- 
lowed by an open discussion. “The 
Branch Office” was the next topic on 
the program and K. O. Saunders, man- 
ager, surety department, Detroit office, 


opened up the subject with a talk, 
“What It Means to You and Your In- 
sured in Michigan.” 

A. B. Nickerson, manager, home office 
automobile department, was next on the 
program; then came another discussion 
on “Sales Arguments Which Tend to 
Surmount Competition.” W. H. Burton, 
Detroit safety engineer, told about the 
safety first work being done by the 
Maryland Casualty in the interests of ac- 
cident prevention, and Stevens T. Ma- 
son, manager, claims division, in Detroit, 
spoke about the mutual services of the 
agent and the claim manager. Business 
development was handled by Franklin 
Davies, field supervisor, whose subject 
was “Availing Every Opportunity” and 
the discussion on this point centered 
around “Home Office Mediums as Aids 
to Securing Business.” Manager Quinn 
was the toastmaster at the evening ban- 
quet. 

The following day S. M. Ward, Jr., 
superintendent, boiler, engine and ma- 
chinery department, led off with a talk 
on “Power Plant Insurance” and the 
agents were coached on how to handle 
requests for rates on power plant insur- 
ance. “Burglary Insurance” was the next 
topic—discussed by H. D. Hart, assistant 
manager, Detroit office. The final item 
on the business program was given over 
to a round table talk-fest on how best 
to further the mutual interest of the 
company and its representatives. After 
luncheon the afternoon was devoted to 
a program of sports. 





DECLARE QUARTERLY DIVIDEND 

The Insurance Securities Co., Inc., of 
New Orleans, holding company for the 
Union Indemnity companies, recently de- 
clared its regular quarterly dividend of 
3%%, payable July 1 to stockholders of 
record as of June 7. 





ENTERED IN TWO MORE STATES 

The Consolidated Indemnity & Insur- 
ance Co. has been licensed in the states 
of Illinois and Wyoming. 


H. W. Gray Continues As 
L. & L. Indemnity Head 


W. W. SMITH ELECTED V.-P. 





Succeeds H. P. Iremonger in Charge of 
New York Office; Has Been Ten 
Years With the Company 





Henry W. Gray, whose retirement as 
United States manager of the London 
& Lancashire is effective June 30, will 
continue as president and director of 
the London & Lancashire Indemnity. 

Among the changes in the indemnity 
company will be the retirement of H. 
P. Iremonger as vice-president in charge 
of its New York office. He will, how- 
ever, continue as a director. Succeed- 
ing Mr. Iremonger in this post will be 
Worthington W. Smith, who has been 
manager of the New York office. 


The London & Lancashire Indemnity 
feels that Mr. Smith has earned his 
promotion by long and meritorious ser- 
vice. He came into the organization ten 
years ago, handling first automobile fire 
and theft lines for the parent company 
in New York City. Some years later 
he transferred over to the London & 
Lancashire Indemnity and since then has 
managed its metropolitan affairs under 
Mr. Iremonger. Formerly, he was with 
the Aetna Casualty & Surety for ten 
years as assistant superintendent of its 
metropolitan automobile department. 

The changes in the company have in 
no way affected F. J. Gobbie, executive 
vice-president, and J. V. Fothergill, vice- 
president, both at the home office, who 
will continue to perform their official 
duties. 





STOCK DEAL 98% COMPLETED 


Stockholders of the New York Cas- 
ualty, owning shares totaling 98% of 
all the outstanding capital, have already 
accepted the plan for the interchange 
of their stock for American Surety stock. 


— 


GREENSBORO APPOINTMENT 





National Surety Names T. S. James As 
Manager of Its Branch There; W. N. 
Smith Assistant Manager 


The National Surety has appointed 
T. S. James, formerly of the H. C. Sher. 
rill Co. agency of Charlotte, N. C., as its 
branch office manager for Greensboro, 
succeeding S. H. Story who has resigned 
to join the Consolidated Indemnitv. Wil- 
liam N. Smith, connected with the office 
for the past four years, has been named 
assistant state manager. Pending the ar- 
rival of Mr. James, J. C. Tyler, of Wash- 
ington, D. C., engineer of the National, 
has taken charge. 


CONSOLIDATED APPOINTMENT 








Appoints S. H. Story As Its General 
Manager for South Atlantic Territory; 
Formerly With National Surety 


S. H. Story has resigned as Greens. 
boro, N. C., branch manager of the Na- 
tional Surety to join the Consolidated 
Indemnity & Insurance Co., as its gen- 
eral manager for the south Atlantic ter- 
ritory which embraces the states of Vir- 
ginia, West Virginia and North and 
South Carolina. James W. Brushwood, 
vice-president, and H. J. Lofgren, vice- 
president and comptroller of the com- 
pany, were in Greensboro in connection 
with the opening of the office which is 
located in the American National Bank 
building. 


THREE LICENSED IN ILLINOIS 


Three assessment accident and health 
associations have received their licenses 
to do business in Illinois. They are the 
Dependable Accident and Health, Ster- 
ling Casualty, and Aeronautical Work- 
ers’ Accident, all of Chicago. 








George P. Dody, Jr., has been made 
head of the supply department of the 
Equitable Casualty & Surety. He was 
for three years in a similar capacity 
with the New York Indemnitv. 





 * 
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Highlights of New Auto 
Law in Connecticut 


AS SEEN BY THE TRAVELERS 





Effective July 1, It Makes Use of Merit 
Rating Idea in Classifying Risks; 
Good Drivers Benefit 





As mentioned in the June 14 issue of 
The Eastern Underwriter the automobile 
owners in Connecticut will come under 
4 new financial responsibility law this 
summer which makes use of the merit 
rating idea in classifying drivers. The 
effective date of this law is July 1 and 
it is in the form of an amendment to 
the act of 1925. 

Motorists under the amendment will 
be divided into five general classes, ac- 
cording to their record for safe or un- 
safe driving, with five different rate 
schedules for automobile public liability 
and property damage insurance. The 
Traveler has the following to say on its 
benefits : 

“The amendment is in effect a declara- 
tion to motorists in the state that it pays 
to drive with care, and is a move to re- 
duce Connecticut’s motor vehicle acci- 
dent toll, which last year took the lives 
of 459 persons, an increase of nearly 
29% over the preceding year’s automo- 
bile accident death record. The amend- 


_ ment’s creation of three classifications of 


drivers, on the basis of driving records, 
was made possible by the carefully-kept 
data of the state motor vehicle depart- 
ment under Commissioner Robbins B. 
Stoeckel. 

Five Rate Schedules Provided 

“The law vrovides, as it has for sev- 
eral years, that the motor vehicle com- 
missioner of the state may require evi- 
dence of financial responsibility from 
any owner or driver whose car has been 
involved in an accident causing personal 
injury or property damage in excess of 
$50, or who has been convicted of vio- 
lation of certain motor vehicle laws. 
Such evidence of financial responsibility 
may be in the form of an automobile 
public liability and property damage in- 
Surance contract, a corporate suretv 
bond, a personal surety bond, or a cash 
deposit with the state. Practically ev- 
eryone from whom the motor vehicle 
commissioner has required such evidence 
in the past has availed himself of the 
insurance method, this form being the 
most convenient way of complying with 
the law. 

“Up until March of this year everyone 
who carried automobile liability and 
Property damage insurance paid rates 
that were determined by the insurance 
loss record of the owners of similar 
types of cars in the rating territory in 
Which a person lived and drove his car 
the greater part of his time. In March 
the majority of insurance companies 
adopted a plan which gave a 10% reduc- 
tion in automobile public liability and 
Property damage rates to’ nrivate pas- 
Senger car owners who had enjoyed a 
safe driving record for two years. 

“Shortly thereafter the motor vehicle 
aw committee of the legislature intro- 
uced the measure which will result in 
the creation of three penalty classifica- 
tions of drivers based upon the careful- 
ly-kept tecords of the state motor 
Vehicle department, which with the 
manual rate class and the 10% merit 
fate reduction class established by a ma- 
lority of the casualty insurance compa- 
an in the state, will make five rate 
bs edules for automobile public liability 
gz Property damage insurance, instead 
* Just two as at present. 

tigher Premiums for Careless Drivers 
con: nder the new act practically all 
ba Panies will file a standard scale of 

mobile public liability and property 
Congest ates similar to that in use in 

+ ecticut for some time. These rates 
tiven 
Years q 
State 


motor vehicles less than two 
nd have not been required by the 


that inotor vehicle department during 
me to furnish evidence of financial 


© charged to people who have - 


responsibility. The 10% credit or merit 
rate will be available to all private pas- 
senger car owners who have had good 
driving records for two years or more 
and who have not been required to fur- 
nish evidence of financial responsibility. 

“Other drivers, meaning all those who 
have been involved in accidents accord- 
ing to state motor vehicle records, or 
who have been convicted of major viola- 
tions of the motor vehicle laws, result- 
ing in the filing of proof of financial re- 
sponsibility, will be classified by the 
state motor vehicle department, and un- 
der such classifications insurance compa- 
nies will be required to charge them 
10, 25 and 50% additional for their in- 


surance.” 
Estimated Saving of $500,000 


Under the operation of the 10% merit 
rate reduction, as based on good driving 
records, it has been estimated by statis- 
ticians of the Travelers that careful 
drivers in Connecticut will be rewarded 


by approximately $500,000 during the 
current year in the way of reduced auto- 
mobile insurance premiums. This sav- 
ing, it is felt, will become even greater 
as the demerits provided in the amend- 
ment to the state’s financial responsibil- 
ity law become known and consequently 
serve to cause other drivers to operate 
their cars with more care. 

Connecticut was the first state to en- 
act a financial responsibility act applying 
to all motorists, and the example has 
been followed by other states. The Con- 
necticut amendment goes further than 
the act of any other state, and has been 
made possible by the well-kept records 
of the State Motor Vehicle Department 
on every owner and operator of a car. 

In addition to the amendment to the 
state’s financial responsibility act, the 
last legislature also amended the motor 
vehicle laws, so that now the commis- 
sioner of motor vehicles is empowered in 
certain instances to suspend operator’s 
licenses and registrations. 


ENTERS CASUALTY FIELD JULY 1 





American Surety’s Move in Keeping 
With Expansion Program Under 
N. Y. Casualty Tie-up 
The American Surety will broaden its 
field of operations on July 1 by enter- 
ing the casualty field for the direct 
writing of all lines. This step is in 
keeping with the company’s expansion 
program under its recent affiliation with 

the New York Casualty. 

At the same time the New York Cas- 
ualty is planning to write workmen’s 
compensation insurance and to increase 
its fidelity and surety business. 





TO REDUCE PAR VALUE 
Directors of the Aetna. Casualty & 
Surety have recommended to stockhold- 
ers a reduction in the par value of the 
company stock from $100 to $10. 



































Franklin Surety Company 


Announces the Appointment of 


Franklin Central Corporation 


George Messeberg, President 


100 East 42nd Street, New York 


as 


Borough Agent 
for 


All Casualty Lines 


Phone: LEXington 7143-J 
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Nat’] Surety The Host 


(Continued from Page 37) 


Freeman, Morris Friedman, Lowenstein, Fried- 
man & Co.; M. S. Froelich, Bachrach, Froeh- 
lich & Bachrach. 

Also Joseph Geffen, R. C. Gilkey, Surety As- 
sociation of America; Frank Girard, Lippman, 
Lowy & Baruth; Morris Glickenhouse, Leo 
Salomon; Theodore Goeller, J. R. Waters Co.; 
A. E. Goettelman, A. E. Goettelman & Co.; 
Elliott Goodstein, S. Goodstein & Son; Arthur 
Gottlieb, Frederick Gottlieb, George F. Graff, 
W. E. Schratwieser, Lynbrook, N. Y.; W. C. 
Graham, W. Graham & Co.; Robert E. 
Grauert, Jr., Grauert Agency; M. L. Green- 
house, H. Sobel & Co.; John Griffin, Schiff, 
Terhune & Co.; Mark Groskin, James Gru, 
J. W. Guilfoyle, Henry Hughes; F. W. Gwinn, 
J. Gottsegen, Gottsegen & Schlessinger. ¢ 

Also Walter Hagan, Hagan & Rorke; Wil- 
liam Hagan, Hagan Corporation; Joseph Hal- 
berstadt, I. Halpern, R. Samuels & Co.; Henry 
Harder, New York Indemnity; William Bever- 
ley Harrison, Roby Harrington, John W. 
Thomas, Inc.; Ralph Haynes, Guy E. Hayward, 
Nassau County Agency, Mineola, N. Y.; C. V. 
Hedstrom, Wm. T. Heeran, Heeran-Jones Co.; 
Chas. Hellinger, David Helm, Howard Hodge, 
Tohn C. Litt & Co., Inc.; Hugo Heyman, James 
Hill, Frelinghuysen Corp.; F. Hopfe, Sulzbacher 
& Hopfe; Jacob Horwitz, Horwitz & Babbitt; El- 
mer Hyde, Elmer Hyde, Inc.; Joe Hyman, 
Hyman & McCall; ._Dennis Hynes, Charles 
Isaacs, Charles Isaacs Co. 

Also Harold A. Jackson, Locust Valley, Long 
Island; O. T. Jackson, Montgomery & Mont- 
gomery; A. L. Jaffe, George Johnson, A. 
Joseph, Max Joseph & Co.; A, G. Joseph, Max 
Joseph & Co.; E. G. Joseph, Edward G. Joseph 
& Co.; Wm. A. Kane, Hyman & McCall; J. J. 
Kanner, J. J. Kanner & Co.; Harry Kearney, 
Thomas Keating, Cornwall & Stephens; Wm. J. 
Keegan, E. A. Keeler, Keeler, Inc.; Alfred J. 
Kennedy, Kennedy & Rapelye, Flushing; 
George F. Kenny, Branleygran Co., Jersey City; 
M. B. Klein, A. Klein & Son; Joseph Klein, 
John Curry Co.; Leo Klenert, Gaston Koch, 
Herbert L. Kohns, Herbert L. Kohns Co.; Saul 
Kornreich, Chas. Kramer, Escher, Kramer & 
Co.; Leo Kreeger, Kreeger Nowak & Co.; 
Joseph Kreschker, John C. Paige & Co.; Stan- 
ley Krohn, S. Klein, Standard Accident; A, J. 
Lang, Royal Latham, Lewis E. Lawes, Sing 
Sing Prison, Ossining, N. Y.; Thomas Leahy, 
Paul P. Lee, E. W. Lethbridge, Lethbridge & 
Barker; Abraham I. Levin, Joseph Levin, Z. 
Levin, Arthur L. Levy, Jo Levy; J. Levy, 
Martin Lewis, Towner Rating Bureau; Ralph 
F. Lewis, Charles Liebowitz, Charles Liebowitz 
& Co.; B. E. Linkfield, Weed & Kennedy; 
Henry Loughman, Chas. F. Murphy, Jr., Inc.; 
Chas. Ludwig, Goldman & Ludwig. : 

Also Charles E. McCarthy, E. B. McConnell 
& Co.: Wm. A. McDermott, Van Buren Co.; 
T. R. McDonald, M. F. McDonald & Co.; P. 
H. McDonald, Walter W. McGah, Hugh _F. 
McGann, Geo. McGuire, John C. Paige & Co.; 
Edward McInness, E. McNevins, Hagan & 
Rorke; H. Maas, H. Sobel & Co.; D. C. 
Mackey, Mackey & Powell; G. V. MacGreger, 
S. MacPeak, Insurance Department; Louis H. 
Maier, Gottlieb Mayer & Co.; Lewis O. Manes, 
S. S. Mannheimer; S. S. Mannheimer, Jr., F 
A. Mannen, Marsh & McLennan; Adrian Man- 
nion, Thos. Goethals, Inc.; Sam Marks, Mel- 
ville Marx, Moses Marx, Ray Maurice, Butler 
& Baldwin; Gottlieb Mayer, Jr., Gottlieb Mayer 
Co.; M. Mayer, Equitable Casualty & Surety; 
E. L. Meanley, R. C. Rathbone & Son, Inc.; 
P. K. Meehan, Alden V. Meeks, Frank Mendes, 
Kenneth L. Metz, Samuel Metzger, Samuel 
Metzger, Jr., G. Mechaelis, Leo Salomon; E. D. 
Milbank, Bauer, Milbank Co.; P. H. Millen- 
dorf, Sol Millinger, George Moore, Thomas 
Morrison, D. Mueller, Marsh & McLennan; 
Lawrence Mundheim, Chas. Mott, Garden City, 
L. I.; Geo. F. Munson, Macomber & Co.; 
Chas. F. Murphy, Jr.. J. C. Murphy, Chase & 
Murphy; E. Myerle, Ream, Wrightson & Co. 

Also J. J. Nally, Chas. F. Murphy, Jr.; Sig- 
fried Nassau, C. W. Naumann, M. Nelson, A. 
B. Schlowsky; Joseph Neustadt, H. W. Nich- 
ols, James Nolan, M. D. Nowak, Kreeger, No- 
wak & Co.; John Nubel, R. C. Nunn, Johnson 
& Higgins; Francis M. O’Brien, O’Brien & 
O’Brien; Daniel O’Connell, O’Connell & O’Con- 
nell; James F. O’Hea, National Surety; Fred 
C. Orth, Flanders, Long Island; Courtney Otis, 
Otis Jones & Co.; Herbert Owens, Ream Wright- 
son & Co.; Chas. Otto, S. Pereryra, Benjamin 
Pierce, c/o C. Rogers; Fred Pierone, Ar- 
thur Platzer, Pollack, c/o Thos. Leahy; 

Prettyman, David H. Pulvermacher, 
McCloskey & Co.; A. . 
Power. 

Also John Reilly, B. J. Nolan & Co.; L. F. 
Rich, Leonard F. Rich & Co.: C. R. Rikel, 
Murray Robbins, Joseph S. Blume & Co.; M. 
U. Roberts, Wm. Roberts, Bale, Snedecker & 
Co.; Leon Rosenberg, H. B. Rosenswki & Co.; 
H. L. Rosenbloom, Chas. S. Rosenthal, Pilcer 
& Frank; Chas. S. Rosensweig, Stephens & 
Co.; H. B. Rosensweig, H. B. Rosensweig & 

; Harry Ross, W. S. Mays & Co.; George 

, john Ryan, Ryan & Graves; Leo Salo- 
mon, H. Samuels, Sulzbacher & Hopfe; L. A. 
Sawyer, National Bureau of Casualty & Surety 
Underwriters; Geo. Scherberg, Clem Schmitz, 
Wm. E. Schratwieser, S. J. Schwartz, George 
Scott, A. B. See Depew; Ralph Seiler, 
Walter Sellers, Washburn & Sellers; M. Senia. 
Schnebbe & Co.; George Severs, National 
Surety; Edgar A. Sharp, Patchogue, L. I.; W. 
Sheperdson, Farmer & Ochs; F. A. Siegman, 
F. W. Gwinn & Co.; Jack Sliska, Chas. A. 
Slosson, Slosson & Smyth: A. C. Smith, Henry 
E. Wood & Associates: Farrington Smith, Aij- 
bany, N. Y.; Stanley R. Smith, W. L. Retch 
& Co.; Charles Snyder, J. R. Snyder, Huff, 
Dryer & Co.; Harry J. Solon. Clausen, Bayley 
& Kearney; Mare Spauler. Hotchner & Co.; 
Newton C. Spitz, Joseph Steinbrink, S. Stein- 
berg, M. C. Feldman Co.; I. Foster Stern, 
Joseph T. Stevens, S. Stich, James E. Stiles, 


A. 
Eli 


No. 5. 








1. What is the purpose of a court 
(judicial) bond? 

2. Into what two major classes are 
these bonds divided? 

3. What, generally speaking, is the 
liability under a plaintiff’s bond? 

4. What is the measure of the sure- 
ty’s liability under an attachment bond? 

5. What is an injunction bond, when 
is it given and what is the surety’s lia- 
bility under it? 

6. What, generally speaking, is the 
liability of the surety under a defend- 
ant’s bond? 

Explain the function and liability 
of the following: discharge attachment 
bond, counter-replevin bond, release in- 
junction bond, appeal or supersedeas 
bond. 

8. Why is it dangerous for the surety 
to underwrite a court bond by prejudg- 
ing the outcome of litigation? 

9. (a.) What is indemnity and when 
is it acceptable? (b.) What is collat- 
eral? When taken and in what forms? 

10. For what purpose is a bail bond 
given and what is the surety’s liability 
under it? 


Answers 


1. These bonds are given in court 
actions to enable persons to pursue the 
remedy of the court or to defend their 
rights therein. 

2. Plaintiff’s and defendants’ bonds. 

3. These bonds are liable for the pay- 
ment of costs and damages. 

4. The surety’s liability under an at- 

tachment bond is measured to a large 
extent by the nature of the property 
attached. 
5. An injunction bond is given by a 
plaintiff when he desires to restrain the 
defendant from exercising a right or a 
privilege. This bond is liable for dam- 
ages. 

6. A defendant’s bond usually guar- 
antees compliance with the court’s final 
decision, and more often than not guar- 
antees that a debt, if affirmed by the 
court, will be paid. 

(a) A. defendant can have his 
property discharged from the lien of at- 
tachment by filing a discharge or re- 
lease of attachment bond. This bond 


Questions and Answers 


IN SURETYSHIP 
COURT BONDS 


Conducted by George E. Hayes, Vice-President, Union Indemnity 


then stands in the place of the property 
and is liable for the debt, if established 
in court, which could be _ recovered 
against the property if it had not been 
discharged from the attachment. 

(b) If a defendant is deprived of use 
and possession of a chattel by a plain- 
tiff under a writ of replevin, he can se- 
cure the return of that property by fil- 
ing a counter-replevin bond. This bond 
is liable for the return or value of the 
property. 

(c) If a defendant is deprived by in- 
junction or restraining order of his right 
to exercise a certain right or privilege, 
he can nevertheless exercise that right 
or privilege by filing a release of injunc- 
tion bond, which protects the plaintiff 
against damages. 

(d) An appeal or supersedeas bond is 
given by a defendant after a judgment 
has been entered against him. These 
bonds usually stay collection of the 
judgment pending a review of the case 
by a higher court, and are liable for the 
payment of that judgment if it is af- 
firmed by the higher court. 

8. Simply because the underwriter 
might guess incorrectly. It is not his 
function to pass on the merits of the 
case—his work is to pass on the merits 
of the application for the bond and to 
determine whether or not the surety is 
safe in assuming that risk. 

9. (a) Indemnity is the agreement of 
a third party to protect the surety 
against loss which might follow the ex- 
ecution of a certain bond. It is accepta- 
ble only where the risk, on its own 
merits, falls just a little short of being 
acceptable any way. It should never be 
taken where the case is decidedly bad 
and weak in itself. 

(b) Collateral is a pledge of cash or 
securities with the surety to protect it 
against loss in connection with a certain 
bond. It should be taken whenever a 
principal and/or the proposed indemni- 
tor appear too light financially to justify 
the execution of the bond on _ the 
strength of their financial showing. 

10. A bail bond is given to guarantee 
the appearance of a defendant in court. 
If he fails to appear, the surety forfeits 
the entire penalty of the bond. 








Rockville Center, L. I.; Col. Francis R. Stod- 
dard, Otto C. Storbech, Gilbert Strauss, Irving 
Stroock, Jos. Halberstadt; H. H. Stryker, First 
Re-Insurance Co.; Harry F. Sullivan. 

Also C. C. Thomas, Johnson & Higgins; E. 
Thompson, Irving Tick, Charles Liebowitz & 
Co.: Samuel Tick, Charles Liebowitz & Co.; 
P. F. Tierney, Thos. J. Toroy, R. H. Towner, 
Towner Rating Bureau; William Twamley, Wm. 
Tynan, Chas. F. Murphy, Jr., Inc.; Nat Trout- 
man, Glen B. Van Buren, Van Buren Co.; A. 
Van Buskirk, Hagan Corporation : 

Horn, F. B. Hall & Co.; E. G. 

Unoqua Agency, Amityville. L. I.: Nicholas 
Volk, C. H. Vonhof, Cornelius J. Walsh, Mi- 
chael Walsh. J. Wank. A. Watkins. M. 
Watson, S. G. Jackson Co.; O. O. Way, G. A. 
Welsch, Hamilton & Wade; Nathan E. Weltz, 
B. Werbelovsky, A. P. West, William G. Whe- 
lan, L. D. Whitten, Clarke Co., Mineola, N. 
Y.; Otto H. Wepprecht, Wm. Stake & Co.: M. 
E. Witherall, Despard & Co., Inc.; A. Wood, 
Buckley Horton: Edward D. Young. Samuel 
Zeitlen, Harris & Solomon: Alfred Zorn, c/o 
Thos. Caldicott, Long Island City. 





CAPITAL INCREASE PAID IN 

The International Reinsurance Corp., 
of Los Angeles, has completed its re- 
cent capital increase and $2,000,000 has 
been paid in, giving $500,000 to capital 
and $1,500,000 to surplus. The June 30 
statement of the company shows $1,500,- 
000 capital and a surplus of between 


$3,000,000 and $3,500,000. 


L. C. EVANS PROMOTED 
The London & Lancashire Guarantee 
& Accident Co. of Canada has apointed 
Lawrence C. Evans as its manager and 





DIRECTOR AL SMITH AGAIN 


Former N. Y. Governor Welcomed Back 
to National Surety Post; Practically 
Full Attendance at Meeting 

Former Governor Alfred E. Smith 
was welcomed back to the National 
Surety directorate on Tuesday, resuming 
a relationship with the company which 
he had resigned when he was elected 
Governor of New York state. A major- 
ity of the sixty-one other directors were 
present at the meeting, numbering 
among them many of America’s most 
prominent financiers. 

“I’m glad to be here,” said the former 
Governor, afterwards. “They're all 
friends of mine and their faces are all 
familiar. I like the management and 
their way of doing business. Many of 
my associates on this board are friends 
of long standing. and I shall be glad to 
resume my old-time affiliation with 
them.” 

He is a director also in the Metropoli- 
tan Life, the Consolidated Indemnity & 
Insurance Co., and the County Trust 
Co., and a trustee in the Henry Street 
Settlement and the Welfare Council. 





secretary, succeeding the late Alexan- 
der MacLean. Mr. Evans has been as- 
sistant manager of the company since 


November, 1920. 


Conway Reduces Rates _ 
For Taxicab Owners 


SAVING WILL BE $360,000 YEARLY 


Experience Statistics Indicated That 
Reductions on P. L. and P. D. 
Forms Were Warranted 


Superintendent of Insurance Conway 
of New York state has ordered a reduc- 
tion in the rates for statutory public 
liability and property damage insurance, 
coverages which taxicab owners operat- 
ing in Greater New York are required 
to carry, effective July 1. This reduction, 
which means a saving of $36 per annum 
to each of approximately 10,000 taxicab 
owners or an aggregate saving to them 
of $360,000 a year, is made as a result 
of a special call for experience statis- 
tics issued by the Superintendent on 
May 3, 1929. 

Prior to May 1, 1929, owner-drivers of 
taxicabs paid $360 per annum for the 
insurance coverage required by the high- 
way law, while fleet operators paid $38 
to $456 per annum according to the size 
vf the fleet. The difference between the 
rates is due to the greater personal in- 
terest and direct control of operation by 
the owner-driver. 

At the request of the insurance car- 
riers the Superintendent permitted them 
to increase fleet rates to $480 per annum 
effective May 1, 1929. In view of the 
fact that the aggregate premium income 
on the previous basis had proved ade- 
quate, it therefore appeared to him that 
some reduction for owner-driven cars 
was warranted. The experience statis- 
tics, when received, indicated that while 
the increase requested on fleet cars was 
warranted, a reduction on individually 
owned cars was likewise justified. The 
order then followed requiring a reduc- 
tion to $324 per annum to owners of one 
taxicab. All taxicabs insured direct with 
the companies receive a further reduc 
tion of $24 per annum. 


F. & C. Elections 


(Continued from Page 37) 
At present he specializes in residence and 
store burglary coverages. 

Mr. Clarke came into the company as 
a clerk in the burglary department in 
January, 1898. Like Mr. Smedes he has 
successively occupied every position and 
now handles bank burglary protection. 

Vice-President Griffin’s Career | 

Vice-President Griffin, who is i 
charge of the claim department of the 
company, is a graduate of Fordham 
University in 1910 and the Fordham Law 
School in 1913. He was admitted to the 
bar in 1912, a year before he was grat- 
uated from the law school. His first 
business experience was with the law 
firm of King & Osborne where he wa 
managing clerk and tried cases in the 
municipal city court. 

He started with the Fidelity & Cs 
ualty in June, 1913, as an investigatot 
in its law department and aiter tw 
years in this capacity he transferred 
the claim department where he Ww 
thoroughly trained in the handling @ 
claims arising under every form of © 
ualty insurance. In 1920 in recognitiol 
of his good work he was made associalé 
superintendent of the claim departmet! 
following which he organized and mat 
aged a fidelity and surety claim divis" 
of this department. Eight years ee 
he was further advanced to the post” 
claims superintendent. In his capac 
as vice-president Mr. Griffin will cof 
tinue his jurisdiction over the F. & + 
claim department activities. 

Mr. Griffin is a member of the Inte 
national Association of Insurance Cou” 
sel and the Insurance Society of 
York before whose classes he has 
tured on casualty claim subjects. 


A. C. I. QUARTERLY DIV!DEND 

The American Credit Indemnity 4 
declared its regular quarterly divider 
of $1 a share, payable July 1 to st 
holders of June 15. 
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THE TRAVELERS 
NEW “R” ACCIDENT POLICY 
Puts the Hospital Patient on an 


Expense Account 


CAN’T afford to buy 
that car I was planning 
to buy this year,” said 
a man who had recent- 
ly recovered from severe 
injuries received in an 
accident. “I’ve just 

bought a hospital!” 

You can easily understand why this 
man thought that he had purchased the 
institution, if you've ever had to spend a 
few weeks as a patient in a big city hos- 
pital. Expenses 
start from the 
moment they 
summon the am- 
bulance and 
keep on mount- 
ing until the day 
you are dis- 
charged. They include such items as 
X-ray photographs, use of operating room, 
administration of anaesthetic, doctors’ and 
surgeons’ fees, private room, services of a 
special nurse—frequently of both a day and 





Feat 


night nurse, and 
other items. Of- 
ten there isn’t 
enough left of a 
thousand dollars 
to pay your taxi 
fare home! And if your injuries are such 
as to require a stay of months rather than 
weeks—the cost can easily exceed $2,000. 
The new “R” policy puts a man on the 
Travelers expense account, up to a limit 
of $500, $1,000, $2,000 or more, while he’s 
recovering in the 
hospital from 
the effects of an 
accident. It 
prevents the ac- 
cident which in- 
jures him from 
wrecking his 





bank account. 

It is an up-to-the-minute policy for this 
high-speed, high-cost age. It is certain to 
meet with a warm welcome because it fills 
~ a long-felt want. 


THE TRAVELERS 


THE TRAVELERS INSURANCE COMPANY 


~ 


THE TRAVELERS INDEMNITY CoMPANY 


THe TRAVELERS Fire INsuRANCE CoMPANY 


HARTFORD, 


—~ 


CONNECTICUT 








The pioneer accident company of America which celebrates its 65th birthday this year, is the 
Larcest Muttipte-Line InsurANCE ORGANIZATION IN THE WorRLD 
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A= to police records the 


average householder is six times as likely to 
have a burglary loss as a fire loss. 


> 


Since the replacement cost of stolen or 
burned belongings is exactly the same, burg- 
lary insurance is just as indispensable as fire 
insurance to the householder interested in 
safeguarding himself against the loss of his 
property. 


Are YOU equipped to meet your clients’ 
needs with regard to burglary insurance? 
If not, write the F&D for information regard- 
ing a connection with this old, well-estab- 
lished company. It may be that it is not 
represented in your particular community. 


FIDELITY AND DEPOSIT 
COMPANY oF MARYLAND 


Baltimore 


Fidelity and Surety Bonds ... 






Burglary and Plate Glass Insurance 
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